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•  CGI  still  gets  the  job  done 
■  Handbook:  Dynamic  HTML 
-  Review:  Netiva  Software's 
database  development  tool 
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Nokia  catches 
falling  Ipsilon 


Finnish  manufacturer  snags  IP  switching  instigator. 


By  Jim  Duffy 

Sunnyvale,  Calif. 

A  year  ago,  they  were  the 
Beatles. 

When  Ipsilon  Networks,  Inc. 
touched  down  in  March  1996,  it 
whipped  the  industry  into  a 
frenzy  with  its  hooky  melodies 
and  breezy  harmonies  about  IP 
switching.  Ipsilon’s  chart-busters 
included  tunes  on  establishing 
cut-through  IP  routes  over  ATM, 
snubbing  complex  routing 
dogma  from  standards  groups 
and  divorcing  enterprise  nets 
from  the  self-centered  Cisco 
Systems,  Inc. 

The  industry  was  transformed 
into  a  screaming,  blubbering 
mess,  tearing  its  locks  out  while 
pleading  for  more,  more  IP 
switching. 


But  that  was  yesterday.  Today, 
Ipsilon  is  but  a  nostalgic  footnote, 
another  victim  of  industry  con¬ 
solidation.  The  IP  switching  pio¬ 
neer  last  week  was  scooped  up 
by  Finnish  telecommunications 
equipment  manufacturer  Nokia 
Corp.  for  what  seems  a  paltry 
$120  million  given  the  commo¬ 
tion  it  caused. 

The  deal  will  let  Nokia  develop 
new  IP-based  network  equipment 
for  voice  and  data,  the  company 
said.  Nokia  last  June  acquired  a 
minority  stake  in  Ipsilon,  and  the 
companies  had  been  collaborat¬ 
ing  on  IP  switching  and  ATM 
product  development. 

Ipsilon  generated  a  lot  of  hype 
but,  unlike  the  Beatles,  not  a  lot 
of  sales.  For  all  of  the  swagger, 
See  Ipsilon,  page  64 
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etwork  managers  have  become  risk- 
averse  and  careful  with  their  cash. 
Managers  aren’t  willing  to  invest  in 
bleeding-edge  technology  or  even  band¬ 
width  at  commodity  prices,  especially 
when  the  business  case  can’t  justify  the  costs. 
That’s  the  gist  of  the  1997  Network  World/ 
*)eloitte  &  Touche  Consulting  Group 

Planning  Survey,  a  series  of  300 
in-depth  interviews  with  strategic  network 
planners  in  the  nation’s  commercial,  gov¬ 
ernment  and  educational  institutions.  The 
annual  survey  cuts  through  the  hype  to 
take  the  pulse  of  Network  World  readers 
from  organizations  such  as  manufacturers, 
community  colleges,  banks,  utilities,  sys¬ 
tems  integrators  and  computer  vendors. 

See  Survey,  page  47 


Survey  finds  bottom-line 
concerns  win  out  over  hot  tech¬ 
nologies  such  as  ATM  and 
Gigabit  Ethernet. 
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Build  faster,  simpler  to  manage  LANs  based  on  MPOA  standards. 


Carriers  fall  behind 
e-commerce  curve 


MCI  struggles  to  deliver  on  commerce  promises. 


By  David  Rohde 

Perched  in  front  of  a  PC  late  at 
night,  you  relish  the  opportunity 
to  search  for  and  purchase  goods 
over  the  World  Wide  Web.  There 
are  a  range  of  products  available, 
and  it  is  easy  and  convenient. 
But  what  happens  when  ques¬ 
tions  about  size,  availability  or 
color  arise? 

The  answer  promised  by  many 
carriers  —  the  ability  to  establish 
a  voice  call  to  the  proprietor  in 
the  middle  of  a  Web  session  and 
have  him  hyperlink  along  with 


you  —  is  still  a  dream. 

As  1997  closes,  the  Big  Three 
long-distance  carriers  still  are  dab¬ 
bling  around  the  edges  of 
Internet/call  center  integradon. 
And  those  that  have  hyped  it  the 
most  have  the  least  to  show. 

Perhaps  further  along  than 
any  company  is  AT&T,  which  ear¬ 
lier  this  year  introduced  its 
interactiveAnswers  Service.  The 
offering  enables  Web  surfers  to 
click  on  a  button  to  reach  a  call 
center  agent.  The  main  draw- 
See  Carriers,  page  66 


Teenage  hacker  tells  his 
side  of  Land  Attack  story 


By  Ellen  Messmer 

Montreal 

It  was  “Meltman”  who  wrote 
Land  Attack,  the  denial-of-service 
attack  code  that  has  been  blow¬ 
ing  up  routers,  servers  and  desk¬ 
top  computers  since  it  was 
posted  on  the  Internet  right 
before  Thanksgiving. 

Technicians  at  Cisco  Systems, 
Inc.,  like  many  others  in  the  net¬ 
work  industry,  have  been  busy 
coping  with  the  fallout  from  Land 
Attack  and  would  love  to  get  their 


hands  on  the  havoc-wreaking 
Meltman.  But  despite  his  omi¬ 
nous  moniker,  in  reality  Meltman 
is  a  16-year-old  Montreal  high- 
school  student  named  Hugo 
Breton.  And  though  Breton  does 
have  regrets  about  releasing  his 
land.c  code  to  the  public,  he 
warned  that  there  are  bound  to 
be  more  such  bombshells  until 
the  network  industry  gets  a  lot 
smarter  about  security. 

“Network  equipment  should 
See  Meltman,  page  64 


online 

•  A  copy  of  the  actual  code 

•  Patches  from  Cisco  and  Microsoft 

•  A  paper  about  similar  attacks 


Microsoft  dealt  browser  blow 


By  Christine  Burns 
and  Andy  Eddy 

Washington,  D.  C. 

Department  of  Justice:  1, 
Microsoft  Corp.:  0. 

That  is  the  tally  after  a  U.S. 
District  Court  judge  handed 
down  a  preliminary  ruling  last 
week  that  prohibits  the  software 
giant  from  forcing  computer 
manufacturers  to  load  a  copy 


of  Internet  Explorer  onto  every 
Windows  95  PC. 

The  19-page  order  stands  until 
May  31,  1998,  when  a  special 
counsel  will  report  further 
evidence  in  the  case.  According 
to  the  order,  the  restriction 
applies  to  any  successive  version 
of  Windows  95,  at  least  for  the 
time  being. 

See  Justice  Dept.,  page  65 


Nokia  catches  a 
falling  Ipsilon 


Finnish  manufacturer  snags  IP  switching  instigator. 


By  Jim  Duffy 

Sunnyvale,  Calif. 

A  year  ago,  they  were  the 
Beatles. 

When  Ipsilon  Networks,  Inc. 
touched  down  in  March  1996,  it 
whipped  the  industry  into  a 
frenzy  with  its  hooky  melodies 
and  breezy  harmonies  about  IP 
switching.  Ipsilon’s  chart-busters 
included  tunes  on  establishing 
cut-through  IP  routes  over  ATM, 
snubbing  complex  routing 
dogma  from  standards  groups 
and  divorcing  enterprise  nets 
from  the  self-centered  Cisco 
Systems,  Inc. 

The  industry  was  transformed 
into  a  screaming,  blubbering 
mess,  tearing  its  locks  out  while 
pleading  for  more,  more  IP 
switching. 


But  that  was  yesterday.  Today, 
Ipsilon  is  but  a  nostalgic  footnote, 
another  victim  of  industry  con¬ 
solidation.  The  IP  switching  pio¬ 
neer  last  week  was  scooped  up 
by  Finnish  telecommunications 
equipment  manufacturer  Nokia 
Corp.  for  what  seems  a  paltry 
$120  million  given  the  commo¬ 
tion  it  caused. 

The  deal  will  let  Nokia  develop 
new  IP-based  network  equipment 
for  voice  and  data,  the  company 
said.  Nokia  last  June  acquired  a 
minority  stake  in  Ipsilon,  and  the 
companies  had  been  collaborat¬ 
ing  on  IP  switching  and  ATM 
product  development. 

Ipsilon  generated  a  lot  of  hype 
but,  unlike  the  Beatles,  not  a  lot 
of  sales.  For  all  of  the  swagger, 
See  Ipsilon,  page  64 


Survey  finds  bottom-line 
concerns  win  out  over  hot  tech¬ 
nologies  such  as  ATM  and 
Gigabit  Ethernet. 


NetworkWorid 


Deloitte  &  Touche 
Consulting  Group 


Technology 
Planning  Survey 


Network  managers  have  become  risk- 
averse  and  careful  with  their  cash. 
Managers  aren’t  willing  to  invest  in 
bleeding-edge  technology  or  even  band¬ 
width  at  commodity  prices,  especially 
when  the  business  case  can’t  justify  the  costs. 
That’s  the  gist  of  the  1997  Network  World/ 
Deloitte  &  Touche  Consulting  Group 

Planning  Survey,  a  series  of  300 
in-depth  interviews  with  strategic  network 
planners  in  the  nation’s  commercial,  gov¬ 
ernment  and  educational  institutions.  The 
annual  survey  cuts  through  the  hype  to 
take  the  pulse  of  Network  World  readers 
from  organizations  such  as  manufacturers, 
community  colleges,  banks,  utilities,  sys¬ 
tems  integrators  and  computer  vendors. 

See  Survey,  page  47 
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©1997  Compaq  Computer  Corporation.  All  rights  reserved.  Compaq  registered  U.S.  Patent  and  Trademark  Office.  Netelligent  is  a  trademark  of  Compaq  Computer  Corporation.  All  other  brands  and  product  names  are  trademarks  or  registered  trademarks  of  their  respective  companies. 


ONE:  INSTALL  DUAL-SPEED  HUB. 

TWO:  KISS  YOUR  CONSTANT  TRIPS 
TO  THAT  WIRING  CLOSET  GOODBYE. 


Introducing  the  industry's  first  port-level  auto-sensing  dual-speed  stackable  hub.  lOMb/s?  lOOMb/s?  It  doesn't  matter.  We  won't  make  you  choose. 
Flexible  migration  is  but  one  of  the  advantages  of  the  Compaq  Netelligent  2724  and  2824  hubs.  Plug-and-play  installation  versus  plug-and-replug  is  another. 

And,  like  all  standards-based  Netelligent  systems,  these  hubs  make  for  easy  integration  with  whatever  systems  you  have  in  your  network. 
Still,  what's  a  conversation  about  advantages  if  you  don't  talk  about  money,  right?  To  start,  our  hubs  reduce  labor  costs.  Because  of 
integrated  10/100  connectivity,  our  hub  converts  your  wall  outlet  into  a  utility.  So  you  don't  have  to  visit  the  wiring  closet  every  time  someone  moves 
or  upgrades  to  a  higher  speed.  It  also  preserves  your  lOMb/s  investment  while  allowing  for  growth  to  lOOMb/s,  which,  in  effect,  also  helps  you 
future-proof  your  network.  And  it  costs  about  the  same  as  a  lOOMb/s-only  hub.  In  the  end,  you  have  a  hub  that  does  the  work  of  two  —  plus  the  bonus 
of  SNMP,  RMON  and  Compaq  Netelligent  Management  Software.  Because  Compaq  is  the  world's  number  one  computer  seller  and  is  committed 
to  being  the  leader  in  innovative  Fast  Ethernet  solutions,  we  offer  a  full  range  of  hubs,  switches  and  NICs  for  virtually  every  size  network. 
Combine  these  with  Compaq  PCs  and  servers  and  you  not  only  have  a  one-two  hub  installation,  you  have  a  one-two  knockout-punch  network. 
For  more  information  about  the  entire  family  of  Compaq  Netelligent  products,  visit  us  at  www.compaq.com/products/networking/  or  call  1-888-650-5055. 
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Your  livelihood  depends 


on  web  application  access 


MSTw 


Server  Too  Busy 
Connection  Timed  Out 
Service  Unavailable 


Introducing  ClusterCATS; 

SmartCluster”  software  for  reliable 
and  rapid  access  to  business-critical, 
distributed  web  applications. 

Tech  support 
lines  ringing  off  the 
hook.  Skyrocketing 
blood  pressure.  Utter  chaos.  Your  office  might 
just  be  the  "liveliest"  spot  in  the  whole  company. 
But  what  if  you  could  give  your  users  fast,  reli¬ 
able  access  to  distributed  web  applications, 
dynamic  content  and  transactions? 

You  can.  With  Bright  Tiger  ClusterCATS 
Content,  Application  and  Transaction  Smart  clus¬ 
ter  software  for  distributed  servers.  ClusterCATS 
. 

builds  SmartClusters  that  quickly  detect  and  intel¬ 
ligently  shield  users  from  failed  or  busy  servers, 
slow  networks  (LAN  and  WAN),  and  failed  appli¬ 
cations  and  databases.  ClusterCATS  tracks  server 
status,  net  trip  time  to  users,  and  content,  appli¬ 
cation  and  database  availability.  And  it  selec¬ 


tively  distributes  and  synchro- 
nizes  content  to  provide  smart  V 
redundancy  and  rapid  access.  - 
ClusterCATS  uses  this  intel- 


This  should  liven  things  up. 


ligence  to  direct  users  -  in  real 

-  ■ 

time  -  to  the  closest,  least-loaded  server  with 

- 

available  resources.  So  they  never  see  "Service 
Unavailable,"  or  "Connection  Timed  Out." 

It's  no  wonder  ClusterCATS  won  the  Best  of 
Networld+lnterop  award. 

To  get  the  whole  story  including  a  white 
paper  on  building  and  managing  your  distrib¬ 
uted  web  application  infrastructure,  visit  us  at  our 
website,  www.brighttiger.com/iwpaper  or  call 
1-888-655-0288,  ext.  173. 

Because  your  day  is  lively  enough. 


^t> 


BrightTiger 


Circle  Reader  Service  #9 


©1997  Bright  Tiger  Technologies.  All  rights  reserved. 

ClusterCATS  and  SmartCluster  are  registered  trademarks  of  Bright  Tiger  Technologies. 
All  other  trademarks  are  the  property  of  their  respective  holders. 
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Most  e-mail  packages  will  be 
compliant  soon,  says  the  Internet 
Mail  Consortium’s  Paul  Hoffman. 
Page  40. 


The  Cisco  and  Microsoft  sponsored 
Directory  Enabled  Network  (DEN) 
needs  users  to  help  get 
the  spec  on  track. 

Page  45. 


News 

New  HP  OpenView  event  cor¬ 
relation  software  causes  user 
concerns. 

Sun’s  Activator  gives  company 
upper  hand  in  Java  war  with 
Microsoft. 

Internet  World  features  the 
usual  frenetic  trade  show 
fare  and  folly. 

Sun  and  Network  Appliance  are 

banking  on  the  benefits  of 
cache  hardware. 

Microsoft  rallies  XML  troops. 

1 0  ISPs  go  for  the  Web  hosting 
gusto  at  Internet  World/ 

Fall  ’97. 

1 0  Netective  scours  firewalls  and 
operating  systems  for  secu¬ 
rity  flaws. 

1 1  FCC  petitioned  to  slash  RBOC 
access  rates. 

1 4  Eudora  to  enter  free  Web- 
based  e-mail  fray. 

IBM  adds  electronic  com¬ 
merce  wares. 

1 5  Lucent  acquires  Gigabit 
Ethernet  company 
Prominet. 

Local  Networks 

Dell  fast  becoming  major 
player  in  servers. 

3Com  shoots  for  better 
service-level  conformance 
software. 

1 8  Dave  Kearns:  In  praise  of  Eric 
Schmidt. 

Internetworks 

Concord  adds  customization 
capabilities  to  net  manage¬ 
ment. 

VPN  support  coming  from 
IBM. 

Kevin  Tolly:  Bay’s  stealthy 
media  strategy. 

Carriers  &  ISPs 

29  Bell  Atlantic  brings  ATM  to 

New  York,  New  England. 


How  to  contact  us 

WRITE:  Network  World.  161  Worcester  Road, 
Framingham,  MA  01701:  CALL:  (508)  875-6400: 
FAX:  (508)  820-3467:  E-MAIL:  nwnews@nww.com; 
CIRCULATION:  (508)  820-7444;  nwcirc@nww.com; 
STAFF:  See  the  masthead  on  page  10  for  more 
contact  information.  REPRINTS:  (612)  582-3800 


29  Infonet  links  ISDN  callers  to 
frame  relay  networks. 

32  Netcom  adds  wireless  to  its 
menu  of  Internet  access 
services. 

David  Rohde:  A  rocky  start  for 
E-rate? 

Intranet  Applications 

Internet  Image  jostles  applica¬ 
tion  deployment  with 
BeyondPush  technology. 

38  Scott  Bradner:  Like  regulat¬ 
ing  acid  rain. 

Technology  Update 

4  Quality  of  service  is  not  a  pipe 

dream  for  IP-based  nets. 

Management  Strategies 

Let  your  IT  staff  strengthen 
different  muscles  and  gain 


new  skills  and  perspective 
through  cross-training. 

Opinions 

44  Editorial:  Back  up  your 
words,  Microsoft. 

Frank  Schoff:  Strong  job 
market  leads  to  some 
strange  behavior. 

67  Mark  Gibbs:  Great  busi¬ 
nesses  from  strategic 
acorns  grow. 

67  'Net  Buzz:  Symantec  posts 
the  book  on  Internet 
viruses;  IP  multicast  vendor 
snags  $6.8  million;  Java 
poll  shows  portability 
counts. 


Net  Know-It-All.  Page  10. 

Network  Help  Desk.  Page  41. 

Message  Queue.  Page  44. 

Editorial  and  advertiser  indexes.  Page  63. 


THE  AGE 

Our 

Technology 
Planning  Survey 
finds  that  strategic  network  planners 
are  a  cautious  lot.  Pagel. 

REVIEW:  Octel  Unified 

Messenger  fulfills  the  universal 
in-box  promise,  keeping  you 
in  touch  by  phone  or  PC.  Page  51. 


VELLA 


Only  on  Fusion 

Virtual  private  networks.  Our  newest  audio 
primer  will  give  you  a  quick  feel  for  VPNs.  Listen 
to  and  watch  a  5-minute  explanation  of  the  hows 
and  whys  of  using  the  Internet  as  a  WAN.  Then 
follow  our  extensive  hyperlinks  to  get  more 
detailed  info  on  the  technologies  involved. 
DocFinder:  5122. 


Keeping  Current.  Some  financial 
analysts  are  writing  off  DSL  as 
D0A.  Fred  McClimans  asks:  What 
do  they  know?  Look  for  some  fairly 
ambitious  rollouts  in  1998,  he 
writes.  DocFinder:  5123 


Question  of  the  week.  A  user  is  moving  his 
department  from  Macintosh  to  Win  95  on  the 
desktop.  He  wants  to  replicate  the  Mac’s  file¬ 
sharing  abilities  and  has  been  able  to  do  so  - 
except  for  one  stubborn  machine  that  refuses  to 
admit  it’s  part  of  the  Network  Neighborhood.  Any 
suggestions?  DocFinder:  5125 


Build  a  face-off.  Network  World  sponsors  a 
series  of  industry  face-offs  in  which  you  can  hear 
opposing  sides  of  key  networking  battles.  Help 
us  decide  a  topic  for  the  face-off  at  NetWorld+ 
Interop  ’98  in  Las  Vegas  next  May  -  we’ve  put  up 
a  questionnaire  on  which  you  can  check  off  the 
issue  you're  most  interested  in.  DocFinder:  5124 
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U  L.  LU'l 

A!  Gore  applauds  industry 
moves  to  filter  out  sex,  lies  and 
other  bad  shift  to  '"childproof' 
'Net.  Page  35. 


To  quickly  get  to  any  online 
info  referenced  in  Network 
World,  enter  its  DocFinder 
number  in  the  input  box 
on  the  home  page. 


HOW  TO  GET  ONTO 
NETWORK  WORLD  FUSION 

Click  on  Register  on  the  home  page  and  follow 
the  instructions.  Subscribers,  keep  your  NWF 
number  -  highlighted  on  the  front  cover's  mailing 
label  -  handy  during  registration.  Nonsub¬ 
scribers  must  fill  out  an  online 
registration  form. 
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News 


News  briefs,  December  15, 1997 


HP  plans  big  event  for  OpenView  6.0 


lnlmii‘1 


Oracle  looks  to  the  ’Net 

&  Oracle  Corp.  unleashed  a  pack  of  Internet- 
focused  products  at  last  week’s  Internet  World/Fall 
’97.  Oracle  Application  Server  4.0  (formerly  called 
Web  Application  Server)  will  start  beta  testing  injan- 
uarv  and  ship  by  April.  Key  new  features  are  a 
full  Common  Object  Request  Broker  Architecture 
(CORBA)  2.0  object  request  broker  and  support 
for  the  CORBA  Internet  Inter-ORB  Protocol  (IIOP)  communica¬ 
tions  protocol.  Also  starting  beta  tests  is  Oracle’s  Java  Integrated 
Development  tool  set  based  on  the  J-Builder  product  licensed 
from  Borland  International,  Inc.  Oracle  has  added  support  for 
JavaBeans,  JSQL  and  CORBA  objects.  The  as-yet-unnamed 
product  also  will  ship  by  April.  Pricing  for  both  will  be  announced 
later. 


Microsoft  and  Ameritech  team  up  for  DSL  services 

■  Ameritech  Corp.  is  teaming  up  with  Microsoft  Corp.  to  make 
digital  subscriber  line  (DSL)  services  easier  to  deliver.  Microsoft 
last  week  said  it  is  working  on  software  to  ease  the  installation  of 
DSL  modems  for  high-speed  Internet  access.  Both  companies  said 
they  are  working  to  get  unnamed  PC  vendors  to  include  DSL 
modems  in  their  PCs.  At  the  same  time,  Ameritech  announced  it  is 
offering  Ameritech.net  High  Speed  Internet  Service,  a  1.5M 
bit/sec  download  asymmetric  DSL  Internet  access  service  in  the 
Ann  Arbor,  Mich.  area.  The  service  will  expand  to  Royal  Oak, 
Mich,  and  Chicago  by  mid-1998, 

Cisco  and  HP  team  to  secure  ’Net  transactions 

■  Cisco  Systems,  Inc.  and  Hewlett-Packard  Co.  last  week 
announced  a  package  of  Internet  applications,  a  firewall  and  a 
network  infrastructure  which  when  combined  are  designed  to 
boost  security  for  companies  doing  business  online.  Cisco’s  and 
HP’s  Secure  Web  Transaction  Solution  (SWTS)  is  a  combination 
of  the  companies’  existing  products,  including  HP’s  VirtualVault 
operating  system  and  Cisco’s  Pix  Firewall  and  LocalDirector 
traffic  manager,  which  balances  TCP/IP  traffic  across  multiple 
HP  servers. 

The  VirtualVault  operating  system  specifically  is  designed  to 
provide  security  for  Web-enabled  applications  and  databases.  The 
Pix  Firewall  is  platform-independent  software  that  runs  on  a  rack¬ 
mounted  PC,  and  LocalDirector  is  designed  to  ensure  timely 
access  and  response  to  server  requests  as  well  as  fail-safe  operation 
if  the  server  fails.  SWTS  is  available  now  in  six  configurations,  and 
pricing  starts  at  $  1 64,646. 

It’s  raining  MS  servers 

■  Microsoft  Corp.  last  week  announced  a  new  BackOffice  bundle 
which  is  a  compilation  of  new  and  upgraded  NT  application  prod¬ 
ucts  the  company  announced  this  year.  The  package  includes  NT 
4.0;  a  Windows  NT  Option  Pack  that  includes  Internetlnforma- 
tion  Server  4.0,  Microsoft  Transaction  Server  2.0,  and  Microsoft 
Message  Queue  Server,  Certificate  Server  and  Index  Server; 
Microsoft  Front  Page  98  for  Web  site  creation;  Exchange  Server 
5.5;  Proxy  Server  2.0;  SNAServer  4.0;  SQL  Server  6.5;  and  Systems 
Management  Server  1 .2.  Site  Server  3.0,  Microsoft’s  yet  to  be 
released  updated  electronic  commerce  product,  will  be  part  of  the 
package  when  it  is  available  next  year.  BackOffice  4.0  will  be  avail¬ 
able  in  January.  Pricing  starts  at  $2,499  for  the  server  suite  license 
and$l,309fora  five-client  access  license . 

AT&T  WorldNet  packages  dial  access 

■  AT&T  WorldNet  is  further  expanding  its  Internet  access  ser¬ 
vices  for  business  customers.  At  Internet  World/Fall  ’97,  AT&T 
WorldNet  rolled  out  its  Business  Dial  Services,  which  are  designed 
for  users  at  businesses  that  need  more  than  just  Internet  access. 
The  services  include  a  dial-up  account,  a  Post  Office  Protocols 
e-mail  account  with  10M  bytes  of  memory,  a  Microsoft  Corp.  or 
Netscape  Communications  Corp.  browser,  24-by-seven  “business 
class”  technical  support  and  800/888  dial  access,  for  $24.95 
per  month. 


New  event  correlation  software  subverts  NerveCenter,  SMARTS, 


By  Jim  Duffy 

Fort  Collins,  Colo. 

The  next  major  release  of 
Hewlett-Packard  Co.’s  Open- 
View  will  include  a  feature  that 
some  users  fear  could  limit 
their  management  application 
choices  and  pit  HP  against  some 
of  its  third-party  developers. 

OpenView  Network  Node 
Manager  (NNM)  6.0,  due  next 
summer,  will  sport  Event  Corre¬ 
lation  Services  (ECS)  software. 
The  software  allows  users  to 
quickly  pinpoint  network  faults 
by  defining  rules  for  associating 
network  events.  Event  correla¬ 
tion  is  needed  in  large  networks 
where  many  events,  or  event 
“storms,”  can  obscure  the  root 
cause  of  network  faults. 

For  the  past  three  years,  HP 
has  recommended  Seagate  Soft¬ 
ware,  Inc.’s  NerveCenter  prod¬ 
uct  for  correlating  NNM  events. 
NerveCenter  is  used  by  roughly 
40%  of  “major”  OpenView  ac¬ 
counts,  said  Jeff  Barker,  Nerve¬ 
Center  product  manager  at 
Seagate.  Major  accounts  are 
those  with  500  to  1 ,000  network 
elements  or  more,  Barker  said. 

But  HP  claims  ECS  was 
demanded  by  OpenView  users 
who  want  an  inexpensive,  tightly 
integrated  correlation  engine. 
ECS  will  be  made  up  of  three 
components  (see  graphic).  It 
will  let  users  define  and  validate 
correlation  rules,  process  events 
based  on  the  rules  and  deploy 
out-of-the-box  correlation  for 
common  events. 

ECS  Designer,  a  configura¬ 
tion  and  customization  graphi¬ 
cal  user  interface,  will  cost 
$15,000,  HP  said,  while  a  run¬ 
time  component  with  preconfig¬ 
ured  logic  will  be  bundled  free 
with  NNM  6.0.  NerveCenter  also 
costs  $15,000,  while  InCharge 
Fault  Manager,  an  event  correla¬ 
tor  from  System  Management 
ARTS,  Inc.  (SMARTS),  costs 
$25,000. 

But  HP  claims  ECS  will  be 
more  tightly  integrated  with 
NNM  than  third-party  products 
such  as  NerveCenter  and 
InCharge  Fault  Manager.  For 
example,  ECS  will  automatically 
update  NNM’s  topology  data¬ 
base,  which  is  something  third- 
party  products  cannot  do,  said 
Lawrence  Mauch,  event  correla¬ 
tion  technical  lead  in  HP’s 
OpenView  Software  Division. 

Users,  though,  think  HP’s 
release  of  ECS  could  limit  their 
choice  of  correlators. 


“Is  their  intent  to  say,  ‘OK,  we 
don’t  need  things  like  Nerve¬ 
Center  and  SMARTS  anymore?’ 
Or  are  they  doing  a  piece  of  cor¬ 
relation  that  they  still  intend  on 

THE  BIG  EVENT 

Components  of  HP  OpenView’s 
Event  Correlation  Services: 

•  ECS  Designer 

A  GUI  for  configuring  and 
simulating  correlation  logic. 

•  ECS  Engine 

A  run-time  event  subsystem 
that  processes  event  streams 
according  to  logic. 

•  Out-of-box  logic 
Predefined  correlation  logic  for 
the  most  common  events. 


fusing  [with]  those  other  prod¬ 
ucts?”  asked  Jerald  Murphy, 
director  of  network  manage¬ 
ment  at  RPM  Consulting,  Inc.,  of 
Princeton,  N.J. 

“We’re  evaluating  NerveCen¬ 
ter  and  SMARTS  [but]  we’re 
kind  of  iffy  about  going  with 
either  one  because  of  the  fact 
that  HP  is  going  to  be  integrating 


[ECS],”  said  Fred  Reimer,  senior 
technical  consultant  at  HBO  & 
Company  in  Atlanta.  “It  pretty 
much  looks  like  it  could  replace 
third-party  applications.”  In¬ 
deed  it  can.  But  HP  will  still  give 
NNM  6.0  customers  a  choice  of 
correlators,  Mauch  said. 

“We  will  do  absolutely  noth¬ 
ing  to  prevent  SMARTS  and 
NerveCenter  from  operating  as 
[they  do]  now,”  he  said.  “We  will 
not  do  anything  to  break  their 
integration.” 

That’s  encouraging  to  Sea¬ 
gate’s  Barker,  as  is  HP’s  entry 
into  the  event  correlation  mar¬ 
ket.  Though  Seagate’s  partner  is 
now  its  competitor,  Barker  does 
not  believe  business  ties  with  HP 
will  be  strained. 

“I’m  sure  there  are  instances 
where  ECS  will  compete  with 
NerveCenter,  but  I  think  this  will 
broaden  the  market  for  event 
correlation,”  Barker  said. 

As  far  as  competition, 
SMARTS  thinks  its  InCharge 
Fault  Manager  for  OpenView 
will  leave  ECS  in  the  dust,  said 
Bill  Leavy,  SMARTS’  vice  presi¬ 
dent  of  marketing.  ■ 


HP  bolsters  app,  Web  management 

Hewlett-Packard  Co.  last  week  announced  a  series  of 
enhancements  to  its  OpenView  network  management 
system  designed  to  bolster  application  and  Web-based 
management. 

Many  of  the  enhancements  fill  out  or  formalize  plans 
announced  last  summer  by  HP  at  the  OpenView  Forum  confer¬ 
ence  to  broaden  the  scope  of  OpenView. 

For  application  management,  HP  unveiled  the  HP  Open- 
View  SMART  Plug-Ins  program.  HP  OpenView  SMART  Plug- 
Ins  are  integrated,  preconfigured  software  packages  that  “plug 
in  to”  the  HP  OpenView  platform  and  provide  centralized 
monitoring  and  control  of  applications  and  databases. 

Currently,  HP  offers  plug-ins  for  SAP  R/3,  and  Oracle  Corp. 
and  Informix  Software,  Inc.  databases.  Next  year,  HP  will  add 
Baan  Co.  software;  Microsoft  SQL  Server,  Exchange  and  Com¬ 
mercial  Internet  System;  Netscape  Communications  Corp.’s 
SuiteSpot  and  Remedy  Corp.’s  Action  Request  System. 

For  Web-based  management,  HP  and  Cisco  Systems,  Inc. 
will  integrate  Cisco’s  Resource  Manager  Web  user  interface 
and  management  device  inventory  data  with  HP  OpenView 
network  management  products.  This  will  allow  OpenView 
users  to  centrally  manage  Cisco  devices  from  a  Web  interface. 

HP  also  has  integrated  its  Network  Node  Manager  with  fire¬ 
wall  products  from  Cisco,  Lucent  Technologies,  Inc.  and 
Secure  Computing  Corp.  (see  News  briefs,  left) . 

In  addition,  HP  recruited  Netscape  into  its  OpenView- 
Ready  program.  Under  this  program,  Netscape  will  bundle 
HP’s  OpenView  IT/ Operations  Special  Edition  agents  with  its 
SuiteSpot  servers.  This  will  enable  OpenView  users  to  access 
OpenView’s  IT/Operation  message  browser  from  a  Java  user 
interface.  HP  already  bundles  Netscape  SuiteSpot  with  Open- 
View  as  part  of  its  Domain  Business  Suite  offering. 

— Jim  Duffy 
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THIS  IS  THE  DOOR 
THE  BUILDERS  PUT  IN 


The  promise  of  networked  commerce.  Stronger 
customer  relationships.  The  ability  to  rapidly 
respond  to  a  constantly  changing  marketplace. 

Where  there’s  a  reason  to  put  your  business 
on  the  Internet,  there’s  a  reason  to  rely  on 
the  expertise,  strength  and  security  of  Cisco 
Systems  -  the  company  that  brought  the 
Internet  to  business. 

Look  for  the  Cisco  Powered  Network" 
mark.  It  means  your  network  service  provider 
uses  Cisco  equipment  -  the  common  platform 
that  lets  your  network  work  with  any  other 
network  on  the  planet. 

Which  is  why  Cisco  Powered  Network 
service  providers  are  uniquely  equipped 
to  make  the  Internet  work  for  you,  whether 
it’s  Internet  access,  ATM,  frame  relay  or  other 
data  services. 

To  find  out  more,  visit  our  website  at 
www.cisco.com.  And  let  a  Cisco  Powered 
Network  service  provider  open  up  the  Internet 
for  your  business. 


Cisco  Systems 
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Sun,  NetApp  check  into  Web  caching 


Hardware  products  are  pitched  as  essential  network  additions. 


simple  and  efficient. 

NetCache  can  be  used  simply 
to  speed  up  access  or  can  be  con¬ 
figured  to  provide  various  levels 
of  security. 


By  Andy  Eddy 

Sun  Microsys¬ 
tems,  Inc.  and  Net¬ 
work  Appliance, 
Inc.  at  Internet 
World/Fall  ’97  last 
week  announced 
caching  hardware  products. 

The  concept  of  adding  a 
cache  server  to  an  enterprise  net¬ 
work  is  one  that  is  growing  in 
popularity.  The  idea  is  to  take  the 
load  off  the  main  Web  server  and 
thereby  reduce  bandwidth 
demands  on  the  entire  enter¬ 
prise.  Sitting  between  the  pri¬ 
mary  content  server  and  the 


client,  most  of  the  hits  will  be 
transparently  taken  by  the  cache 
server,  leaving  the  rest  of  the 
enterprise  less  affected  by  the 
traffic. 

Sun’s  Netra  Proxy  Cache 
Server  is  targeted  at  Internet  ser¬ 
vice  providers  and  global  enter¬ 
prises. 

Studies  being  completed  by 
Sun  indicate  that  a  cache  server 
is  less  expensive  than  simply 
increasing  bandwidth.  “A  cache 
server  at  a  20%  hit  rate  pays  for 
itself  compared  to  adding  more 
bandwidth,  and  we  find  that 
most  cache  servers  actually  have 


over  a  40%  hit  rate,”  said 
Shiva  Mandalam,  a  prod¬ 
uct  marketing  manager  at 
Sun.  The  Netra  Proxy 
Cache  Server  will  be  avail¬ 
able  in  January,  with  prices 
starting  at  $13,995. 

Network  Appliance’s 
NetCache  Appliance  is  a 
mix  of  hardware  and  soft¬ 
ware  that  offers  enterprise 
networks  plenty  of  flexibil¬ 
ity  in  configuration,  com¬ 
pany  officials  claimed.  In  fact, 
one  of  the  benefits  of  NetCache 
is  the  custom  operating  system 
fits  on  a  floppy,  so  it  is  extremely 


NetworkAppliance's  NetCache  server  is  being  termed  a  “thin 
by  industry  analysts,  with  an  OS  that fits  on  a  floppy. 


server 


For  example,  the  server  can 
be  set  up  —  from  any  browser  — 
to  block  certain  people  from  spe¬ 
cific  parts  of  a  site. 


However,  sheer  speed  of 
access  is  what  Network  Appli¬ 
ance  is  concentrating  on. 

‘‘Our  product  serves  pages  in 
a  response  time  of  one  to  10  mil¬ 
liseconds,  which  is  10  to 
100  times  faster  than  other 
companies’  products  to¬ 
day,”  claimed  Ed  Chow, 
product  manager  for  In¬ 
ternet  products  at  Net¬ 
work  Appliance. 

NetCache  comes  in  two 
configurations.  The  C230 
starts  at  $16,550  and  is 
geared  toward  small  to 
midsize  companies.  The 
C630,  which  starts  at 
$65,720,  is  aimed  at 
corporate  or  ISP  data  centers. 

©  Sun:  (650)  786-7737; 

Network  Appliance:  (408)  367- 
3000 


Sun’s  Activator  a  potent  weapon  in  Java  war 
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World  97 


By  Chris  Nerney 

New  York 

Sun  Microsys¬ 
tems,  Inc.  last  week 
unveiled  a  product 
that  overcomes 
Java  incompatibil¬ 
ity  problems  in  any  browser  —  a 
move  viewed  by  many  observers 
as  a  brilliant  ploy  to  neutralize 
Microsoft  Corp.’s  attempts  to 
limit  the  spread  ofjava. 

And  just  as  Sun’s  filing  of  its 
lawsuit  against  Microsoft  in 
October —  following  the  release 
of  Internet  Explorer  4.0  —  car¬ 
ried  with  it  a  whiff  of  despera¬ 
tion,  so  too  did  the  quotes 
emanating  from  Redmond, 
Wash.,  lastweek. 

One  Microsoft  spokesman 
hinted  darkly  that  the  new  prod¬ 
uct,  Activator,  would  search  out 
and  alter  code  in  a  user’s 
machine  that  doesn’t  conform  to 
Sun’s  idea  ofjava. 

Not  so,  said  Alan  Baratz,  presi¬ 


dent  of  Sun’s  JavaSoft  division. 
Baratz  said  Activator  is  a  down¬ 
loadable  applet  that  checks  a 
user’s  machine  to  see  if  the 
browser  has  the  latestjava  Virtual 
Machine  (JVM)  needed  to  run 
Java  applications.  If  it  does 
not,  Activator  lets  users  down¬ 
load  theJVM,  which  then  resides 
on  the  client. 

The  Activator  announcement 
—  one  of  a  number  made  by  Sun 
at  Internet  World/Fall  ’97  — 
appears  to  have  caught  Microsoft 
and  everyone  else  by  surprise 
(see  graphic). 

It  also  comes  at  a  crucial  time: 
Developer  confidence  in  Sun’s 
ability  to  deliver  on  Java’s  cross¬ 
platform  promise  has  been 
shaken  by  Microsoft’s  aggressive 
countermeasures. 

But  Activator  is  more  than  a 
new  weapon  for  Sun  in  its  Java 
war  with  Microsoft.  Internet 
Explorer  4.0  is  just  one  of  many 
browsers  that  does  not  fully  sup¬ 


port  Java.  Navigator  browsers 
made  by  Sun  partner  Netscape 
Communications  Corp.  also  are 
not  fullyjava  compatible. 

This  creates  a  huge  dilemma 
for  companies  such  as  Extensity, 
Inc.,  a  start-up  preparing  next 
quarter  to  unveil  its  first  product, 


a  Web-based  automated  expense 
report  form. 

Extensity  CEO  Sharam  Sas- 
son  said  his  Emeryville,  Calif.- 
based  company  has  customers 
with  large  installed  bases  of  Navi¬ 
gator  3.0.  These  customers 
‘‘need  to  be  able  to  use  the  latest 
Java  Development  Kit,  yet  don’t 
want  to  download  and  install  new 
browsers  on  hundreds  of  desk¬ 


tops,”  he  said. 

One  analyst  said  Activator  has 
larger  implications. 

‘‘This  kind  of  software 
that  keeps  itself  up-to-date  — 
self-healing  software,  if  you 
will  —  is  the  future,”  said  Jeff 
Kinz,  an  analyst  at  Framing¬ 
ham,  Mass.-based  market 
research  firm  International 
Data  Corp.  ■ 


Other  Internet  World  announcements  made  by  Sun 


From  the  JavaSoft  division: 

•  Java  Platform  Roadmap:  Outlines  release  schedule  for  Java  development 
Kit,  Java  Foundation  Classes  and  HotSpot. 

•  Enterprise  JavaBeans  specification:  Defines  API  for  components  allowing 
developers  to  build  server-side  Java  applications. 

From  Sun’s  network  software  group: 

•  Sun  Bandwidth  Allocator  1.0:  Enables  service  providers  to  manage  network 
traffic  flow  and  application  performance.  Available  now  for  the  Solaris 
operating  system  and  SPARC-  or  Intel-based  hardware  platforms  for 
$4,995. 

•  Solstice  Enterprise  Manager  2.1:  New  version  of  network  management 
software  promises  Year  2000  compliance  and  object-level  security. 
Available  this  month  starting  at  $20,500. 

•  Java  Dynamic  Management  Kit:  Designed  for  enterprises  to  build  self¬ 
managing  networks.  Available  in  January  for  $5,995. 
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Reporter's  notebook 

By  Network  World  staff 

New  York 

This  year’s  Internet  World/Fall  ’97  featured 
many  familiar  staples  of  the  annual  trade  show: 
lots  of  announcements  and  free  stuff  and  plenty 
of  Californians  complaining  about  the  cold 
weather.  Things  were  plenty  hot  around  the 
CompuServe  Corp.  booth,  however.  The  Internet 
access  giant  drew  a  steady  crowd  of  attendees 
hoping  to  win  a  new  Corvette. 

For  those  seeking  relief  from  frayed  trade  show 
nerves,  massages  were  available  from  an  outfit 
called  U.S.  Body¬ 
works,  and  PSINet, 

Inc.  offered 
soothing  sounds 
from  a  jazz  duo 
camped  out  by  the 
access  provider’s 
booth. 

Serious  business 

On  top  of  booking  musicians  and  giving  away 
cars,  Internet  service  providers  were  particularly 
busy  at  the  show.  Among  the  major  ISP  announce¬ 
ments  were: 

■  MCI  Communications  Corp.  unveiled  its  inter- 
netMCI  VPN  service,  which  supports  secure 
Internet  access  from  50  countries. 

■  TCG  CERFnet  announced  its  Enterprise-Quality 
VPN  Service.  The  service  offers  users  a  fully 


managed  dedicated  network  service  with  some  of 
the  highest  security  features  available  today. 

Cindy  who? 

Call  them  the  digirazzi. 

Oracle  Corp.  CEO  Larry 
Ellison  was  so  overwhelmed 
Wednesday  by  the  flash 
photo-graphy  at  his 
keynote  that  he 
stopped  his 
speech  and 
posed  for  the 
cameras. 

Thinking  that 
would  satisfy 

the  normally  subdued  flock,  he  continued  on. 

When  the  snapping  again  reached  a  frenzy, 
Ellison  said,  “I  could  understand  if  I  were  Cindy 
Crawford...” 


Spam  magnate,  lawyer  magnet 

Sanford  Wallace,  the  well-known  spam  king, 
made  an  appearance  at  Internet  World  long 
enough  to  get  himself  in  trouble  all  over  again. 

Boasting  that  his  junk  e-mail  distribution 
company  is  defending  itself  against  its  12th  lawsuit, 
Wallace  said  Cyber  Promotions,  Inc.,  “is  redefining 
the  way  lawyers  do  business  over  the  Internet.” 

But  at  Wednesday’s  session  on  spam  when  he 
was  challenged  to  justify  the  problems  junk 
e-mail  causes  network  administrators  by  clogging 
servers,  Wallace  said,  “They’re  network  admin¬ 
istrators.  This  is  what  they  do.” 
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Microsoft  gains  XML  allies 

Web  format  for  structured  data  built  into  products. 


By  Scott  Lajoie 

I  IllKMiiml  New  Y°rk 

Microsoft  Corp.  fur¬ 
thered  its  campaign  to  make 
Extensible  Markup  Lan- 
guage  (XML)  an  industry 
*******1***  standard  for  advanced  Web 
markup  languages  by  announcing  part¬ 
nerships  with  authoring  and  database 
management  software  companies  here  at 
InternetWorld/Fall  ’97. 

XML  is  a  subset  of  the  long-established 
Standard  Generalized  Markup  Lan¬ 
guage.  XML  provides  a  standard  for  for¬ 
matting  Web  data  and  can  be  used  to 
encode  a  document,  record,  object,  link 
oruserinterface. 


People  flocked  around  the  Microsoft  booth  at  In  ter- 
net  World  to  get  more  information  on  XML. 

The  XML  approach  also  promises  to 
make  structured  data  easier  to  reuse.  The 
way  you  schedule  an  appointment  and 
link  it  to  a  billing  record,  for  instance, 
can  be  used  for  a  restaurant  or  a  veterinar¬ 
ian’s  office. 

At  the  present  time,  Microsoft  Internet 
Explorer  4.0  is  the  only  Web  browser  that 
has  begun  to  support  XML.  Netscape 
Communications  Corp.  has  plans  to  sup¬ 
port  the  language  in  its  1998  version  of 
Navigator. 

With  a  little  prodding  from  Microsoft, 
last  week  the  third  parties  came  out  in 
droves  at  InternetWorld. 

Authoring  software  vendor  Arbor- 
Text,  Inc.  showed  its  XML-compatible 
AdeptEditor  on  the  exhibition  floor. 
ArborText  and  Inso  Corp.  demonstrated 
tools  that  let  developers  build  user  inter¬ 
faces  from  XML  data. 

Chrystal  Software  also  joined  the  XML 
parade,  showing  off  its  Astoria  Nav¬ 
igator,  an  XML-ready  database  manage¬ 
ment  tool. 

“Astoria  Navigator  allows  one  to  push 
informadon  to  the  Web  quickly  and  effi¬ 
ciently,”  said  Kari  Johnson,  director  of 
marketing  at  Chrystal  Software. 


Allaire  Corp.,  Sybase  Corp.,  Expertelli- 
gence,  Inc.,  and  SoftQuad,  Inc.  all  stated 
their  intent  to  deliver  XML  tools  in  part¬ 


nership  with  Microsoft  by  March  1998. 

It  wasn’t  just  vendors  that  sang  XML’s 
praises.  Two  huge  industry  coalitions  — 
the  Society  of  Automotive  Engineers  and 
the  Telecommunications  Forum  —  have 
committed  to  delivering  informadon 
from  their  vast  databases  to  the  World 
Wide  Web  using  XML. 

The  announcements  come  on  the 


heels  of  the  World  Wide  Web  Consor¬ 
tium’s  (W3C)  decision  last  week  to  rec¬ 
ommend  that  XML  be  adopted  as 
an  industry  standard. 

The  W3C  working  group,  made 
up  of  14  companies,  including  Micro¬ 
soft,  Sun  Microsystems,  Inc.,  Hewlett- 
Packard  Co.  and  Netscape,  designed 
XML.B 


Get  a  faster  business 
connection  to  the  Internet 

with  PSINet. 


As  your  business  grows,  your  Internet  service  needs  to 
grow  with  it.  That's  why  PSINet  offers  our  Full  Service 
InterFrame®  solution  bundled  with  the  Compatible 
Systems  1250i  router  —  it's  a  hassle-free  way  to  get  the  T1 
connectivity  you  need. 

PSINet's  full-service  solutions  reflect  our  commitment  to 
businesses  that  need  more  bandwidth  and  want  pre-configured 
Internet-access  hardware  for  easy  installation.  Together,  PSINet 
and  Compatible  Systems  make  high-speed  access  to  the  Internet 
as  easy  as  a  single  phone  call. 

Discover  the  difference  that  true  T1  service  can  mean  for  your 
business.  Choose  PSINet. 


PSINet  InterFrame 


Take  a  closer  look 
at  your  business. 

Does  your  business  need  a  faster 
connection  to  the  Internet? 

Not  certain  how  to  proceed? 

Then  call  PSINet  and  step  up  to 
real  power  with  Full  Service 
InterFrame®  —  our  economical, 
hassle-free  solution  that  features 
the  Compatible  Systems  I250i 
Internet  router. 

♦  InterFrame  isn't  a  frame  relay 
"cloud"  service  -  it's  a  true,  point- 
to-point  connection  from  your 
LAN  to  our  Internet-optimized 
network  and  the  Internet  beyond. 

♦  InterFrame  offers  better 
performance  and  reliability 

thanks  to  intelligent  network 
design  that  reduces  packet  loss 
and  routing  errors. 

♦  Service  comes  with  PSINet- 
certified  Compatible  Systems 
1250i  with  built-in  CSU/DSU 


Order  InterFrame  and  receive 
a  free  trial  of  our 
Internet  faxing  service  — 
a  S50  value. 

(Limited  time  offer;  call  for  details) 

1-800-431-6941 

www.psi.net/nw/comp 

PSlrilet 

Your  Internet  Business  Partner 

r*r  I  Compatible  Systems 


©  1997  PSINet  Inc.  PSI,  PSINet,  PSINet  logo  and  InterFrame  are  trademarks  of  PSINet  Inc.  All  other  trademarks  and  service  marks  are  held  by  their  respective  owners. 
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ISPs  focus  on  Web  hosting  services 


By  Denise 
Pappalardo 

New  York 

Web  hosting  ser¬ 
vices  are  not  just 
for  simple  Web 
sites  anymore. 

PSINet,  Inc.,  UUNET  Tech¬ 
nologies,  Inc.  and  IBM  Global 
Services  last  week  announced 
enhancements  to  their  Web  host¬ 
ing  offerings,  including  options 
that  range  from  Web  broadcast¬ 
ing  to  beefed  up  Web  server 
farms  capable  of  handling  high- 
volume  traffic. 

Web  hosting  combined  with 
broadcasting  technology  can  be 
useful  for  customer  support  and 
training  applications  for  busi¬ 
ness  users,  said  Rebecca  Wetzel, 
director  of  Internet  services  at 
TeleChoice,  Inc.,  a  Verona,  N.J.- 
based  consulting  firm. 

With  an  eye  toward  support¬ 


ing  new  broadcast  applica¬ 
tions,  PSINet  introduced  PSI- 
Web  Multimedia  Hosting  ser¬ 
vices,  including  TV 
onthe  Web  Live, 

PSIWeb  Media,  PSI- 
WebStream  and  Au¬ 
dio  and  Video  Pro¬ 
duction  Services. 

PSINet  now  has 
teamed  with  Grady 
McGrath  Interna¬ 
tional,  Inc.  to  offer 
customers  real  pro¬ 
duction  support  for 
live  events  with  TV 
onthe  Web  Live, 
said  Michael  Mael, 
vice  president  of  ap¬ 
plications  and  Web 
services  at  PSINet. 

With  this  service,  for 
example,  business  users  can  host 
live  commercials  or  their  CEO’s 
year-end  speech,  he  said. 


While  TV  onthe  Web  Live  is  a 
high-end  service,  with  rates  rang¬ 
ing  from  $8,000  to  $10,000  per 


event,  PSINet’s  two  other  ser¬ 
vices  may  be  a  better  starting 
point  for  typical  business  users. 


PSIWebMedia  combines  Web 
hosting  and  the  distribution  or 
broadcasting  of  multimedia  traf¬ 
fic  across  the  Internet. 

PSIWebStream  includes  Web 
hosting,  but  not  broadcast¬ 
ing.  Instead,  this  service  is 
geared  toward  users 
who  simply  want  to 
host  multimedia  con¬ 
tent  for  on-demand 
access. 

PSINet’s  new  Au¬ 
dio  and  Video  Pro¬ 
duction  Services  is  a 
professional  digital 
audio  and  video  con¬ 
version  service. 

All  of  the  multi- 
media  services  are 
based  on  RealNet¬ 
works,  Inc.’s  RealSys- 
tem  5.0  streaming 
software,  Mael  said. 

UUNET  also  is 
using  RealNetworks’ 
technology,  along  with  Micro¬ 
soft  Corp.’s  NetShow  2.0  server 
software,  to  support  its  latest 
enhancements. 


PSINet's  booth  at  Internet  World  offered  a  jazz  duo  to  entertain  attendees. 


Netective  probes  security  holes 

Software  can  check  out  firewalls  and  operating  systems. 


By  Ellen  Messmer 

Boston 
Start¬ 
up  Netect, 

Inc.  next 
month 
will  ship 
Netective,  software  that 
can  scan  firewalls  and 
internal  operating  sys¬ 
tems  to  check  for  secu¬ 
rity  vulnerabilities  and 
evidence  of  hacker 
intrusions. 

Based  on  Sun  Mi¬ 
crosystems,  Inc.’s  Sol¬ 
aris  operating  system, 
Netective  will  be 
licensed  to  corporations 
based  on  the  number  of 
servers,  firewalls  or  desktops  the 
company  wants  to  monitor. 

A  single-server  version  of 
Netective  with  a  management 
console  will  start  at  $495.  Netec¬ 
tive  Site,  which  has  a  manage¬ 
ment  station  to  monitor  up  to  10 
IP-based  devices,  will  start  at 
$1,495. 

According  to  Paula  Berman, 
Netect  vice  president  of  corpo¬ 
rate  marketing,  the  company  will 
require  a  license  based  on  the 
user’s  aggregated  number  of  IP 
addresses,  but  the  exact  pricing 
model  has  not  yet  been  deter¬ 
mined. 

Fidelity  Investments  Corp., 
which  has  been  beta-testing 
Netective,  finds  it  is  easy  to  use 


the  software  to  check  for  security 
holes  on  the  86  online  banking 


Netective's  operati  ng  system  and  firewall  checks  give  adminis¬ 
trators  the  ability  to  protect  an  entire  site from  internal  and 
external  threats. 


Battling  with  iSS 

Netect  clearly  is  out  to  give 
Internet  Security  Systems,  Inc. 
(ISS),  its  primary  competitor,  a 
run  for  the  money. 

ISS  ships  separate  products 
for  operating  systems  scans  and 
firewall  monitoring, 
while  Netect,  which 
does  its  design  work  at 
labs  in  Israel,  has  one 
product  to  serve  both 
functions.  “The  more 
complete  a  product  I 
have,  the  easier  my  life 
is, ’’Judge  said. 

ISS  is  not  sitting 
back,  though,  and  this 
week  expects  to  have 
a  new  version  of  its 
product,  which  will 
include  better  report¬ 
ing  capabilities. 

©Netect:  (888)  263- 
8328 


UUNET  now  is  offering  its 
Web  hosting  customers  on- 
demand  and  broadcasting  capa¬ 
bilities.  The  Internet  service 
provider  earlier  this  year  an¬ 
nounced  its  on-demand  service 
called  UUCast. 

Where  PSINet  and  UUNET 
added  applications  to  their  Web 
hosting  services,  IBM  Global  Ser¬ 
vices  added  girth. 

Global  Services,  IBM’s  ISP 
arm,  enhanced  its  dedicated 
Web  hosting  services  by  offering 
customers  a  choice  of  three 
server  environments. 

These  include  Microsoft’s 
Internet  Information  Server 
(IIS) ,  Netscape  Communica¬ 
tions  Corp.’s  Enterprise  Server 
on  NT  or  a  Unix  server  running 
Netscape’s  Enterprise  Server. 

Previously,  IBM  did  not  sup¬ 
port  Microsoft’s  IIS,  said  Nancy 
Faigen,  vice  president  of  IBM 
Global  Web  Solutions. 


Web  servers  the  bank  has  behind 
a  firewall. 

Netective’s  interface  is  simple 
enough  that  systems  administra¬ 
tors,  rather  than  security  special¬ 
ists,  should  be  able  to  use  it,  said 
Joe  Judge,  manager  of  Fidelity’s 
design  architecture  group  for 
firewalls. 

When  Netective  spots  a  secu¬ 
rity  breach  or  vulnerability,  the 
person  in  charge  of  security  is 
notified  and  given  suggestions 
fo  r  solving  the  problem . 

If  a  patch  is  all  that  is 
needed,  Netective  points  to  the 
place  on  the  Internet  where  it 
can  be  obtained,  if  the  patch  is 
not  already  part  of  the  Netective 
CD-ROM. 


www.awfusion.com 


Be  a 


For  the  answer  to 
this  week’s  question  and  more 
net  trivia,  visit  Network  World  Fusion  and 
enter  2349  in  the  DocFinderbox. 


This  week  s  question: 

What  well-known  network  industry  veteran  is 
now  CEO  of  Encanto  Networks? 


In  addition  to  adding  a  new 
server  option,  IBM  announced 
it  will  upgrade  all  eight  of  its 
Web  server  farms  with  IBM  8274 
virtual  LAN  switches. 

This  will  let  IBM  easily  add 
more  bandwidth  or  additional 
servers  for  customers  with  high 
traffic  patterns,  Faigen  said.  ■ 
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User  groups  push  FCC  for  lower  rates 

Retailers  and  others  demand  fast  action  and  big  cuts  in  local  exchange  carrier  access  charges. 


By  David  Rohde 

Washington,  D.  C. 

Several  user  groups  last  week  asked  the 
Federal  Communications  Commission  to 
immediately  lower  what  they  call  the 
inflated  access  rates  charged  by  local 
exchange  carriers. 

The  groups  Filed  a  petition  asking  the 
FCC  to  do  what  it  so  far  has  refused  to  do 
in  years  of  debate  over  telecom  reform: 
Order  regional  Bell  operating  companies 
to  lower  access  rates  to  the  price  of  provid¬ 
ing  access  —  and  no  more. 

The  principal  business  user  groups  fil¬ 
ing  the  petition  included  the  Inter¬ 
national  Communications  Association 
(ICA) ,  an  association  of  about  400  compa¬ 
nies  spending  more  than  $1  million  per 
year  on  network  services,  and  the 
National  Retail  Federation  (NRF).  The 
Consumer  Federation  of  America  also 
signed  the  petition. 

Access  rates  are  the  fees  charged  by 
RBOCs  and  other  local  carriers  on  either 
end  of  a  dial-up  connection.  The  fees  are 
charged  to  long-distance  carriers;  carriers 
in  turn  pass  them  along  in  their  rates  to 
users.  Access  rates  currently  average  2.5 
cents  per  minute  on  either  end  of  a  call. 
Some  economists  estimate  the  actual  cost 
of  providing  access  to  be  about  0.5  cents 
perminute. 

Many  corporate  users  avoid  switched 
access  charges  by  purchasing  dedicated 
access  lines  to  their  long-distance  carriers’ 
central  offices.  But  Cathy  Hotka, 
vice  presidentfor  information  technology 
at  the  NRF,  said  switched  access 
charges  are  a  particular  problem  for 
her  members. 

The  charges  are  a  problem  be¬ 
cause  many  stores  use  dial-up  lines  for 
transaction-related  traffic,  such  as  credit 
card  verification,  she  said.  Most  large 
business  in  other  industries  also  have 
small  branch  offices  that  do  not 
generate  enough  traffic  to  justify  a 
dedicated  access  line. 

Failure  a  virtue? 

Paradoxically,  the  user  groups’  strategy 
is  to  use  the  evident  failure  of  the  Tele¬ 
communications  Act  of  1996  to  produce 
broad-based  local  competition  as  a  club  to 
demand  the  access  rate  cuts. 

The  FCC  last  May  ordered  a  relatively 
small  reduction  in  access  rates  for  the 
coming  year,  with  a  schedule  of  further 
reductions  for  the  following  four  years. 

At  the  time,  the  FCC  said  it  hoped  that 
emerging  local  competition  would  force 
RBOCs  to  lower  their  rates  more  than  the 
government  ordered,  as  users  fled  to  the 
RBOCs’  competitors. 

But  the  FCC  added  that  it  could  revisit 
the  matter  if  local  competition  stalled  and 
threatened  to  order  deeper  cuts  on  its 
own.  Today’s  petition  calls  on  the  FCC  to 
dojust  that. 

The  petition  is  certain  to  draw  opposi¬ 


tion  from  RBOCs.  “We’ve  done  our 
part,”  said  BellSouth  Corp.  spokesman 
Bill  McCloskey.  “BellSouth  has  reduced 


access  charges  by  19%  since  1991.” 

Advocates  for  the  petition  said  they 
hope  the  FCC  can  dispense  with  the  usual 


time-consuming  process  of  gathering 
comments  and  financial  data  before  act¬ 
ing  because  it  already  has  studied  access 
charges  to  a  fare-thee-well. 

“Normally  a  petition  for  rulemaking 
takes  along  time,”  conceded  ICA  general 
counsel  Brian  Moir.  “But  they  already 
have  a  complete  record  on  access  rates. 
This  could  be  decided  by  February.”  B 


The  Most  Advanced  Frame  Relay 
Management  Goes  Beyond  the  Visual 


Automated  Upgrades  to 
Remote  Sites 

Scheduled,  remote  downloads  using  IMP 
eliminates  site  visits  and  makes  software  & 
feature  upgrades  cost-effective. 
A  first,  only  from  Sync! 


Monitors  Over  60  Protocols 

Protocol  profiling  covers  IP,  IPX,  SNA, 
SMTP,  FTP,  HTTP  and  many  more. 
Over  ten  times  more  protocols  than  any 
other  circuit  management  product. 


Quality  of  Service  is 
Monitored  and  Verified 

Get  on  demand/stored  reports  of 
network  latency,  DLCI  utilization, 
CIR  monitoring,  up/downtime 
and  much  more. 


Standards-Based 
Access  and  Management 

SNMP  managed  frame  relay  probes 
with  built-in  56/64k  and  T-1  DSU/CSUs. 


Network  Visibility 
When  You  Need  it  Most 

In-band  management  and  LMI 
sourcing  maintains  network  visibility 
even  if  a  remote  FRAD/router 
or  LAN  fails.  Another  Sync  first! 


FREE  Frame  Relay 
Management  Planning  Kit... 

Complete  guide  to  frame  relay 
management  makes  it  easier  than 
ever  to  maximize  network 
performance.  Get  yours  today! 


If  you’re  using  frame  relay  for  business-critical  applications, 
you  demand  the  highest  quality  of  service.  You  also 
deserve  the  most  from  your  investment.  That’s  why  you 
need  tools  that  are  more  than  just  a  pretty  interface. 
It  takes  Sync’s  Frame  Relay  Access  Probe  (FRAP)  family — 
the  most  advanced  solution  for  performance  and  service 
level  management. 

You’ll  not  only  maximize  network  availability,  but  optimize 
bandwidth.  And  Sync’s  integrated  diagnostic  features  isolate  and 
resolve  problems  quickly,  even  if  a  remote  access  device  fails. 
Only  Sync  offers  this  level  of  visibility  and  management. 


Add  a  series  of  Sync  firsts  like  in-band  management, 
LMI  sourcing,  automated  topology  mapping,  loopback 
timeouts  and  scheduled  TFTP  upgrades,  and  you’re  looking 
at  the  industry’s  most  comprehensive  circuit  management 
solution  for  frame  relay.  As  part  of  Sync’s  complete  family  of 
frame  relay  solutions  including  DSU/CSUs  and  internetworking 
FRADs,  the  Sync  FRAP  family  also  comes  with  a  heritage 
of  industry  leading  expertise,  innovation  and  quality. 

Go  beyond  the  visual  today!  Find  out  why  Sync’s  FRAP 
offers  the  most  advanced  circuit  management  for  your  frame 
relay  network.  (888)  438-7962  or  www.sync.com/view 


sync 


Sync  Research,  40  Parker,  Irvine,  CA  92618  (714)  588-2070  or  (508)  285-0033  salesinfo@sync.com 
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Windows  NT  Server 
SQL  Server 
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Enterprise  Edition 


room  to  tango. 

New  Microsoft3  Windows  NT  Server  and  Microsoft  SQL  Server Enterprise  Editions  scale  over  75%*  higher  than  the 
standard  editions — which  means  the  floor’s  wide  open  for  your  applications.  Now  you  can  take  advantage  of  larger 
SMP  servers.  And  give  memory-hungry  applications  more  of  what  they  crave.  Meanwhile ,  you  sleep  better  at  night 
since  built-in  clustering  gets  applications  back  up  fast  if  a  server  fails.  All  of  which  lets  your  applications  really 
strut  their  stuff. 

If  enterprise  messaging  is  on  your  dance  card ,  you  can  give  Microsoft  Exchange  Server,  Enterprise  Edition  a  whirl. 
Our  new  Enterprise  Editions  also  partner  with  other  members  of  the  Microsoft  BackOffice ®  family.  They’re  each 
designed  to  handle  what’s  most  critical  to  your  mission. 

For  more  about  new  Windows  NT  Server  and  SQL  Server  Enterprise  Editions , 
step  over  to  www.microsoft.com/backoffice/go/scaie 


Where  do  you  want  to  go  today?® 


Microsoft 


ised  on  comparing  the  highest  TPC-C  results  achieved  with  the  Enterprise  Editions  of  SQL  Server  and  Windows  NT  Server  vs.  the  highest  for  the  standard  editions,  as  of  December  1, 1997. 


News 


Eudora  to  enter  free  e-mail  fray 


By  Paul  McNamara 

New  York 

The  Eudora  div¬ 
ision  of  Qual¬ 
comm,  Inc.  last 
week  planted  the 
newest  flag  in 
the  increasingly  crowded  mar¬ 
ketplace  for  providing  free  Web- 
based  e-mail  services. 

Known  foremost  in  messag¬ 
ing  circles  for  its  Eudora  Pro 
e-mail  client  software,  Qual¬ 
comm  announced  at  last  week’s 
Internet  World/Fall  ’97  trade 
show  that  it  will  launch  Eudora 
Web-Mail  (www.eudoramail. 
com)  onjan.  1. 

Eudora  Web-Mail,  based  on 
technology  from  WhoWhere, 
Inc.,  of  Mountain  View,  Calif., 
will  join  the  likes  of  Hotmail, 
NetAddress,  RocketMail  and 
Juno  in  offering  subscribers 
basic  e-mail  functionality  at  no 
direct  cost.  Users  do  need  to  pay 
for  Internet  service  provider 
accounts,  except  in  the  case  of 


Juno,  winch  offers  dial-up 
modem  access  to  400  e-mail 
server  sites  nationwide. 

“[The  announcement]  cer¬ 
tainly  means  that  the  free-mail 
market  is  heating  up,”  said  Rob 
Enderle,  an  analyst  at  Giga 
Information  Group,  in  Santa 
Clara,  Calif. 

A  number  of  established  com¬ 
panies  recendy  have  branched 
out  into  free-mail  services, 
including  America  Online  and 
search  engine  companies  Yahoo 
and  Excite.  In  addition,  there 
have  been  rumblings  that  Hot¬ 
mail  maybe  an  acquisition  target 
of  Microsoft  Corp. 

The  launch  of  Eudora  Web- 
Mail  may  be  a  necessary  defen¬ 
sive  move  by  Qualcomm,  but  it 
presents  the  possibility  of  cutting 
into  sales  of  the  division’s  full- 
featured  client,  Eudora  Pro. 

“It  possibly  could  shift  sales 
from  one  side  to  the  other,  but  as 
long  as  the  revenue  stays  within 
[Eudora],  I’m  not  too  sure  they 


should  care,”  Enderle  said. 

Free-mail  sites  are  supported 
by  advertising  revenue,  a  busi¬ 
ness  model  that  may  become 
problematic  for  smaller  opera- 


By  Nancy  Weil 

New  York 

IBM  last  week 
announced  new 
partnerships,  ser¬ 
vices  and  products 
that  the  company 
said  will  make  it  easier  to  con¬ 
duct  electronic  commerce  over 
the  Internet. 

At  the  Internet  World/Fall 
’97  show,  AMPeMerce,  Inc.  and 
United  Parcel  Service  (UPS) 
joined  IBM  in  unveiling  new 
video,  asset  management  and 
home  page-creation  software  — 
all  under  the  auspices  of  IBM’s 


dons  as  the  marketplace 
expands. 

“Long-term,  the  prognosis 
for  folks  like  Hotmail  and 
Eudora  and  the  rest  of  them 
isn’t  good  unless  they  get  picked 
up  by  one  of  the  big  boys,” 
Enderle  said. 

In  addition  to  Eudora  Web- 


e-business  initiative. 

Announced  at  the  showwere: 

•  The  IBM  Subscriber  Man¬ 
agement  System,  which  will 
enable  Internet  service  provid¬ 
ers  to  keep  track  of  growing  cus¬ 
tomer  bases  and  allow  them  to 
add  personalized  services.  The 
system  is  designed  to  give  smaller 
ISPs  freedom  to  move  beyond 
the  $19.95  monthly  access  fee 
structur  so  they  will  be  able  to 
offer  flexible  pricing  plans  and 
the  kind  of  content  that  until 
now  only  major  online  compa¬ 
nies  have  been  able  to  provide. 

The  system  will  allow  ISPs  to 


Mail,  Qualcomm  last  week 
an-nounced  it  has  begun  ship¬ 
ping  the  Eudora  Pro  E-mail  4.0 
client. 

Priced  at  $39,  this  upgrade 
adds  support  for  Internet  Mes¬ 
sage  Access  Protocol  4,  HTML 
Mail  and  Lightweight  Directory 
Access  Protocol.  ■ 


track  subscriber  online  access 
patterns  —  with  preapproval 
from  subscribers  —  and  then, 
based  on  those  patterns,  create 
individualized  Web  pages  that  fit 
personal  interests. 

•  IBM  Asset  Services,  which 
will  help  customers  track  and 
control  multivendor  desktop 
computers  and  software,  keep 
tabs  on  inventory  and  request 
acquisitions. 

•  HotVideo,  a  technology 
being  developed  in  IBM  re¬ 
search  labs,  which  will  let  devel¬ 
opers  embed  hyperlinks  in  In¬ 
ternet  video  presentations.  The 


IBM  rolls  out  electronic  commerce  products 
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The  Moral: 

A  Power  Network  will  help  you  work  smarter  and  more  efficiently. 
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News 


Lucent  buys  Gigabit  Ethernet  start-up 


By  David  Rohde 

Murray  Hill,  N.J. 

Lucent  Technologies,  Inc. 
last  week  crossed  off  a  big  item 
on  its  1997  “to  do”  list:  Offer 


application  will  supportjava  and 
Windows  95. 

•  AMPeMerce,  which  pro¬ 
vides  Internet  commerce  soft¬ 
ware,  joins  forces  with  IBM  to 
offer  clients  electronic  com¬ 
merce  and  cataloging  tools. 

•  IBM  and  UPS  will  provide  a 
HomePage  Creator  CD-ROM  to 
more  than  6,000  UPS  business 
customers  as  part  of  a  pilot  pro¬ 
gram.  The  service  is  available  for 
a  cost  of  $29.95  to  $54.95  per 
month.  The  CD-ROM  will  help 
businesses  create  electronic 
commerce  Web  sites  and  will 
automate  a  variety  of  shipping 
functions. 

Weil  is  a  correspondent  with  the 
IDG  News  Service’s  Boston  bureau. 


users  more  than  just  an  ATM 
switch  for  campus  backbones. 

The  company  took  care  of 
that  item  by  announcing  it  will 
acquire  Gigabit  Ether¬ 
net  start-up  Prominet 
Corp.  The  move  means 
users  will  have  a  choice 
of  ATM  and  high-speed 
Ethernet  LAN  boxes  to 
link  to  Lucent’s  new 
WAN  switches. 

In  September,  Promi¬ 
net  began  shipping  its 
P550  Cajun  Switch,  pro¬ 
viding  standard  10M 
bit/ sec  Ethernet  as  well  as  100M 
bit/ sec  and  1G  bit/ sec  switching 
capacity.  The  Cajun  switch  will 
be  positioned  as  an  alternative  to 
Lucent’s  new  campus  ATM  back¬ 
bone  switch,  the  AX  500, 
unveiled  in  September  as  part  of 
the  company’s  new  family  of  data 
products  (NW,  Sept.  22,  page  1). 

The  deal  is  sweetened  by  the 
fact  that  next  year  Prominet  will 
begin  trials  of  a  new  version 


of  the  switch.  The  new  version 
will  add  Layer  3  routing  cap¬ 
ability  as  well  as  traffic  prior¬ 
itization  based  on  Layer  3  and 
Layer  4  application 
information. 

The  Prominet  deal 
continues  a  recent 
acquisition  binge  by 
Lucent,  following  pur¬ 
chases  of  virtual  LAN 
pioneer  Agile  Net¬ 
works,  Inc.,  IP  remote 
access  vendor  Living¬ 
ston  Enterprises,  Inc. 
and  voice-mail  rival 
Octel  Communications  Corp. 

Lucent  officials  are  candid 
about  taking  advantage  of  their 
recently  high-flying  stock  to  buy 
products  and  expertise  where 
they  are  lacking  because  of  the 
company’s  telephony  heritage  as 
an  AT&T  spinoff. 

“We  have  a  real  need  for  tal¬ 
ented  people  who  understand 
these  key  technologies,”  said  Bill 
O’Shea,  president  of  Lucent’s 


Data  Networking  Systems  group. 

For  Prominet,  the  acquisition 
by  the  $26  billion  Lucent  allevi¬ 
ates  worries  about  escalating 
product-development  costs. 

“When  you  are  growing  like 
we  are,  the  cash  con¬ 
sumption  is  incredible,” 
said  Menachem  Abra¬ 
ham,  Prominet’s  presi- 
dentandCEO. 

“This  has  turned  out 
to  be  a  far  more  crowded 
market  than  any  of  the 
start-ups  had  antici¬ 
pated,”  added  David 
Passmore,  president  of 
Decisys,  Inc.,  a  consult¬ 
ing  firm  in  Herndon, 

Va.  “Unless  they  get 
acquired,  a  lot  of  them 
won’tmakeit.” 

Lucent  executives  did 
not  seem  fazed  by  the 
prospect  of  offering  two  compet¬ 
ing  LAN  technologies  when  the 
company  next  year  begins  bid¬ 
ding  for  enterprise  network  busi¬ 
ness  in  earnest. 

“We  expect  Menachem’s 
team  to  be  religious  zealots  for 
Gigabit  Ethernet  and  our  ATM 


team  to  be  zealots  for  ATM,” 
O’Sheasaid. 

Like  rival  PBX  vendor  North¬ 
ern  Telecom,  Inc.,  Lucent  has 
concentrated  its  internal  data 
development  on  ATM. 


“We  didn’t  have  a  Gigabit 
Ethernet  switch  in  develop¬ 
ment,”  O’Shea  said.  “We  always 
planned  to  enter  this  space 
through  acquisition.” 

Senior  Editor  Robin  Schrier 
Hohman  contributed  to  this  story. 


Prominet’s  Abraham 


Facts  about  Lucent’s  acquisition  of  Prominet 


®  Sale  price: 

About  $200  million  in  Lucent  stock 

•  Deal  closing: 

Expected  March  1998 

•  Number  of  Prominet  employees; 

80,  will  team  with  Lucent's  data  networking 
organization 

®  Key  executive: 

Prominet  President  and  CEO  Menachem 
Abraham  becomes  president,  Lucent 
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Desktop  Video  Conferencing 

□ 

73. 

□ 

Imaging 

□ 

74. 

□ 

Suites/Server  Suites  (Back  Office,  etc.) 

□ 

75. 

□ 

Middleware 

□ 

76. 

□ 

Document  Management 

□ 

77. 

□ 

Site  Metering  Tools 

□ 

78. 

□ 

Computer  Telephony  Integration  (CTI) 

□ 

79. 

□ 

Data  Warehousing 

WIDE-AREA  NETWORK  EQUIPMENT  A  SERVICES 
A  B 


□ 

80 

□ 

Modems 

□ 

81. 

□ 

Asynchronous  Transfer  Mode  (ATM) 

□ 

82. 

□ 

Frame  Relay  Equipment/Services 

□ 

83. 

□ 

ISDN  Equipment  &  Services 

□ 

M 

□ 

FT  1/T-l/T  3  Multiplexers/Services 

□ 

85. 

□ 

DSL  Services/Products 

D 

86. 

□ 

SONFT 

□ 

87. 

□ 

Inverse  Multiplexers 

□ 

88. 

□ 

SMDS 

□ 

89. 

□ 

Diagnostic/Test  Equipment 

□ 

90. 

□ 

DSIWCSU 

□ 

91. 

□ 

VSAT/Satellite 

□ 

92. 

□ 

PBXs 

□ 

93. 

□ 

Voice  Mail/Response 

D 

94. 

□ 

Videoconferencing 

D 

95. 

□ 

Leased  Lines 

□ 

96. 

□ 

Switched  Data 

□ 

97. 

□ 

Virtual  Networks 

D 

98. 

□ 

Outsourcin^Systems  Integration  Services 

□ 

99. 

□ 

Education/Training  Services 

□ 

00. 

□ 

None  of  the  above  (1  -  99) 

NETWORK  OPERATING  SYSTEM 
A  B 

□  25.  □  WindowsNT 

□  26.  □  Windows  NT/Advanced  Server 

□  27.  □  NoveD  IntranetWare 

□  28.  □  Novell  (NetWare  4  JQ 

□  29.  □  Novell  (NetWare  2 JC,  3 X) 

□  30.  □  Microsoft  (LAN  Manager) 

□  31.  □  LocaJTalk  (AppleTalk) 

□  32.  □  Banyan  (VINES) 

□  33.  □  IBM  (LAN  Server) 

□  34.  □  Artisoft  (LANtastic) 

D  35.  D  Other  (please  specify) _ 

COMPUTER  OPERATING  SYSTEM 
A  B 

□  36.  □  NT  Server 

□  37.  □  NT  Workstation 

□  38.  □  Unix/Xenix/AlX 

□  39.  □  Solaris 

□  40.  □  Windows 

□  41.  □  Windows  95 

□  42.  □  Windows  97 

□  43.  □  DOS 

□  44.  □  OS/2/OS/2Warp 

□  45.  □  IBM  MVS/VM/VSE 

□  46.  □  Digital  VMS 

□  47.  □  Macintosh 

□  48.  □  Other  (please  specify) _ 

□  49.  □  None  of  the  above  (1-48) 


What  is  your  job  function?  (check  one  only) 

NETWORK  IS  MANAGEMENT: 


1.  □  Network  Management 

2.  □  LAN  Management 

3.  □  Dataconrfelecom  Management 

4.  □  IS,  nr,  MIS,  CIO,  Systems  Management 

5.  □  Intemet/lntranet  ManagementAVebmaster 


6.  □  Engineering  Management 

7.  □  Corporate  Management  (CEO,  Pres.,  VP,  Dir., 

Mgr.,  Financial  Management) 

8.  □  Consultant  (Independent) 

9.  □  Other  (please  specify) _ 


What  is  the  estimated  value  of  Network  equipment  and  services  that  you 
specify,  recommend  or  approve  the  purchase  of?  (Please  print  die  appropriate 
number  code  in  the  box  next  to  each  product  category.  Please  complete  ALL  categories  A-H.) 


J50  Miliofi  or  more 
S25  Million  to  $49.9  Million 
$10  to  *24.9  Million 
$1  to  $99  Million 
$100,000  to  $999,999 
$50,000  to  $99,999 
Under  $50,000 
None  of  the  above 


A  [  ~.!  Large  Systems  ( UaudmuMinu. ) 

B  [  i  Desktops  (Micm/LaptopsWorlutations) 
C  n  Servers 
D  LZi  LANs 
E  CH  WAN  Equipment 
F  □  Carrier  Services 
G  D  Internetworking 


CH  Internet 
□  Intranet 
[j  Remote  Access 
I  I  Peripherals 
fZ]  Software 
M  □  Service/Support 


What  is  the  total  number  of  sites  for  which  you  have  purchase  influence? 

(check  one  only) 

I.  □  100+  ID  50  99  3.  □  20  49  4.  □  10  19  5.  □  2-9  6.  □  1  7.  □  None 


What  is  the  total  number  of  Servers/Clients/LANs  installed/planned  at  your 
location/in  your  entire  organization?  (Check  one  box  in  each  column) 


SERVERS 

Entire  Org. 

I 

50,000+  □ 

10,000  to  49999  Q 
1,000  to  9,999  Q 


100  to  999 
50  to  99 
10  to  49 
1  to  9 


□ 

□ 

□ 

□ 

□ 


OJENT5 

At  Location  Entire  Org. 

C  D 

□  1.  50,000+  □ 

□  2.  10,000  to  49,999  □ 

1,000  to  9,999  □ 

100  to  999 
50  to  99 
10  to  49 
1  to  9 


□  3. 

□  4. 

□  S. 

□  6- 

□  7. 

□  «■ 


□ 

□ 

□ 

□ 

□ 


At  Location 
E 

□  1. 

□  2. 

□  3. 

□  4. 

□  5. 

□  6. 

□  7. 

□  8- 


IANS 


50,000+ 

10,000  to  49,999 
1,000  to  9,999 
100  to  999 
50  to  99 
10  to  49 
1  to  9 
none 


Entire  Org. 
F 

□ 

□ 

□ 

□ 

□ 

□ 

□ 

□ 


What  is  your  scope  and  involvement  in  purchasing  decisions  for  network 
products  and  services  for  your  enterprise? 


□  24.  □  Other  (please  specify) _ 


Which  of  the  following  Servers/Clients  do  you  have  installed/planned  at  your 
location?  (check  ALL  that  apply  in  each  column) 


01. 

PowerPC 

A.  Servers 

□ 

B.  Clients 
□ 

07. 

486 

A.  Servers 

□ 

B.  Clients 

□ 

02. 

Power  Mac 

□ 

□ 

08. 

386 

□ 

□ 

03. 

Mac  Other 

□ 

□ 

09. 

286 

□ 

D 

04. 

Multiprocessor  Servers 

□ 

□ 

10. 

Rise 

D 

□ 

05. 

P6/PII 

□ 

□ 

11. 

Alpha 

□ 

□ 

06 

Pentium/Pentium  Pro 

□ 

□ 

1Z 

Other 

□ 

□ 

Which  of  the  following  hardware  platforms  are  instalied/planned  in  your 
company?  (check  All  that  apply) 


A  -  Mainframes  (Large  Scale) 
Installed/Planned 


B  -  Minis  i 
Installed/Planned  " 


C  •  Workstations 
Installed/Planned 


1.  □ 
2.  □ 
3.  □ 


IBM 

Amdahl 

Cray 


4.  □  Hitachi 

5.  □  Unisys 

6.  D  Other 


□  IBM  RS6000 

□  IBM  AS400 

□  Digital 

□  Tandem 

□  Unisys 

□  AT&T  as 

□  HP 

□  Data  General 

□  Other  


1.  □ 

2.  □ 

3.  □ 

4.  □ 

5.  □ 

6.  □ 


Sun  Microsystems 

Silicon  Graphics 

Digital 

H-P 

IBM 

Other  _ 


□  52.  □  Memory/Chips/BoaiwCards 

O  Please  indicate  the  platforms  that  are  currently  installed/planned: 

(Ched  All  that  apply)  A.  Currently  installed  B.  Planned  for  purchase 


A.  Scope  (ched  me  only) 
l.D  Corporatetoilerpnse 
2  Department 
3.D  None 


B.  Involvement  (dxtk  All  dot  appi y) 

1. D  Create  Network  Strategy  4.  □  Evaluate 

2. D  RecommeixySpecify  5.D  Determine  the  need 

3. D  Approve  6.D  None 


What  is  the  estimated  number  of  employees  at  your  location/in  entire 
organization?  (check  one  in  eadi  secoon) 


A.  At  your  location: 
1.  □  Ovrr  20,000 
Z  □  10,000  19999 
1  D  5,000  9999 
4.  O  2900  4999 


5.  □  1.000  2,499 

6.  □  500  999 

7.  □  499  or  less 


B.  Entire  organization: 
1.  □  Over  20,000 
Z  □  10.000  19999 

3.  □  5,000  9,999 

4.  □  2900  -  4,999 


5.  □  1,000  2,499 

6.  D  500  999 

7.  D  499  or  less 


What  is  the  estimated  gross  annual  revenue  of  your  entire  company/ 
institution?  (check  one  only) 


01.  □  $20  billion  or  more 
02.  □  $10  billion  to  $19.9  billion 
03.  □  $1  billion  to  $9.9  billion 
04.  □  $500  million  to  $999.9  million 


05.  □  $100  million  to  $499.9  million 
06.  □  $50  million  to  $99.9  million 
07.  □  $10  million  to  $49.9  million 


08.  D  .  $5  million  to  $9.9  million 
09.  □  $4.9  milion  or  less 
10.  □  None  of  the  above 


For  which  areas  outside  of  North  America  do  you  have  purchase  influence? 

(check  All  that  apply) 


1.  □  Europe  2.0  Asia  3.  □  South  America  4.  □  Australia  5.  □  Middle  East 


6.  □  None 

B1297 


Please  indicate  the  names  and  job  functions  of  other  individuals  at  your  location  to  whom  you 

would  like  us  to  send  a  copy  of  NetworkWorld. 


Name 


Job  Function 


Name 


Job  Function 


Name 


_  Job  Function 


Name 
Name . 


.  Job  Function 
_  Job  Function 


Name 

Name 


_  Job  Function 
_  Job  Function 


Visit  our  Web  Information  Service,  Network  World  Fusion 
and  apply  on-line  at  http://www.nwfusion.com 


1.  FOLD  HERE  &  MAIL  TODAY 

▼ 

▲ 

3.  PLEASE  TAPE  HERE 


2.  FOLD  HERE  &  MAIL  TODAY 

T 
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Covering:  LAN  Hubs,  Switches  and  Management  •  Operating  Systems  •  Servers  •  Thin  Clients 


Briefs 


■  IBM  recently 
announced  it 
will  be  posting 
new  Java-based 
software  technol¬ 
ogies  to  its  alpha- 
Works  Web  site  in  the  next  few 
weeks.  One  of  them  is  Servlet 
Express,  a  plug-in  that  lets 
users  Java-enable  a  Web  server. 
IBM  also  announced  the  Bean¬ 
ery,  a  wizard-based  tool  for  cre¬ 
ating  or  enhancing  Java  Beans 
objects.  The  site  can  be  found  at 
www.  alphaworks.  ibm.  com. 

■  Banyan  Systems,  Inc. 

today  announced  a  new  version 
of  its  network  operating  sys¬ 
tem.  VINES  8. 0  includes  inte¬ 
grated  Lightweight  Directory 
Access  Protocol  support  for  its 
StreetTalk  Directory  service  and 
enhanced  messaging  capabilities 
through  the  addition  of  Banyan’s 
Intelligent  Messaging  4. 0  and 
BeyondMail  3.0,  both  of  which 
have  Microsoft  Corp.  's  Messaging 
API  support. 

VINES 8.0  also  includes 
enhanced  client  support for  Win¬ 
dows  95  and  NT,  as  well  as  Ban¬ 
yan  Intranet  Connect,  which 
provides  remote  client  access  to 
all  StreetTalk  resources  via  a 
browser.  VINES  8. 0  will  be  avail¬ 
able  before  year-end.  The  product 
costs  $70  per  user  and  $1,995 
per  server. 

©  Banyan:  ( 508 )  898-1000 

■  AsantE  Technologies, 

Inc.  has  announced  two  10/100 

Ethernet  switches for  small 
office  and  corporate  workgroups. 
The  switches,  available  now,  have 
eight  10M  bit/sec  connections 
and  two  10/100  dual-speed  ports. 
The  FriendlyNet  FS3208  desktop 
switch  supports  32  media  access 
control  (MAC)  addresses  and  is 
expected  to  sell  for  about  $295,  or 
$29  per  port.  The  FriendlyNet 
FS3208Plus  supports  3, 000  MAC 
addresses  and  is  expected  to  sell 
for  about  $395,  or  $39  per  port. 

©  AsantE  Technologies:  ( 408) 
435-8401 


Dell  moving  up  in  PC  server  ranks 

The  $11  billion  company  is  running  neck  and  neck  with  Big  Blue. 


By  Marc  Songini 

Round  Rock,  Texas 

At  the  end  of  last  year,  Dell 
Computer  Corp.  was  ranked 
fourth  in  the  U.S.  PC 
server  market.  Now,  less 
than  a  year  later,  the 
high-flying,  direct-sell¬ 
ing  powerhouse  has 
snuck  its  way  into  a  tie 
for  second  place  with 
IBM  in  the  third  quar¬ 
ter  of  1997,  according 
to  International  Data 
Corp.  (IDC),  a  Fra¬ 
mingham,  Mass.-based 
market  research  firm. 

The  $11  billion  Dell, 
with  its  PowerEdge  line 
of  servers,  has  experi¬ 


enced  a  growth  spurt  over 
the  past  year,  and  it  appears 
that  the  company’s  direct  sales 
model  and  pricing  are  the  keys 


to  its  success. 

Compaq  Computer  Corp., 
however,  remains  firmly  and 
comfortably  in  first  place. 

Dell’s  third  quarter 
shipment  volume  was 
24,600  units  in  the  U.S., 
up  464%  when  com¬ 
pared  with  the  third 
quarter  of  1996.  Dell 
shipped  17,855  servers 
in  the  previous  quarter; 
IBM  shipped  21,400. 

If  it  continues,  Dell’s 
momentum  could 
push  the  company  past 
IBM  and  send  it  on  its 
way  to  closing  the  gap 
with  Compaq.  Compaq 
shipped  64,100  servers 


COMING  ON  STRONG 

Dell’s  domestic  PC  server  shipments  grew  464% 
compared  with  the  same  time  period  last  year. 
Worldwide  shipments  grew  355%. 


35,922 


PC  server  shipments  in  thousands 


30 


20 


10 


Q3  1996 

SOURCE:  IDC,  FRAMINGHAM,  MASS. 
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3Com  recruits  service-level  allies 

BMC  and  InfoVistaput  muscle  behind  TranscendWare. 


By  Robin  Schreier  Hohman 

Santa  Clara,  Calif. 

3Com  Corp.  is  attacking  the 
service  level  agreement  (SLA) 
conformance  management  mar¬ 
ket,  with  help  from  a  couple  of 
friends. 

The  network  giant  last  week 
announced  agreements  with 


BMC  Software,  Inc.  and  Info- 
Vista  Corp.  to  boost  the  service- 
level  capabilities  of  3Com’s 
TranscendWare  management 
and  monitoring  software. 

The  companies  will  work 
together  in  three  phases.  In  the 
first  quarter  of  next  year,  Info- 
Vista  will  deliver  software  that 
integrates  3Com’s  Tran¬ 
scendWare  with  BMC’s 
Patrol  Management  soft¬ 
ware  suite,  which  tracks 
network  applications  and 
databases. 

Sold  as  an  additional 
library  for  the  Info- 
Vista  System,  the  software 
will  create  SLA  reports 
based  on  3Com  and 
Patrol  data. 

In  mid-1998,  3Com 
and  BMC  will  integrate 
Patrol  and  Transcend 
network  management 
software,  which  will  pro¬ 
vide  a  more  unified 
approach  to  data  gather¬ 
ing,  creating  topology 
maps  and  trouble¬ 
shooting. 

In  this  phase,  BMC 
also  will  deliver  its  PaU'ol 
Knowledge  Module  for 
3Com  data  that  will  offer 


3Com  will  be  using  BMC’s  Patrol  agent,  which 
allows  for  extensive  data  gathering  capabilities 
across  the  enterprise. 


3Com-specific  network  informa¬ 
tion  in  a  variety  of  formats, 
including  Common  Information 
Model,  Java  Management  API 
and  Web-based  Enterprise 
Management. 


Get  more  online: 

•  An  overview  of  the 
growing  role  of 
policy-based  management 


•  More  info  on  InfoVista’s 
approach  to  network 

management 


The  third  phase  is  a  little 
sketchier,  but  BMC  and  3Com 
promise  to  develop  new  tech¬ 
nology  to  further  integrate  net¬ 
work,  database  and  application 
management. 

One  analyst  applauded  the 
arrangement.  “BMC’s  real 
strength  is  in  the  application  and 
database  management  side  of 
things,”  said  Elizabeth  Rainge, 
an  analyst  at  International  Data 
Corp.,  in  Framingham,  Mass. 
“[The  partnership]  has  a  lot  of 
value,  because  what  really  mat¬ 
ters  is  knowing  what  kind  of  ser¬ 
vice  we’re  going  to  get  out  of  the 
network.  We  want  to  know  if  we 
can  rely  on  the  network  being 
up,”  she  said. 

©3Com:  (800)  877-2677 


last  quarter,  up  from  48,300  in 
the  second  quarter. 

“Nothing  is  stopping  Dell,” 
said  Amir  Ahari,  an  analyst  with 
IDC.  “They’restill  on  track.” 

Ahari  argued  that  Dell’s  suc¬ 
cess  comes  from  its  build-to- 
order,  direct  sales  model  of 
distribution,  which  allows  the 
company  to  sell  its  servers  at  a 
cost  of  about  10%  to  15%  less 
than  other  competitors.  “There 
is  no  middleman,”  Ahari  said. 

The  direct  model  is  cheaper 
for  buyers  and  also  lets  Dell  know 
just  who  its  customers  are  and 
what  they  want.  Dell  also  boasts 
of  the  success  of  its  Web  site, 
Dell.com.,  which  snags  $3  mil¬ 
lion  per  day  in  sales. 

Compaq,  no  doubt  feeling 
Dell’s  breath  down  its  neck, 
recently  announced  it  too  was 
going  to  add  build-to-order 
services. 

Path  of  least  resistance 

While  Dell  is  on  the  cutting 
edge  of  sales  and  marketing,  that 
is  not  the  case  in  the  area  of  tech¬ 
nology,  experts  said.  Instead,  the 
company  largely  relies  on  exist¬ 
ing  technology  —  including 
Intel  Corp.’s  chips  and  other 
standard  PC  server  components 
—  rather  than  innovating. 

That  works  well  for  PC  serv¬ 
ers,  which  rapidly  are  becoming 
interchangeable  commodities 
with  identical  CPUs,  operating 
systems  and  other  features. 
“We’re  conservative  to  the 
extent  that  we’re  not  introduc¬ 
ing  proprietary  technology  of 
our  own,”  said  Tejas  Vakil,  vice 
president  of  server  marketing 
for  the  Americas  at  Dell. 

On  the  other  hand,  Dell  is 
amazingly  quick  at  incorporat¬ 
ing  other  companies’  technol¬ 
ogies  into  its  boxes,  particularly 
those  of  its  partners  —  Intel, 
Microsoft  Corp.  and  Oracle 
Corp.,  Vakil  said. 

Dell  even  is  willing  to  partner 
with  direct  competitors,  such 
as  Hewlett-Packard  Co.,  to  get 
access  to  technology.  HP  and 
Dell  have  been  working  to¬ 
gether  to  support  OpenView 
network  management  software, 
Vakil  said. 

Will  Dell  ever  overtake  Com¬ 
paq  as  king  of  the  PC  server  mar¬ 
ket,  a  juggernaut  striving  to  be 
the  next  IBM?  “There’s  always 
the  possibility,”  Ahari  said. 
“Nothing  is  guaranteed.”  ■ 
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In  praise  of  Eric  Schmidt 

Owas  sitting  in  the  stands  yesterday  They  were  playing  their  fourth  game  in 

watching  my  hometown  hockey  four  days,  with  two  nine-hour  bus  trips 
team,  the  Austin  Ice  Bats.  thrown  in.  They  looked  very  tired,  losing 
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to  a  team  with  a  poor  record.  The  loss 
dropped  them  to  second  place. 

It  looked  a  lot  like  Novell’s  perfor¬ 
mance  in  the  networking  league  early  this 
year.  After  10  years  of  winning  the  champi¬ 
onship,  they  were  losing  badly  to  a  team 
from  Redmond,  Wash.,  that,  until  then, 
never  had  shown  any  indication  they 
could  playin  the  networking  big  league. 

Microsoft  had  been  mired  in  work¬ 
group  computing  and  not  winning  many 
games  when  they  discovered  what  every 
team  owner  knows:  Get  a  flashy  offense 
and  the  fans  will  pack  the  stands. 

So  Microsoft  rallied  its  troops,  and 
pretty  soon,  not  a  day  went  by  without  a 
new  announcement  for  NT  Server. 

The  only  time  Novell’s  name  was  fea¬ 
tured  in  the  trade  press  was  in  stories  spec¬ 
ulating  about  where  the  team  would  move 

—  to  IBM  or  AT&T.  Some  even  thought 
the  Big  Red  team  would  simply  fold  up 
and  cease  playing. 

So  Novell  did  what  any  franchise  does 
when  its  usually  solid  team  starts  to  get  flat 

—  they  fired  the  coach.  Then  they  made  a 
nervy  move  by  bringing  in  a  new  coach, 

Tip  of  the  week 

For  years,  network  administrators  have 
begged  Novell  for  a  utility  that  would  let 
them  purge  deleted  files  by  age,  owner  or  file 
type.  All  to  no  avail.  Now  a  small  Dutch 
utility  company  has  produced  an  applica¬ 
tion  that  will  do  just  that  and  do  it  unat¬ 
tended  if  you  want.  AutoPurge  runs  as  a 
NetWare  Loadable  Module  on  your  Net¬ 
Ware  server.  Go  to  www.  euronet.  nl/ users/ 
rovabu/wvw/ for  more  details  and  to  pick 
up  a  demo  version. 


Eric  Schmidt,  who’d  never  been  the  head 
man  before.  The  boldness  of  the  move 
and  the  speculation  on  what  it  all  meant 
gave  Schmidt  time  to  reorganize. 

First  came  new  products  —  Border- 
Manager,  Replication  Services,  Distrib¬ 
uted  Print  Services.  In  time-honored 
sports  fashion,  it  then  took  advantage  of 
its  opponent’s  glaring  weakness  by  releas¬ 
ing  Novell  Direc¬ 
tory  Services  (NDS) 
for  Windows  NT. 

Now  coach 
Schmidt  is  drop¬ 
ping  the  hokey 
NOS  name,  Intra- 
netWare,  coined  by 
his  predecessor, 
and  is  returning  to  Dave  Kearns 
the  well-known  Net¬ 
Ware  name  in  another  attempt  to  recall 
the  glory  days.  Coaches  Schmidt  and 
Gates  have  given  us  looks  at  next  season’s 
teams  —  NetWare  5  (code-named  Moab) 
and  NT  5.  But  NT  5  may  have  to  sit  out  the 
season  if  Microsoft  can’t  get  its  develop¬ 
ment  act  together. 

The  preseason  choice  definitely  is 
Novell  as  network  honchos,  fed  up  with 
Redmond’s  “wait until  nextyear”  refrain, 
begin  to  return  to  the  NetWare  fold. 

Easily  my  choice  for  coach  of  the  year 
in  the  Professional  Networking  League  is 
Eric  Schmidt,  who  looks  to  be  just  the 
right  man  to  restore  the  Provo  franchise 
to  its  glory  days  under  the  legendary  Ray 
Noorda. 

Kearns,  a  former  network  administrator, 
is  a  freelance  writer  and  consultant  in 
Austin,  Texas.  He  can  be  reached  at  wired @ 
vquill.com. 


Novell  freshens  NetWare  3.12 

Network  administrators  gain  graphical  administration  interface. 


By  Christine  Burns 

Provo,  Utah 

Novell,  Inc.  last  week  introduced  an 
enhancement  pack  for  NetWare  3.12  serv¬ 
ers  that  makes  older  Novell  installations 
faster  and  more  manageable. 

The  NetWare  3.2EnhancementPack  is 
an  add-on  product  for  NetWare  3.1 2  serv¬ 
ers  and  includes  a  new  graphical  adminis¬ 
tration  module. 

The  Windows  3.1 1,  95  or  NT-based  sys¬ 
tem  configuration  utility  replaces  the 
existing  DOS-based  utility  for  setting  up 
and  managing  NetWare  3.12  servers.  The 
interface  allows  administrators  to  manage 
multiple  NetWare  3.12  servers  from  a  sin¬ 
gle  network  console.  The  DOS  utility 
required  an  administrator  to  sit  in  front  of 
the  server  to  manage  it. 

Client  access  should  speed  up  with 
Novell’s  upgraded  Client32  software  for 
Windows  95  and  NT  machines.  Novell 
officials  said  the  clients  are  faster  and 
more  secure  than  the  previous  32-bit  cli¬ 
ents,  and  offer  an  autoreconnect  feature 
should  the  connection  to  a  NetWare  3.12 
server  fail. 


The  NetWare  3.2  Enhancement  Pack 
also  ships  with  the  new  NetWare  Link  Ser¬ 
vice  Protocol  (NLSP)  suite,  which  cuts 
down  on  the  IPX  routing  overhead  in  Net¬ 
Ware  3.12  networks.  NLSP,  which  already 
is  supported  in  NetWare  4.X  networks, 
pinpoints  the  most  direct  path  between 
servers,  clients  and  network  devices  for 
more  efficient  use  of  bandwidth. 

While  users  were  glad  to  learn  that 
Novell  is  committed  to  supporting  its 
NetWare  3.X  users  —  which  still  make 
up  almost  50%  of  its  installed  base  —  they 
were  not  overwhelmed  by  the  new 
features. 

“We  have  learned  to  cope  with  the 
DOS-based  tools  for  years  now.  It’s  not 
worth  spending  the  money  for  [the  Net¬ 
Ware  3.2  Enhancement  Pack]  before  we 
make  the  jump  to  a  pure  NetWare  4.X 
network,”  said  Travis  Berkley,  supervisor 
of  LAN  support  services  at  the  University 
ofKansas. 

The  NetWare  3.2  Enhancement  Pack 
will  be  available  next  month  for  $349  per 
server. 

©Novell:  (800)  453-1267 
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Build  strong  branches  with  SYNCHRONY.  " 


SYNCHRONY  ST-1000 

Full-featured  voice/data  back¬ 
bone.  1 5  to  60  universal  slots. 
Frame  switching,  CBR,  voice 
and  routing  support. 


SYNCHRONY  IAN-150 

Powerful  FRAD  for  branch 
office  business-critical  networks. 
Up  to  7  port  LAN/WAN. 


SYNCHRONY  AD-10 

Integrated  voice  and  data 
access.  CBR  and  VBR  data. 
Sync  and  async  data. 
Compressed  analog  voice. 


Don't  leave  branch  offices  out  on  a  limb.  If  you're  not  using  frame 
relay  to  connect  your  remote  offices,  you're  probably  spending  far 
too  much  money  on  your  network  and  may  not  be  connecting  your 
employees  and  customers  as  efficiently  as  possible.  SYNCHRONY 
branch  solutions  offer  a  rich  suite  of  features  for  both  established  and 
new  branch  networks. 

Add  voice  to  your  frame  relay  network! 

The  SYNCHRONY  AD-10/FR  adds  voice  to  your  existing  frame  relay 
network  while  allowing  you  to  use  your  existing  router. 

Add  sophisticated  routing  capability  without  a  router! 

The  SYNCHRONY  IAN-150  Multiservice  Access  System  provides 
integrated  LAN  connectivity,  IP/IPX  routing,  SNA  support,  and  legacy 
serial  protocol  support. 

Build  or  expand  your  network  backbone! 

The  SYNCHRONY  ST-1000  provides  backbone  capabilities  including 
flexible  bandwidth  allocation  and  gateways  to  multiple  frame  relay 
networks. 

Call  888-777-0929  to  learn  more  about  our  cost  effective 
networking  technology. 

ascom  Timeplex 

Global  Networks  for  the  Next  Millennium 

(888)  777-0929 

www.timeplex.com 

SYNCHRONY,  Express  Switching  and  ascom  Timeplex  are  trademarks  of  Ascom  Timeplex  Trading  AG. 
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Founded  in  1977,  Memotec  has  over  97,938 


products  installed  in 


up-time  of 


countries  with  an  average 
hours  per  product.  That 


translates  into  over  6  billion  hours  of 


connectivity  behind  every  Memotec 
product. 


G  Experienced? 


Yeah,  you  could  say  so. 
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O  Confidence. 


Confidence  in  the  products 
running  your  mission-critical 
applications,  confidence  in  the 
company  delivering  those 
products.  As  an  industry¬ 
leading  Frame  Relay 
networking  vendor,  Memotec 
Communications  has  spent 
a  generation  earning  your 
confidence  offering  carriers, 
ISPs  and  corporations  Frame 
Relay  access  devices  and  edge 
switches  at  the  forefront  of 
reliable  and  manageable, 
end-to-end  networking 
solutions. 


MEMOTEC 


1-800-570-MEMO 

(continental  North  America  only) 

Canada:  (514)  738-4781  •  USA:  (703)  904-0550 
Asia  Pacific:  852.2887.3933  •  Europe:  +44  1784  464640 


Briefs 

■  ADC  Kentrox  last  week  in¬ 
troduced  the  AAC-2  ATM  ac¬ 
cess  concentrator.  The  AAC-2 
can  bond  up  to  six  T-l  access 
lines  using  ATM  inverse  multi¬ 
plexing.  The  device  also  supports 


ADC  Kentrox’s  AAC-2  inverse  multi¬ 
plexes  ATM  T-l  lines. 


interfaces  for  T-3  and  OC-3  WAN 
connections,  and  can  perform 
local  switching  across  its  52AM 
bit/ sec  backplane.  The  device  can 
support  a  High  Speed  Serial 
Interface  port  as  well  as  a  10M 
bit/sec  Ethernet  port.  Available 
now,  AAC-2  costs  between  $13,500 
and  $20,000. 

©  ADC  Kentrox:  (800)232-5879 

■  3Com  Corp.  recently  inte¬ 
grated  its  technology  with  remote 
access  hardware  it  got  with  the 
purchase  earlier  this  year  of  U.S. 
Robotics  (USR).  The  3Com 
SuperStack  II 3000  remote 
access  chassis  supports  144 
dial-up  calls  in  one  shelf  using 
hardware from  USR’s  Total  Con¬ 
trol  Enterprise  Hub.  The  hard¬ 
ware  modules  for  the  SuperStack 
113000  device  include  a  modem 
card,  Access  Router  3000  and 
EdgeServer  Pro  remote  access 
server.  SuperStack  II 3000  costs 
approximately  $275 per  port  and 
will  be  available  next  month. 

©  3Com:  ( 408 )  764-5000 

■  Ascend  Communications, 
Inc.  last  week  announced  DS 
3/1/0,  a  channelized  DS-3 
hardware  module  for  its  B-STDX 
8000  and  9000 frame  relay 
switches.  The  module  supports 
DS-0  and  DS-1  channels  and  can 
bond  them  into  larger  circuits.  It 
also  can  terminate  up  to  672 
DS-Os  or  28  DS-ls.  Ascend  also 
announced  a  DS-3  cell-switching 
module  and  an  OC-3  interwork¬ 
ing  unit.  The  DS  3/1/0  costs 
$67,000,  the  cell-switching  mod¬ 
ule  costs  $33,000  and  the  inter¬ 
working  module  costs  $35, 000. 

©  Ascend:  (510)  769-6001 
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Covering:  TCP/IP  *SNA  •  Network  Management 
Muxes,  Routers  and  WAN  switches  •  Remote  Access 


Concord  improves  Network  Health 

New  version  features  greater  customization  and  scalability. 


By  Jim  Duffy 

Marlborough,  Mass. 

Concord  Communications, 
Inc.  last  week  unveiled  a  new  ver¬ 
sion  of  its  network  management 
reporting  software  that  lets  users 
customize  information  about 
their  enterprisewide  resources. 

Network  Health  4.0  runs  on 
Windows  NT  and  Unix  worksta¬ 
tions  and  servers.  It  features  a 
graphical  user  interface 
that  in  minutes  allows  users 
to  generate  customized 
reports  on  network  perfor¬ 
mance  and  capacity.  Concord 
said.  The  interface  can  be 
accessed  from  an  NT  or  Unix 
console,  or  from  a  Web  browser. 

Using  Network  Health  4.0,  IT 
managers  can  select  what  ele¬ 
ments  to  monitor  and  the  fre¬ 
quency  of  reports.  They  also 
can  choose  the  output  format, 
including  HTML,  postscript, 
ASCII  and  portable  document 
format.  Customized  trend  re¬ 
ports  can  be  distributed  via  a 
corporate  intranet  or  scheduled 
for  delivery  via  e-mail  to  IT  and 
business  executives. 

IT  managers  can  use  the 
reports  for  capacity  planning 
and  to  pinpoint  performance 
problems  in  any  segment  of  the 
enterprise.  They  also  can  dis¬ 
tribute  the  exact  information 
needed  to  highlight  the  problem 
with  the  frequency  and  format 
thatbestsuits  their  needs. 

“You  can  do  more;  there  are 
more  options  available  with  the 
reports,”  said  Dale  Cabell,  man¬ 
ager  of  network  services  at  Nova- 
quest  Network  Management 
Group,  in  Irvine,  Calif.  “We  cus¬ 
tomize  our  reports  for  all  of  our 
customers,  so  it’s  very  important 
that  we  provide  additional  ways 
of  looking  at  the  data.  ” 


Get  more  online: 

•  Info  on  a  push- 
based  reporting 
system 

•  A  look  at  reporting 
enhancements  from  Kaspla 
and  Hewlett-Packard 


HEALTH  REPORT 

Concord’s  Network 
Health  4.0  allows 
users  to  customize 
management  reports 
using  a  Web  browser. 

^Users  select  elements 
such  as  routers,  switches 
or  servers. 


Reports  can  be  tailored  to  show 
performance  over  a  specific  period. 
Users  also  can  schedule  report 
generation,  file  format  and  distribution. 


Version  4.0  also  supports 
1 0,000  to  20,000  elements,  which 
is  double  that  of  previous  ver¬ 
sions,  and  features  faster  report 
generation,  Concord  said. 

The  installation  of  Network 
Health  4.0  across  distributed 
clients  and  servers  could  be 
improved,  though,  Cabell  said. 


Also,  as  with  other  reporting 
tools,  Network  Health  4.0  still 
requires  users  to  drill  into  indi¬ 
vidual  devices  for  more  detailed 
data,  he  said. 

A  $5,000  option  to  Network 
Health  4.0  may  improve  that. 
The  option  is  the  Network 
Health  Developer  Program, 


which  is  targeted  at  advanced 
enterprise  users  and  service  pro¬ 
viders  that  wish  to  develop  fully 
customized  reports  for  manage¬ 
ment,  customers  and  non-IT 
users. 

The  Network  Health  Devel¬ 
oper  Program  allows  users  to 
access  a  library  of  Network 
Health  reports  and  graphics  pan¬ 
els  to  generate  reports  specif¬ 
ically  designed  for  unique 
business  and  reporting 
requirements. 

In  addition  to  scheduling, 
generating  and  distributing 
reports,  the  Network  Health 
Developer  Program  allows  users 
to  define  new  input  sources  of 
configuration  and  performance 
data,  as  well  as  new  report  con¬ 
tent  and  formats,  Concord  said. 

The  Network  Health  Devel¬ 
oper  Program  includes  a  selec¬ 
tion  of  report  formats,  a  report 
generation  tool  kit  and  training 
from  Concord. 

Network  Health  4.0  is  now 
available  free  for  existing  cus¬ 
tomers  enrolled  in  Concord’s 
maintenance  program.  Version 
4.0  pricing  for  new  customers 
begins  at  $20,000. 

©Concord:  (508)  460-4646 


IBM  offers  VPN  support  for  low-end  routers 


an- 


Implementing  L2TP  in  the 
2210  will  let  remote  users 
securely  tunnel  data  between 
2210-based  nets  or  other  devices 
that  support  L2TP.  Devices  that 
support  L2TP  encrypt  data  and 


By  Marc  Songini 

Research  Triangle  Park,  N.  C. 

IBM  is  adding  virtual  private 
network  (VPN)  technology  to  its 
low-end  router  family. 

Last  week,  Big  Blue 
nounced  new  operating 
system  software  —  Nways 
Multiprotocol  Routing 
Services  2.2  —  for  its 
2210  router  family, 

which  will  let  users  link  Tbe  2210  router  is  IBM ’s first  L2TP-enabled product. 
remote  offices  more  eas¬ 


ily  and  securely  over  the  ’Net. 

VPNs  are  relatively  inexpen¬ 
sive  and  a  protected  way  to  con¬ 
nect  telecommuters,  mobile 
workers  and  remote  branch  of¬ 
fices  to  the  corporate  backbone. 

Specifically,  the  new  router 
software  supports  the  Layer  2 
Tunneling  Protocol  (L2TP), 
which  is  a  combination  of  the 
Point-to-Point  Tunneling  Proto¬ 
col  (PPTP)  championed  by 
Microsoft  Corp.  and  the  Layer  2 
Forwarding  (L2F)  protocol, 
which  Cisco  Systems,  Inc. 
developed. 


send  it  over  any  underlying  com¬ 
munications  protocol  to  another 
L2TP  device.  The  data  then  is 
decoded  and  passed  to  its  final 
destination. 

The  12  2210  routers  are  the 
first  IBM  products  to  receive  the 
L2TP  upgrade;  the  2216  router 
will  be  next. 

IBM  is  hoping  telephone 
companies  and  Internet  service 
providers  in  particular  will  use 
its  new  VPN  router  products, 
although  they  can  be  used  in  pri¬ 
vate  nets  aswell. 

‘  ‘Today,  any  user  who  wants  to 


tunnel  data  over  an  IP  net  has  to 
use  Cisco  or  Microsoft  propri¬ 
etary  protocols,”  said  Bruce  Dil¬ 
lon,  a  senior  engineer  for  IBM’s 
Networking  Hardware  Division. 
“Now,  with  L2TP,  they  have  a 
nonpropriety  industry  standard 
that  can  encapsulate  non-IP  traf¬ 
fic  over  the  network.” 

With  L2TP,  users  also  can  run 
bridged  protocols,  SNA  and  pri¬ 
vate  IP  traffic  over  the  World 
Wide  Web,  Dillon  said. 

L2TP  support  in  the  2210 
especially  is  good  for  small 
businesses  or  companies  that 
have  remote  offices,  said  Frank 
Dzubeck,  president  of  Com¬ 
munications  Network  Archi¬ 
tects,  Inc.,  a  Washington,  D.C. 
consultancy.  However,  there  is 
no  guarantee  of  the  level  of  ser¬ 
vice  between  the  two  ends  of  the 
VPN,  he  noted. 

Multiprotocol  Routing  Ser¬ 
vices  2.2  will  be  available  by  year- 
end  and  come  preloaded  on  all 
new2210s. 

©IBM  (800)426-4968 
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Protect 


NOW  AWARD-WINNING  APC*  PROTECTION  COMES  STANDARD  WITH  THESE  SYSTEMS. 


WORKGROUP  SERVER 


DELL®  POWEREDGE®  2200  SERVER 

300MHz  PENTIUM®  II  PROCESSOR 
(Expandable  to  Dual  Processors) 

•  128MB  Integrated  L2  Cache  per 
Processor 

•  Integrated  Ultra/Wide  SCSI-3 
Controller 

•2x9GB  Ultra/Wide  SCSI-3  Hard  Drive 
•24X/12X  Variable5  SCSI  CD-ROM  Drive 

•  Intel®  Pro/1  OOB  PCI  Ethernet  Adapter 

•  Intel  LANDesk®  Server  Manager  v2.52 
•6  Expansion  Slots:  3  PCI/3  EISA 

•  Smart-UPS  700  from  APC 


*Free  PowerChute  Plus  Software 

•  Optional  Smarts lot  ™  Power 
Management  Accessories 

•  Windows®  NT®  Server  4.0 

•  3  Year  Limited  Warranty'  with  1  Year 
NBD  On-site*  Service 

•7x24  Dedicated  Server  Hardware 
Technical  Support 

$6199 

Business  Lease0:  $21 5/Mo. 

Order  Code:  200315 


DEPARTMENTAL  SERVER 


DELL  POWEREDGE  4200  SERVER 

TWO  266MHz  PENTIUM  II  PROCESSORS 
(Expandable  to  Dual  Processors) 

•  128MB  EDO  ECC  Memory 

•512KB  Integrated  L2  Cache  per  Processor 
•2  Integrated  Controllers: 

-1  Ultra/Wide  SCSI  for  HDDs 
-1  Ultra/Narrow  SCSI  for  CD-ROM 
•3x4GB  Ultra/Wide  SCSI-3  Hard  Drives 

•  24X/12X  Variable5  SCSI  CD-ROM  Drive 
•Intel  Pro/1  OOB  PCI  Ethernet  Adapter 

•  Intel  LANDesk  Server  Manager  v2.52 
•8  Expansion  Slots:  5  PCI/3  EISA 

•  Smart-UPS  1400  from  APC 
*Free  PowerChute  Plus  Software 

•  Optional  SmartSlot  Power 
Management  Accessories 


•  3  Year  Limited  Warranty'  with  1  Year 
of  NBD  On-site4  Service 

•  1  Year  DirectLine5*'  NOS  Support 
•7x24  Dedicated  Server  Hardware 

Technical  Telephone  Support 

★  Upgrade  to  5 12MB  ECC  EDO  Memory. 

★  Upgrade  to  Two  300MHz  Pentium  II 
Processors  with  5 12KB  Dedicated  L2 
Cache  per  Processor. 

*Add  Windows  NT  Server  4.0  for  $799. 


$9299 

Business  Lease0:  $323/Mo. 
Order  Code:  200275 


Given  everything  that’s  riding  on  your  company's  servers, 
crash  protection  is  something  you  can't  afford  to  be  without. 
Which  is  why  every  Dell®  PowerEdge®  Server  comes  with  the 
industry-standard  features  you've  come  to  expect.  And  since 
45%“  of  all  data  loss  is  a  result  of  bad  power,  we've  just  done 
something  to  bolster  our  award-winning  reliability.  We  have 
worked  with  APC®,  the  industry  leader  in  power  protection 
with  over  eight  million  satisfied  customers  and  a  host  of 
awards.  Which  means  you'll  find  APC  protection  available 
across  the  entire  line  of  PowerEdge  servers,  along  with  a 
$25,000  Lifetime  Equipment  Protection  guarantee*  to  replace 
or  repair  your  server  should  a  power-related  problem  arise. 
Choose  a  Dell  PowerEdge.  For  high-end  reliability  there's  the 
Dell  PowerEdge  6100,  loaded  with  redundant  cooling  fans, 
ECC  memory,  hot-pluggable  drives  and  the  Smart-UPS  1400 
with  optional  SmartSlot™  Power  Management  accessories. 
Choose  the  Dell  PowerEdge  4200,  which  also  comes  with  APC 
Smart-UPS  1400  or  the  Dell  PowerEdge  2200,  where  only  the 
price  is  entry  level.  Whichever  you  choose,  two  features 
remain  consistent:  reliability  and  value.  Things  no  business 
can  afford  to  overlook. 


ENTERPRISE  SERVER 


DELL  POWEREDGE  6100  SERVER 

TWO  200MHz  PENTIUM  PRO  PROCESSORS 
(Expandable  to  Quad  Processors) 

•  256MB  EDO  ECC  Memory 

•  512KB  Integrated  L2  Cache  per  Processor 
•2  Integrated  PCI  Ultra/Wide  SCSI-3 

Controllers 

•3x9GB  Ultra/Wide  SCSI-3  Hard  Drives 
•24X/12X  Variable5  SCSI  CD-ROM  Drive 

•  Intel  Pro/IOOB  PCI  Ethernet  Adapter 

•  Intel  LANDesk  Server  Manager  v2.52 

•  10  Expansion  Slots:  6  PCI/4  EISA 

•  1 0  Drive  Bays:  6  HDD/4  Removable 
Media 

•  PowerEdge  Expandable  RAID 
Controller 

•  Smart-UPS  1400  from  APC 

•  Free  PowerChute  Plus  Software 


*  Optional  SmartSlot  Power 
Management  Accessories 

•3  Years  of  NBD  On-site4  Service 

•  1  Year  DirectLine  NOS  Support 

•  7x24  Dedicated  Server  Hardware 
Technical  Telephone  Support 

*  Upgrade  to  Quad  200MHz  Pentium 
Pro  Processors  with  I  MB  Integrated 
Cache  per  Processor. 

★  Add  Windows  NT  Server  4.0  for  $799. 


$14,999 

Business  Lease0:  $508/Mo. 

Order  Code:200276 


www.apcc.com 


MU 

800-938-3812 

www.dell.com 

Mon-Fri  7am-9pm  CT •  Sat  10am-6pm  CT*Sun  12pm-5pm  CT 
In  Canadaf  call  800-839-0148 
In  Latin  America?  call  512-728-4685 
GSA  Contract  #GS-35F-4076D 

Keycode  #29057 


tFor  a  complete  copy  of  our  Guarantees  or  Limited  Warranties,  please  write  Dell  USA  LP.,  One  Dell  Wav,  Round  Rock,  TX  78682  Attn. 
Warranties.  §24X  Max/12X  Min.*See  APC  policy  for  details,  t T 1 993  Contingency  Planning  Research.  ^Business  leasing  arranged  by 
Dell  Financial  Services  L.P,  an  independent  entity,  to  qualified  customers.  Lease  payments  based  on  36-month  lease  and  do  not 
include  taxes,  fees  or  shipping  charges.  Subject  to  availability.  Lease  terms  subject  to  change  without  notice  ^On-site  service 
provided  by  an  independent  third-party  provider.  May  not  be  available  in  certain  remote  areas  ‘Prices  and  specifications  valid  in  the 
U  S.  only  and  subject  to  change  without  notice  Dell,  the  Dell  logo  and  PowerEdge  are  registered  trademarks  and  DirectLine  is  a 
servicemark  of  Dell  Computer  Corporation.  APC,  the  APC  logo,  Smart-UPS.  PowerChute  and  Protect  ME1  logo  are  registered 
trademarks  and  Protect  ME  I  and  SmartSlot  are  trademarks  of  American  Power  Conversion.  Inc  Intel.  Pentium  and  LANDesx  are 
registered  trademarks  of  Intel  Corporation.  ©1997  Dell  Computer  Corporation.  All  rights  reserved 
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now  are  Bay  employees.  There,  they’ll  be 
working  in  areas  such  as  analyst  relations 
and  strategic  competitive  analysis. 

Directly,  or  one-job-removed,  these 
recent  hires  hail  from  firms  such  as  Gart¬ 
ner  Group,  TeleChoice,  Network  World  and 
Data  Communications.  Pretty  impressive. 

This  is  not  chance,  nor  is  it  simply  a 
trend.  This  clearly  is  a  strategy  unfolding. 
But  what  is  the  strategy?  There  are  several 
possibilities.  First,  Bay  may  have  consid¬ 
ered  this  august  group  to  be  thorns  in 
their  side.  Hiring  these  folks  away  effec¬ 
tively  neutralizes  them  and  eliminates  any 
possibility  that  they  might  have  a  negative 
impact  on  Bay.  I  don’t  think  this  likely  is 
the  motivation. 

Most  likely  is  that  these  “ultimate 
insiders’  ’  were  hired  to  help  Bay  achieve 
the  kind  of  success  in  gaining  media  mind 
share  that  Cisco  has  had  over  the  years. 
Collectively,  these  folks  (and  there  may  be 
more  I’ve  not  heard  about)  potentially 
are  a  powerful 
weapon  in  Bay’s 
media  arsenal. 

Think  about 
it.  These  people 
have  spent  the 
last  several  years 
being  briefed  by 
all  of  Bay’s  com¬ 
petitors.  They 
have  studied  the 
firms  and  have  contacts  inside  most,  if  not 
all,  of  them. 

They  know  what  works  when  compa¬ 
nies  try  to  influence  media  types.  They’ve 
been  on  the  receiving  end  of  both  highly 
effective  and  badly  botched  media  strate¬ 
gies.  And,  perhaps  most  important,  they 
have  access.  This  is  critically  important. 

They  have  access  to  all  their  old  col¬ 
leagues.  And  I  don’ tjust  mean  at  their  old 
firms.  The  press/analyst  community  cuts 
beyond  just  that.  Before  Bay  can  get  its 
message  across,  it  has  to  get  media  types  to 
listen.  Thatjust  got  a  lot  easier. 

Because  of  their  backgrounds,  they  are 
likely  to  be  perceived  as  being  more 
authoritative  than  others  in  their  posi¬ 
tion.  And,  one  wonders,  will  their  former 
colleagues  go  easier  on  them? 

So  what  does  this  mean?  Network  man¬ 
agers  would  do  well  to  be  sensitive  to 
any  changes  in  the  media  perception  of 
Bay  in  the  next  six  months.  The  changes 
might  be  subtle  but  profound.  Make  sure 
you  ignore  the  fluff  and  look  for  hard 
facts  and  solid  reasons  for  what  is  being 
stated. 

Executives  at  Bay’s  competitors  should 
add  an  agenda  item  to  their  next  meet¬ 
ing.  These  recent  events  need  to  be  stud¬ 
ied  closely  and  followed  over  the  next 
few  months.  Vendors  that  have  been  lax 
in  building  an  aggressive  and  well-focused 
media  strategy  may  find  it  a  lot  more 
difficult  to  compete  with  Mr.  House  in 
1998. 

Tolly  is  president  of  The  Tolly  Group,  a 
strategic  consulting  and  independent  testing 
firm  in  Manasquan,  N.J.  He  can  be  reached  at 
(732)  528-3300,  ktolly@tolly.com  or  at  umnu. 
tolly.com. 
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Bay’s  stealthy  media  strategy 


hether  launching  a  new  product 
line  or  unveiling  a  new  strategy,  ven¬ 
dors  desperately  need  a  ‘  ‘buy  in  ’  ’  from  the 
press/analyst  community. 


After  all,  the  reaction  from  this  influ¬ 
ential  group  is  critical  and  could  make  or 
break  a  new  project.  All  prudent  vendors 
carefully  develop  strategies  to  make  the 


most  positive  impact  on  the  press/ analyst 
community. 

But  now,  Bay  Networks  has  come  up 
with  a  masterstroke.  The  company  is  try¬ 
ing  to  achieve  buy  in  through  a  “buy  up” 
strategy.  In  the  past  few  weeks,  at  least  four 
visible  members  of  the  press/ analyst  com¬ 
munity  have  been  lured  away  from  promi¬ 
nent,  vendor-neutral  industry  jobs  and 


m 


We  know  you're  walking  a  thin  line.  Your  users  want  more  performance  and  bandwidth. 
Your  management  doesn’t  want  to  spend  money  on  unnecessary  upgrades  and  enhancements. 
Enter  TCG  Data  Services.  We  can  satisfy  your  performance  needs  with  products  and  solutions 
based  on  world-class  platforms  from  leading  systems  providers.  TCG  offers  a  complete  portfolio  of  Data 
Services — from  Frame  Relay  to  ATM  to  managed  solutions — that  meet  the  needs  of  the  most  demanding 
customers.  We  can  tailor  a  solution  that  will  offer  the  performance  you  need  today  while  providing  you  the 
flexibility  and  scalability  to  support  your  future  networking  needs.  And  everything  we  offer  is  at  a  lower 
aggregate  cost  than  building  your  own  data  network.  For  more  information  on  how  TCG  can  help  you  satisfy 
both  your  users  and  corporate  management,  call  1-800-889-4TCG  or  visit  our  website  at  www.tcg.com. 
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The  new  Compaq  Deskpro  line  is  designed  to' save 

' '  -v  'Vr::' 

you  money,  not  just  the  day  you  buy  them  but  over 

their  entire  lifespan. 

*  '  .> . 

It  all  starts  with  Compaq's  new  Optimized  Delivery 


Model  (ODM).  With  ODM  the  new  Deskpro  2000  and 


4000  models  will  be  built  to  order,  so  you'll  receive 
Compaq  quality,  Compaq  innovation,  and  Compaq 
reliability  at  new  aggressive  prices,  more  aggressive 
than  you've  ever  seen  from  the  company  that  sells 
more  computers  than  anyone  else  on  the  planet. 

Of  course,  satisfying  your  immediate  need  for 
value  shouldn't  mean  sacrificing  your  ultimate  desire 
for  performance.  With  Deskpro,  it  doesn't.  Inside 
you'll  find  useful  innovations  that  allow  your  end 
users  to  do  more  faster.  Like  Intel  Pentium  processors 


with  MMX  technology  and  high-capacity  EIDE  and 


Ultra  ATA  hard  drives 


And  to  keep  those  costs  down  once  your  system 

•  •  •  -■  > 

is  up  and  running,  Deskpro  has  improved  Intelligent 
Manageability.  You'll  be  able  to  manage,  monitor, 
and  even  take  inventory  from  a  single,  convenient 
location.  Your  desk. 


For  more  information  about  the  Deskpro  2000,  . 
4000  and  6000  models,  visit  us  at  www.compaq.com/ 
products/desktops/ 

'?  .  •  r  ■ 

We  promise  to  make  it  more  than  worth  your  while. 
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LIKE  TO 
OF  On  THE 
NLY  COMPANY 
WITH 

STANDARDS-BASED 
VOICE  OVER  AIM. 

Only  one  company  can  deliver  standards-based 
VBR  voice  over  ATM  -  General  DataComm,  with  the 
GDC  APEX®  family  of  switches  and  concentrators. 

GDC  APEX  gives  the  world  the  new  VBR 
voice  over  ATM  standard  (AAL2),  smashing  the 
remaining  barriers  to  commercial  ATM. 

This  international  ITU-T  standard  is  the  first  for  voice 
interoperability. 

It  allows  bandwidth  to  be  assigned  dynamically  (rather 
than  statically)  according  to  actual  usage  of  each  phone  circuit. 

The  result?  Voice  service  costs  can  be  cut  by  up  to  50%  with 
minimal  investment  -  opening  up  new  revenue  opportunities. 

GDC  APEX  is  part  of  GDC’s  multi-service  product  line:  which  allows  you  to 
send  ATM,  frame  relay,  Ethernet,  circuit  emulation,  full  motion  video,  IP  and  voice 
services  through  the  same  network,  at  the  same  time. 

For  details  of  the  one  answer  to  voice  over  ATM,  or  to  receive  FREE 
independent  case  studies  examining  the  financial  benefits  of  the  GDC  APEX 
Voice  Service  Module,  call  1-610-437-5151,  or  1-800-794-8246  (toll-free) 
in  North  America. 

Or  visit  our  web  site  at  www.voiceofatm.com 
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Briefs 


■  MCI  Communications 
Corp.  recently  announced  56K 

bit/sec  Internet  access  sup¬ 
port.  MCI  is  one  of  the  last  of  the 
large  national  Internet  service 
providers  to  join  the  56K  party. 
Competitors  such  as  UUNET  Tech¬ 
nologies,  AT&T  WorldNet,  Netcom 
On-Line  Communication  Ser¬ 
vices,  Inc.  and  GTE  Internetwork¬ 
ing  already  support  the  high¬ 
speed  modems. 

MCI’s  offering  works  with 
modems  based  on  3Com  Corp.  ’s 
x2  technology 

The  56K  service  is  available 
via  280  local  dial-in  numbers  or 
by  using  a  national  toll-free 
access  number. 

©  MCI:  (800)  550-0927 

■  Bay  Junction  Technology, 
Inc.,  a  San  Jose,  Calif. -based 
regional  Internet  service  provider, 
last  week  became  the  third  com¬ 
pany  in  the  past  month  to 
announce  asymmetric  digital 
subscriber  line  (ADSL)  Inter¬ 
net  access  service.  Pacific 
Bell  and  Concentric  Network 
Corp.  already  offer  ADSL  services 
(NW,  Dec.  1,  page  40).  Bay  Junc¬ 
tion  set  up  an  interface  between 
its  network  and  PacBell’s  ATM 
network  to  bring  the  1.544M 
bit/sec  ADSL  service  to  its  custom¬ 
ers.  The  ADSL  service  is  available 
now  for  $95  to  $195  per  month, 
depending  on  usage. 

©  Bay  Junction:  ( 408 )  325- 
0300 

■  American  Communica¬ 
tions  Services,  Inc.  (ACSI), 

a  competitive  local  carrier,  has 

added  long-distance  calling 
and  calling  card  services  to 

its  bundled  package  of  services. 

The  package  already  included 
local  services  and  audioconferenc¬ 
ing.  In  ACSI’ s  Florida  markets, 
the  package  also  included  dial-up 
Internet  access  and  Web  hosting 
via  a  recent  Internet  service  pro¬ 
vider  acquisition.  Overall,  ACSI 
serves  37  markets,  most  in  the 
southern  half  of  the  U.S. 

(DACSI:  (888)  398-2274 


Covering:  The  Internet  •  Interexchange  and  Local  Carriers 
Wireless  •  Regulatory  Affairs  •  Voice  Equipment 


Bell  Atlantic  extends  ATM  throughout  territory 

New  York,  New  England  to  get  their  first  RBOC  ATM  offering;  T-l,  T-3  access  on  tap. 


By  David  Rohde 

Washington,  D.C. 

Shordy  after  the  newyear,  Bell 
Adantic  Corp.  is  planning  to 
announce  the  introduction  of 
ATM  service  throughout  the  for¬ 
mer  NYNEX  Corp.  territory  of 
New  York  and  New  England. 

At  the  same  time,  Bell  Atlantic 
officials  last  week  confirmed  that 
the  original  Bell  Adantic  states 
in  the  mid-Adantic  U.S.  will  see 
an  expansion  of  their  existing 
intrastate  ATM  service.  The 
ATM  service,  introduced  about  a 
year  ago,  will  include  an  inter¬ 
state  offering. 

The  impending  move  is 
backed  by  a  rollout  of  some  36 
Cascade  CBX  500  Multiservice 
ATM  switches  from  Ascend  Com¬ 
munications,  Inc.  over  Bell 
Adantic’s  vast  region.  The  in¬ 
crease  in  area  was  created  by  the 
Bell  Atlantic/NYNEX  merger 
completed  last  August.  Bell 
Adantic  recendy  installed  five 
Cascade  switches  in  Manhattan, 
three  in  the  Boston  area  and  oth¬ 
ers  throughout  New  England  to 
prepare  for  the  service. 

According  to  a  tariff  filing 
with  the  Federal  Communica¬ 
tions  Commission,  Bell  Atlantic 
will  employ  a  mileage-sensitive 
pricing  scheme,  enabling  users 
in  large  Northeast  cities  to  save 
money  over  equivalent  private 
lines  if  they  are  located  close  to 
one  of  the  Cascade  switches. 

For  a  T-3  connection,  includ¬ 
ing  the  access  line  and  port  on 
the  carrier  switch,  users  will  pay 
$1 ,600  per  month  for  sites  essen¬ 
tially  colocated  with  the  Bell 
Adantic  switch.  Sites  located 
within  two  miles  will  cost  $2,200 
per  month,  and  within  16  miles 
sites  will  cost  up  to  $4,900  per 


Get  more  online: 

•  A  look  at  ATM  and  frame  relay 
pricing  from  GTE  and  AT&T 


* 


Tips  on  how  to  ensure 
your  carrier  lives 
up  to  its  service 
promises 


month.  Virtual  channel  connec¬ 
tions  among  sites  will  cost  more 
(see  graphic). 

By  contrast,  users  in  the  origi¬ 
nal  Bell  Atlantic  region  now  pay  a 
flat  $3,700  per  month  for 
the  ATM  User-to-Network 
Interface  (UNI),  including 
the  port  connection, 
regardless  of  mileage.  T-l 
access,  priced  at  less  than 
$1,000  per  month,  initially 
will  be  available  only  in  the 
former  NYNEX  states. 

In  another  key  differ¬ 
ence,  former  NYNEX  cus¬ 
tomers  will  enjoy  a 
rudimentary  circuit  priorit¬ 
ization  scheme  not  avail¬ 
able  in  the  original  Bell 
Atlantic  territory.  The 
northern  states  will  get  a 
choice  of  three  ATM  ser¬ 
vice  classes:  constant  bit 
rate  traffic  that  emulates  a 
private  line,  delay-prone 
variable  bit  rate  (VBR)  for 
LAN  interconnection  traf¬ 
fic  and  Priority  VBR  for 
delay-sensitive  traffic  such  as 
imaging  or  MPEG2  video  appli¬ 
cations.  The  original  Bell  Atlan¬ 
tic  states  do  not  yet  have  the 
choice  of  Priority  VBR. 

“Because  we’re  later  to  the 


market,  we  have  the  benefit  of 
conforming  to  the  latest  ATM 
[offerings] ,”  saidjim  Lowrie,  the 
Boston-based  ATM  product 
manager  for  Bell  Atlantic-North. 


But  the  original  Bell  Atlantic 
states  are  slated  to  receive  the 
features  sometime  in  1998, 
said  Evelyn  Gaines,  a  Bell  Adan¬ 
tic  fast-packet  product  manager 
in  Arlington,  Va.  In  addition, 


Bell  Atlantic  is  slated  to  offer 
frame  relay-to-ATM  interwork¬ 
ing  in  the  third  quarter  of  1 998. 

With  an  identical  Cascade 
switch  platform  in  place,  over 
the  next  year  the  two  halves 
of  Bell  Adantic  will  attempt 
to  unify  all  their  features. 
And  at  least  until  Bell  Adan¬ 
tic  receives  long-distance 
authority,  Bell  Atlantic- 
South  will  use  private  Net- 
work-to-Network  Interfaces 
with  other  ATM  carriers  to 
begin  providing  interstate 
service  that  crosses  the 
regional  Bell  operating  com¬ 
pany’s  serving  boundaries, 
Gaines  said. 

Bell  Atlantic  concedes 
ATM  service  will  not  be  eco¬ 
nomically  viable  in  many 
areas  for  a  while.  A  UNI  sur¬ 
charge  for  users  located  over 
16  miles  from  the  nearest 
Bell  Atlantic  switch  would 
make  the  service  cost-pro¬ 
hibitive  for  users  in  upstate 
New  York,  Rhode  Island  and 
Vermont,  for  example. 

However,  Bell  Atlantic  is 
working  on  creating  additional 
ATM  service  points  at  central 
offices  without  the  Cascade 
switch,  Lowrie  said.  ■ 


In  the  former  NYNEX  territory,  Bell  Atlantic  will 
charge  for  a  User-to-Network  Interface  (UNI)  for 
each  ATM  customer  site  plus  a  virtual  channel 
fee  for  each  point-to-point  ATM  connection. 

UNIs: 

•T-l:  $675-$960  ®T-3:  $l,600-$4,900 

Virtual  channels: 

9  Constant  bit  rate  circuit: 

$2.56  per  64K  bit/sec  or  $40  per  1M  bit/sec 
©  Priority  variable  bit  rate  circuit: 

$  1.80  per  64K  bit/sec  or  $28  per  1M  bit/sec 
©Standard  variable  bit  rate  circuit: 

$1.15  per  64K  bit/sec  or  $18  per  1M  bit/sec 

UNI  fees  vary  by  mileage  between  customer  site  and 
central  office.  Over  16  miles,  Bell  Atlantic  adds  a  per- 
mile  surcharge  above  prices  given.  Virtual  channel 
speeds  referto  sustained  cell  rate  or  guaranteed 
subscribed  rate;  bursting  allowed  up  to  the  UNI  speed. 
Term  and  volume  discounts  of  10%  to  40%  are  available 
for  the  entire  service. 


Infonet  service  links  ISDN/frame  relay  nets 


By  Tim  Greene 

El  Segundo,  Calif. 

Infonet  Services  Corp.  last 
week  introduced  a  service  to 
save  customers  money  by  piec¬ 
ing  together  fully  meshed 
WANs  from  dedicated  and  dial- 
uplinks. 

The  new  service,  called 
DialXpress  Virtual  Enterprise, 
enables  customer  sites  con¬ 
nected  to  Infonet’s  public 
packet  network  via  ISDN  to 
reach  other  customer  sites  con¬ 
nected  by  a  frame  relay  line.  It  is 
available  in  46  countries. 

The  service  is  designed  to  let 
customers  tie  together  multiple 
sites,  even  if  some  sites  do  not 
warrant  the  price  of  a  full-time 
dedicated  connection.  If  traffic 
patterns  change,  the  customer 


can  migrate  to  a  dedicated  line, 
Infonetsaid. 

By  dialing  a  nearby  Infonet 
point  of  presence,  users  can 
avoid  the  potentially  high  cost 
of  dialing  directly  to  other 
sites  over  the  public  telephone 
network. 

If  a  remote  corporate  site  is 
connected  to  the  network  for 
less  than  four  hours  per  day,  it 
costs  less  to  use  ISDN  than  a 
frame  relay  link  for  that  site, 
according  to  Infonet. 

In  conjunction  with  Virtual 
Enterprise,  Infonet  offers 
PerspeXion  software  that 
allows  customers  to  monitor 
Infonet  network  performance 
from  their  own  management 
stations.  Based  on  use,  PerspeX¬ 
ion  can  pinpoint  which  sites 


warrant  frame  relay  connec¬ 
tions  and  which  sites  warrant 
dial-up. 

Infonet  previously  offered  an 
ISDN  remote  access  service  that 
let  users  dial  out  to  ISDN-con¬ 
nected  sites  over  the  Infonet 
packet  network.  But  users  at 
ISDN-connected  sites  could  not 
dial  in  over  the  Infonet  network 
to  reach  sites  connected  by 
frame  relay. 

Infonet  uses  a  feature  of 
Ascend  Communications,  Inc.’s 
MAX  remote  access  switches  in 
the  Infonet  network  to  signal 
Ascend  ISDN  routers  at  remote 
sites  to  dial  in.  The  destination 
can  be  a  LAN  connected  to  Info¬ 
net  by  a  dedicated  or  dial-up  con- 
nection. 

©Infonet: (310)  335-4700 
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you  to  high-quality,  network-compatible  color  for  your  office, 
And  you'll  see  how  simple  and  productive  network-compatible  color  can 
be  with  a  Canon  Color  Laser  Copier/Printer. 

With  the  CLC  320  and  a  ColorPASS  320  Controller,  for  example, 
network  users  can  easily  produce  continuous  tone  images  up  to 
1 1"  x  1 7"  at  5  pages  per  minute. 

The  CLC  700  Series  and  CLC  800S  simplify  higher  volume  demand 
with  such  productive  features  as  a  print  speed  of  7  pages  per  minute 
and  a  2,050-sheet  paper  capacity. 

And  with  its  Automatic  Duplexing  capabilities,  the  CLC  800S  makes 
even  the  most  complex  network  jobs  quick  and  effortless. 

In  fact,  whatever  the  network,  whatever  the  source,  however  your 
volume  demands  change,  we  can  make  the  reality  of  Canon  laser  color 
a  reality  for  your  business.  After  all,  we've  been  number  one  in  laser 
color  in  the  U.S.  for  ten  years.* 

To  find  out  more,  call  1 -800-OK-CANON  anytime.  Or  visit  us 
on  the  Web  at  www.usa.canon.com.  You  can  have  high-quality 
color.  Count  on  it. 

Canon  Laser  Color.  Its  only  competition  is  reality. 
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Carriers  &  ISPs 


Netcom  offers  wireless  Internet  access  for  mobile  users 


By  Denise  Pappalardo 

San  Jose,  Calif. 

Netcom  On-Line  Communication  Ser¬ 
vices,  Inc.  last  week  added  wireless  Inter¬ 
net  access  to  its  mix  of  services  for  mobile 
business  users. 

Netcom  recendy  struck  a  deal  with 
Metricom,  Inc.,  of  Los  Gatos,  Calif.,  to 
bundle  the  wireless  Internet  service  pro¬ 
vider’s  Ricochet  wireless  service  with  Net- 
corn’s  premium  Internet  access  offerings, 
said  Gene  Shimshock,  vice  president  of 
product  markedng  at  Netcom. 

Now  for  an  additional  $25  per  month, 
users  of  NetComplete  Advantage  and 
NetComplete  Advantage  Pro  packages 
can  add  unlimited  wireless  Internet  access 
to  their  services. 

Users  will  need  to  purchase  an  SE  Rico¬ 
chet  modem  for  $349  to  take  advantage  of 
Ricochet. 

Netcom’s  Advantage  and  Advantage 
Pro  are  the  ISP’s  business-quality  Internet 
access  service  packages,  which  include 
multiple  e-mail  accounts,  global  roaming 
and  a  95%  network  availability  guarantee 
(NW,  April  7,  page  19). 


Getting  to  the  ’Net 


Netcom  announced  it  is  bundling  Metri¬ 
com’s  Ricochet,  a  100K  bit/sec  wireless 
internet  access  service,  with  its  premium 
Internet  access  service  offerings.  Here  is 
what  you  can  get  and  how  much  it  will  cost: 

•  Ricochet  wireless  modem,  $349. 

•  NetComplete  Advantage  with  Ricochet, 
$49.95  per  month. 

•  NetComplete  Advantage  Pro  with  Ricochet, 
$54.95  per  month. 

: 

Ricochet  uses  Metricom’s  proprietary 
wireless  network  that  supports  100K 
bit/sec  rates. 

! 

[ 

Speedier  downloads 

While  distance  from  the  network  and 
large  file  downloads  can  slow  a  connec¬ 
tion,  Ricochet  typically  is  faster  than 
other  wireless  technologies  such  as  cir¬ 
cuit  switched  and  Cellular  Digital  Packet 
Data,  according  to  Dan  Merriman,  a  vice 
president  at  Giga  Information  Group, 
Inc.,  a  Cambridge,  Mass.-based  consult- 
ingfirm. 

Netcom  has  deployed  a  Ricochet  gate¬ 
way  at  its  San  Jose  network  operating  cen¬ 
ter,  Shimshock  said.  The  gateway  is 
connected  to  a  Netcom  router  so  it  is  man¬ 
aged  as  any  other  device  on  the  ISP’s  net¬ 
work  would  be. 

It  is  important  that  business  users  are 
offered  dynamic  methods  of  accessing 
the  Internet  and  corporate  intranets 
regardless  of  the  user’s  location,  Merri¬ 
man  said. 

“This  is  why  we  will  most  likely  see 
more  bundling  of  wireless  and  landline 
Internetaccessservices,’’hesaid. 

Although  Ricochet  is  offering  Netcom 


business  users  more  flexibility,  its  avail¬ 
ability  is  limited.  Metricom’s  Ricochet 
network  today  is  in  the  San  Francisco, 
Seattle  and  Washington,  D.C.  metropoli¬ 
tan  areas.  Metricom  also  has  deployed 


receivers  in  five  airports  outside  its  net¬ 
work  coverage  area  for  further  reach. 

This  is  Netcom’s  first  foray  into  wire¬ 
less  Internet  access  services.  Depend¬ 
ing  on  customer  interest,  Netcom  will 


look  to  team  with  other  service  pro¬ 
viders  or  continue  to  work  with 
Metricom  to  offer  national  availability, 
Shimshock  said. 

©Netcom:  (888)  368-3035 
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Power,  Speed  and  Scale  on  Demand: 


ATM  With  the  Leader 


For  a  growing  number  of  mission-critical  applications, 
the  broad  bandwidth  and  sheer  speed  of  asynchronous 
transfer  mode  (ATM)  is  the  data  transport  technology  of 
choice.  This  is  especially  true  for  applications  that  involve  “com¬ 
plex”  data  types,  such  as  video  and  voice  as  well  as  data. 

From  disaster  recovery  to  product  distribution,  network  con¬ 
solidation,  manufacturing  design  and  even  surgery,  organiza¬ 
tions  across  industries  are  turning  to  ATM.  There’s  the  research 


hospital  using  ATM  to  give  surgical 
students  high-quality,  real-time  im¬ 
ages  of  operating  room  techniques, 
eliminating  the  need  to  be  physically 
on-site  for  the  operation.  There’s  the 
medical  products  dis¬ 
tributor  consolidating 
its  network  for  man¬ 
agement  and  cost  effi¬ 
ciencies.  There’s  the  ex¬ 
ploration  company, 
able  to  send  enormous 
files  of  geological  data 
quickly  back  to  corpo¬ 
rate  mainframes  for  analysis.  And 
there’s  the  global  corporation  using 
ATM  to  transmit  design  specifications 
to  its  manufacturing  plants  around 
the  world. 

Users  such  as  these  are  discovering 
what  many  others  have  known  for 
some  time:  When  quality  and  reliabil¬ 
ity  cannot  be  compromised,  there’s  no 
substitute  for  the  experience  and  tech¬ 
nology  leadership  that  AT&T  has 
gained  from  its  century-long  history 
of  building  and  managing  networks. 
That’s  why  AT&T  is  the  clear  ATM 
leader  in  the  United  States,  with  more 
than  30%  more  market  share  than  its 
nearest  competitor. 

RELIABILITY  KEY  Ask  network  profes¬ 
sionals  to  name  the  most  mission-crit¬ 
ical  characteristic  of  their  network  to¬ 


day,  and  the  answer  overwhelmingly 
will  be  “reliability.”  The  key  to  AT&T’s 
ATM  success  is  the  reliability  of  its 
backbone  network.  Data  Communica¬ 
tions  magazine  tied  this  success 
to  “AT&T’s  unparal¬ 
leled  network  relia¬ 
bility.” 

FASTAR  repre¬ 
sents  one  key  to  this 
reliability.  Developed 
and  patented  by 
AT&T  Laboratories, 
FASTAR  restores  ser¬ 
vice  lost  to  cable  cuts  in  a  few  seconds, 
compared  with  the  hours  it  used  to 
take.  Only  AT&T  offers  FASTAR.  Con¬ 
sidering  that  independent  surveys 
show  the  average  cost  per  incident  of 
downtime  is  $320,000,  FASTAR  relia¬ 
bility  represents  money  in  the  bank. 

Not  resting  on  its  laurels,  AT&T  is 
implementing  FASTAR  II  as  part  of  its 
complete  core  network  upgrade.  The 
upgrade  will  couple  second-genera¬ 
tion  SONET  (Synchronous  Optical 
Network)  transport  technology  with 
ATM  switching  technology. 

SWITCH  IT  YOUR  WAY  In  addition  to 

AT&T’s  demonstrated  reliability,  the 
company’s  ATM  customers  reap  the 
benefits  of  bandwidth-on-demand 
with  AT&T’s  ATM  Switched  Virtual 
Connections  (SVCs).  This  feature  lets 


customers  establish  real-time  connec¬ 
tions  to  any  of  their  network  destina¬ 
tions  using  a  wide  range  of  connection 
speeds  and  ATM  service  classes.  Cus¬ 
tomers  can  make  connection  band¬ 
width  available  whenever  and  wher¬ 
ever  it’s  needed  to  support  an 
application.  Once  the  application 
completes,  the  connection  is  released 
and  network  bandwidth  becomes 
available  for  the  next  application. 

SVCs  also  offer  scalability  to  large 
networks  with  many  ports  and  a  high 
degree  of  interconnectivity.  For  exam¬ 
ple,  to  fully  connect  20  network  sites 
with  Permanent  Virtual  Connections, 
a  total  of  1 90  PVCs  would  be  required. 
Using  SVCs,  connections  to  and  from 
any  of  the  20  sites  can  be  set  up  on  de¬ 
mand,  with  the  connections  terminat¬ 
ed  once  calls  are  complete.  In  this  way, 
SVCs  offer  unprecedented  scale  and 
flexibility  -  and  they  are  available  only 
from  AT&T. 

THE  INTEROPERABILITY  FACTOR  Many 

companies  have  large  investments  in 
frame  relay  -  still  very  suitable  for 
non-bandwidth-intensive  applica¬ 
tions  -  yet  have  other  applications  cry¬ 
ing  out  for  the  bandwidth  of  ATM. 
With  the  world’s  largest  frame  relay 
network  and  the  market  share  lead  in 
both  frame  relay  and  ATM  services, 
AT&T  offers  unrivaled  experience  in 
helping  customers  integrate  these 
high-speed  packet  services. 

Leadership.  Experience.  Reliability. 
There  are  no  substitutes  when  your 
ATM  network  demands  scale,  flexibil¬ 
ity  and  interoperability.  No  matter 
what  your  application,  from  the  high¬ 
speed  transfer  of  machine  tool  blue¬ 
prints  to  real-time  surgery  teaching 
tools,  AT&T  is  the  provider  of  choice. 


AT&T  is  the  clear  ATM 
leader  in  the  United 
States,  with  more 
than  30%  more 
market  share  than  its 
nearest  competitor. 
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EYE  ON  THE  CARRIERS 

A  rocky  start  for  E-rate? 


Ohe  Federal  Communications  Com¬ 
mission  last  week  hired  a  chief  tech¬ 
nologist  to  inject  some  technical 
sophistication  into  its  rulings.  Unfortu¬ 


nately,  the  appointment  may  be  a  year  too 
late. 

The  FCC  already  has  unleashed  a  tech¬ 
nology  disaster-in-the-making  called  E- 


rate  that’s  likely  to  cost  you  and  your  com¬ 
pany  money.  Originally  scheduled  to 
begin  on  Jan.  1  but  now  certain  to  be 
delayed,  it’s  based  on  a  hopelessly  non- 
real-world  understanding  of  what  makes 
computers  and  networks  tick. 

E-rate  is  the  program  President  Clin¬ 
ton  and  Vice  President  Gore  are  referring 
to  when  they  say  they  want  every  class- 


AT&T 


Data  Networking 

solutions 


It’s  that  critical  place  in  the  company  where  people,  ideas  and  applications  all  intersect.  It’s  your 
data  network.  And  you’re  in  charge  of  it.  Fortunately,  AT&T  Data  Networking  Solutions  can  help. 
We  offer  leading-edge  services  backed  by  technical  expertise  that  extend  all  the  way  up  to  AT&T 
Labs.  We’ll  work  with  you  to  develop  solutions  flexible  enough  to  evolve  as  your  company  grows. 
In  fact,  for  the  last  three  years,  readers  of  Data  Communications  Magazine  rated  AT&T  “best 
in  providing  network  design  support  for  frame  relay  networks.”  To  learn  more  about  our  team 
and  services,  visit  us  at  www.att.com/data,  call  your  account  executive,  or  AT&T  at  I  800-248-3632. 
For  getting  the  most  from  your  network,  AT&T  is  front  and  center. 


It’s  all  within  your  reach. 


room  connected  to  the  Internet  by  the 
year  2000.  It  grants  elementary  and  sec¬ 
ondary  schools  a  discount  on  carrier  ser¬ 
vices,  including  not  only  Internet  access 
but  also  a  raft  of  other  offerings. 

The  program  has  generated  huge 
interest  and  controversy.  Schools  and 
public  library  systems,  which  also  are  eligi¬ 
ble,  naturally  are  clamoring  for  the  dis¬ 
counts.  Critics  complain  that  the  federal 
government  shouldn’t  mess  in  an  area 
where  thousands  of  local  school  boards 
are  already  heading.  Some  critics  also 
carp  that  the  link  between  computers  and 
kids’  learning  is  overblown  anyway. 

But  the  story  goes  beyond  that.  In 
thrall  to  its  imagined  newfound  leverage 
over  technology  and  society,  the  FCC 
cooked  up  a  new  entity  called  the  Schools 
and  Libraries  Corp. 

(SLC).  The  job  of 
the  new  company  is 
to  establish  a 
national  Web-based 
system  for  schools  to 
post  their  requests 
for  proposals  for  di 
count-eligible  ser-  David  Rohde 
vices.  (Schools  must 

competitively  bid  out  the  services  to  get 
the  discount.) 

You’d  think  the  SLC  would  be  headed 
by  an  electronic  commerce  expert.  No 
such  luck.  In  late  October,  the  SLC  hired  a 
Washington  lawyer,  of  all  people,  as  CEO. 
Apparently  overwhelmed  by  the  job 
ahead,  SLC  CEO  Ira  Fishman  now  has 
told  his  board  that  the  bidding  system 
won’t  be  ready  untiljan.  12  at  the  earliest, 
though  the  discounts  will  be  retroactive  to 
Jan. 1. 


That’s  a  move  that  has  carriers  rum¬ 
bling  in  discontent,  while  user  groups 
moan  about  a  pending  increase  in  the 
monthly  subscriber  line  charge  on  phone 
bills  to  pay  for  all  this. 

I’m  sure  you  can  see  the  multiple  time 
bombs  here.  Because  the  FCC  has  author¬ 
ity  over  carriers  and  not  over  computer 
hardware  and  software  vendors,  it 
ordered  discounts  on  Internet  access,  not 
PCs  and  servers.  But  no  one  has  given  any 
thought  to  the  other  big  cost  involved: 
people.  If  Fortune  500  companies  are  hav¬ 
ing  troubled  hiring  Novell-  and  Microsoft- 
certified  technicians,  who’s  going  to  be 
there  to  fix  the  network  connection  when 
it  breaks  in  Mrs.  Throttlebottom’s  third- 
grade  class?  And  the  whole  concept  of 
pilot  programs,  beta  testing  and  version 
upgrades  seems  to  be  totally  foreign  to  the 
E-rate  advocates.  A  nationwide  electronic 
commerce  system  for  bidding  on  local 
school  contracts  is  going  to  emerge  full¬ 
blown  on  the  World  Wide  Web  on  Jan.  12 
with  infinite  scalability,  low  latency,  flaw¬ 
less  downlinks  and  uplinks  to  relevant 
databases?  Give  me  a  break. 

Systems  integrators,  rev  up  your 
engines.  It  could  be  time  for  a  visit  to  FCC 
Chairman  Bill  Kennard  if  this  whole  thing 
falls  into  chaos. 


Rohde  is  Network  World ’s  senior  editor  of 
Carriers  &  ISPs.  He  can  be  reached  at 
david_rohde@nww.  com. 
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http://www.ittnss.com/itt/gigapath.html 


Gigapath  is  the  world  s  first  Gigabit  Ethernet  cabling  system. 
That  means  you  can  now  have  IGbps  to  the  desk  over  copper 
with  all  current  protocols  supported.  And  because  GigaPath  is 
a  100%  end-to-end  tested  cabling  system  developed  by  ITT, 
you  have  the  essential  comfort  of  knowing  that  it  comes  with  a 
full  lifetime  system  guarantee  incorporating  a  protocol 
guarantee  for  whatever  you  choose  to  run  your  IGbps  network. 


Zero  risk  from  the  hub  to  the  desk  -  no  one  else  can 
guarantee  this. 

You  can  find  out  more  about  our  GigaPath  cabling  system  by 
visiting  our  web  site,  but  if  you’d  like  to  see  a  GigaPath  System 
presentation  and  demonstration  or  to  receive  an  information 
package  or  our  GigaPath  System  quarterly  updates,  please  call  or 
write  to  us  at  the  address  below. 


ITT  Cannon 

NETWORK  SYSTEMS  &  SERVICES 


61  Broadway,  Suite  2710,  New  York,  NY  10006.  Tel:  212  482  5627  Fax:  212  785  6668  http://www.ittnss.com 


without 


Circle  Reader  Service  #24 


mSb  w 


can  you 
lighten 
>ad? 


!\%  'i 

L _  1! 

' "  '  ■  WBM 

''i 

e-business 


IBM.  the  e-business  logo,  Deep  Blue  and  Solutions  for  a  small  planet  are  trademarks  ot  International  Business  Machines  Corporation  in  the  United  States  and/or  other  countries.  Other  company,  product  and  service  names  may  be  trademarks  or  service  marks  of  others.  ©  1997  IBM  Corp. 


HOW  TO  HANDLE  FIFTY  MILLION 
UNEXPECTED  GUESTS. 


The  only  thing  faster  than  word-of-mouth  advertising  is  word- of- e-mail 
advertising.  A  positive  reputation  in  cyberspace  can  bring  you  millions  of  new 
customers;  a  bad  rap  spreads  ill  will  at  the  speed  of  light. 

When  you  start  sending  millions  of  customers  at  a  time  to  your  Web  site  to 
do  more  than  browse,  you  have  to  be  concerned  about  the  quality  of  their  experience. 
Too  much  demand,  and  the  performance  of  your  Web  site  can  slow  to  an  annoying 
crawl  (this  is  bad).  Way  too  much  demand,  and  users  wont  be  able  to  connect  at  all 
(this  is  terrible),  e-business,  after  all,  is  about  interactivity  -  buying,  selling,  customer 
service,  etc.  -  and  if  customers  can’t  get  through,  they  can’t  interact. 

This  is  why  scalability  is  a  major  issue  for  any  business  thinking  seriously 
about  becoming  an  e-business.  Scalability  is  simply  the  ability  to  easily  increase  the 
capacity  of  your  Web  site  -  to  handle  more  visitors  or  unexpected  spikes  in  volume. 

IBM  designs  scalability  into  all  our  Web  technology  -  hardware  and  software. 
So  if  your  site  gets  100  million  hits  when  you  expected  only  50  million,  you  can  adapt 
quickly.  As  we’ve  done  with  some  of  history’s  most  heavily  trafficked  Web  sites:  the 
1996  Atlanta  Olympic  Games  (189  million  hits/17  days);  the  U.S.  Open  Tennis 
Championships  (70  million  hits/14  days)  and  Deep  Blue™  (74  million  hits/9  days). 

Scalability  is  just  one  e-business  problem  we  can  help  you  solve.  We’ve 
helped  thousands  of  businesses  move  their  core  processes  to  the  Web  to  lower  costs, 
improve  customer  service  and  actually  sell  things.  To  keep  up  with  the  latest  IBM 
solutions,  bookmark  www.ihm.com/e-business.  Or  call  us  at  1 800  IBM  7080,  ext.  NC33. 


Solutions  for  a  small  planet™ 


eck  it  out  for  yourself.  Only  one  company- 
eck  Point  Software  Technologies-can  answer 
5  to  all  these  questions. 


That’s  why  Check  Point  FireWall- 1  is  the 

"  ’  •  •  • 

market  leader  in  network  security  and  VPN 

'  '  ■  •  ' 

.  solutions,  providing  secure  enterprise 
connectivity  to  thousands  of  organizations  worldwide 
Visit  the  one  and  only  source  for  complete 
Internet,  intranet  and  extranet  security  and  register 
today  for  your  free  “Guide  to  Enterprise  Security” 

at  www.clieckpoint.coni/guide 
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Check  Point 

Software  Technologies  Ltd, 
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From  the  Editor 

It  only  seems  appropriate  that 
in  closing  1997,  our  first  full  year 
of  publishing  IntraNet,  we  take  a 
look  at  the  stature  of  corporate 
Webs  today. 

When  we  launched  our  inau¬ 
gural  issue  in  June  1996,  we  faced 
a  challenge  finding  formal  intra¬ 
net  activities  in  any  but  the  most 
technically  inclined  companies. 
Most  businesses  hadn’t  yet  figured 
out  that  they  could  tap  Web  tech¬ 
nologies  for  internal  operations. 

Times  certainly  have  changed. 
Most  good-sized  companies  today, 
no  matter  the  industry,  have  an 
internal  Web. 

But  I’m  not  sure  that  anyone  — 
even  companies  that  were  en¬ 
trenched  in  TCP/IP  and  the 
Internet  a  year  and  a  half  ago  — 
could  have  foretold  the  shape  of 
intranets  today. 

Some  companies  run  hundreds, 
if  not  thousands,  of  Web  servers 
and  hold  browser  licenses  for  tens 
of  thousands  of  users.  The  num¬ 
ber  of  static  intranet  pages  mounts 
daily,  with  some  companies  host¬ 
ing  a  million  or  more.  And  that 
doesn’t  take  into  account  the 
number  of  pages  created  on  the 
fly  in  response  to  users  submitting 
queries  to  back-end  databases. 

As  the  increasingly  dynamic 
nature  of  intranets  shows,  applica¬ 
tions  are  maturing  rapidly,  too.  In 
the  past  year  and  a  half,  we’ve 
charted  the  progression  of  intra¬ 
nets  from  their  initial  use  as  a 
means  of  disseminating  informa¬ 
tion  to  a  way  of  bettering  business 
by  sharing  knowledge  among 
employees,  business  partners  and 
customers. 

1998  is  sure  to  usher  in  another 
round  of  changes,  as  companies 
hone  their  intranets  to  support 
business  objectives.  I’m  looking 
forward  to  your  stories  of  Web- 
based  collaborative  teamwork, 
workflow  enhancements,  transac¬ 
tion  processing  and  other  business¬ 
enhancing  intranet  applications. 

—  Beth  Schultz,  executive  editor 
(bschultz@nww.com) 


Visit  our  cyberguide 
to  online  Intranet  ...  Wojid 
resources. 
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Coffee  with  VINNIE 

Percolating  interest  in  the  company  Web  remains  a  challenge  for  intranet  team  members  at 
Volkswagen  of  America,  Inc.  To  brew  up  excitement  about  their  intranet,  named  VINNIE,  they’ve 
turned  to  periodic  cybercafes. 


CGI  chugs  away 

The  Common  Gateway  Interface  may  not  always  be  used  for  the  snazziest  of  Web  applications, 
but  it  gets  the  job  done.  Intranet  managers  still  find  a  lot  of  life  in  CGI  programs,  particularly 
for  querying  databases  and  filling  forms  with  data. 

A  pushy  fellow 

Delivering  the  right  information  to  the  right  person  at  the  right  time  is  the  mission  driving 
“push”  product  vendor  DataChannel,  Inc.  In  this  Q8cA,  CEO  Dave  Pool  tells  us  why  every  intranet 
needs  a  little  push  and  how  companies  can  better  pull  together  useful  information. 


Hot  Links  9 

Your  virtual  connection  to  newsbits,  opinion,  insight, 
humor  and  other  marginalia  from  planet  intranet. 

Handbook:  Dynamic  HTML  10 

Intranet  builders  anxiously  awaiting  this  next- 
generation  HTML  better  temper  their  enthusiasm.  A 
standards-based  version  might  not  be  coming  for  at  least 
another  year  as  the  World  Wide  Web  Consortium  hammers 
out  the  differences  between  Microsoft  Corp.’s  and  Netscape 
Communication  Corp.’s  implementations. 

Ask  Dr.  IntraNet  10 

This  month  the  doctor  advises  how  to  set  up  directory  struc¬ 
tures  for  Microsoft’s  FrontPage  in  NT  and  how  to  reduce  the 
amount  of  IP  broadcast  traffic  on  intranets. 


Product  Watch:  Java  tools  perk  up  12 

The  latest  batch  of  Java  application  development  tools, 
complete  with  support  for  objects  and  other  nifty  features, 
makes  custom  coding  far  less  onerous. 

Review:  Netiva  Software’s  Netiva  16 

Netiva’s  use  of  proprietary,  non-Java  code  knocks  the  tool 
off  target  in  the  active  market  for  visual  database  develop¬ 
ment  products. 

IntraVert:  Reducing  stress  and  keep¬ 
ing  your  staff  27 

Columnist  Mark  Gibbs  proposes  these  basic  rules  for  keep¬ 
ing  the  intranet  and,  by  default,  company  employees  stress- 
free:  Know  what  data  is  coming  in.  Direct  where  the  data 
goes.  Control  what  information  is  extracted  from  the  data. 


IntraNet  is  a  supplement  to  Network  World  published  by  International  Data  Group  of  Boston.  Network  World,  161  Worcester  Road,  Framingham,  MA 
01701.  Phone:  (508)  875-6400,  Fax:  (508)  820-3467,  E-mail:  nwnews@nww.com. 


V  - 


.  me- '  ■  Jfe 

*.  Nuinber  la  ^ 


?■  tgljiS;  ‘  aSfcfij 


Moving  to  a  million  n 

As  intranets  hurtle  toward  a  mhjfon  pages  of  content,  their  managers 
face  some  mighty  technical  afid  administrative  challenges.  Here’s  a 
look  at  how  some  intranet  managers  handle  the  task  of  running  huge 
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and  hugely  popular  internal  Webs. 
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After  all,  this  was  one  of  our  test  sites. 


No  one  has  more  experience  in  Internet  security  than 
GTE  Internetworking,  a  newly  formed  company  which  joins 
the  forces  of  GTE  and  BBN.  We’ve  developed  highly 
secure  networks  for  the  Department  of  Defense  and  the  U.S. 
Treasury.  And  now  our  security  experience  is  open  to  you. 

For  example,  through  our  partnerships  with  the 
government  we’ve  learned  it’s  not  enough  to  simply 
connect  a  firewall  to  your  existing  network.  It  has  to 


be  rigorously  monitored  to  be  truly  bullet-proof.  GTE 
Internetworking  Site  Patrolsu  managed  security  service  gives 
your  business  24-hour  expert  protection,  365  days  a  year. 

Considering  the  climate  of  business  today,  treating 
your  information  as  anything  less  than  a  matter  of  national 
security  just  isn’t  enough. 

To  find  out  more,  call  us  at  800.472.4565,  or  visit 
us  at  www.internetworking.gte.com. 


INTERNETWORKING 

POWERED  BY  B  B  N“ 


Circle  Reader  Service  #  5 


Presented  by 
Cathy  Gadecki, 
TeleChoice,  Inc. 


1998 

SEMINAR  TOUR 

2/11  Boston,  MA 
2/12  New  York,  NY 
3/3  Dallas,  TX 
3/4  Chicago,  IL 
3/17  Washington,  DC 
3/19  Atlanta,  GA 
4/8  Newport  Beach,  CA 
4/9  San  Francisco,  CA 


SEMINAR  OVERVIEW 


As  a  network  IS  professional,  your  end-users  are  continuously 
finding  new  ways  to  leverage  your  network  for  business 
advantage.  The  resultant  traffic  load  is  rapidly  pushing  l_AN 
and  WAN  backbones  to  the  breaking  point.  At  the  same  time 
you  are  struggling  to  support  the  high  QoS  demanded  by  new 
applications  such  as  web  browsing,  desktop  conferencing  and 
collaborative  groupware. 
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TECHNICAL  SEMINARS 


Discovering  How  ATM 
Fits  In  i  *  Neti  ork 


ATM  was  designed  to  meet  the  specific  networking  challenges 
of  more  bandwidth  and  differentiated  quality.  It  provides  a 
flexible  infrastructure  for  building  your  LAN  and  WAN 
backbone.  ATM  also  boasts  one  of  the  most  complete  sets  of 
standards  with  a  full  complement  of  specifications  for 
interoperating  with  legacy  networks.  And,  it’s  here  today. 


ATM  Integration:  Discovering  How  ATM  Fits  In  Your 
Network  is  designed  to  help  you  discover  ATM’s  fit  into  your 
local  and  wide  area  network  architecture.  ATM  Integration 
explores  the  capabilities  and  benefits  of  ATM  and  carefully 
examines  its  interoperability  with  multiple  legacy  environ¬ 
ments  including  ethernet,  token  ring,  FDDI,  frame  relay,  voice 
and  IP. 


The  seminar  is  taught  by  leading  ATM  expert  Cathy  Gadecki 
of  TeleChoice,  Inc.  Cathy  is  co-author  of  the  popular  ATM  For 
Dummies ®  from  IDG  Books  Worldwide  with  over  10,000  copies 
sold  in  its  first  six  months.  You  will  learn  more  about  ATM,  its 
uses,  alternatives  and  criteria  for  evaluating  ATM  vendors. 

You  will  leave  the  seminar  with  the  information  needed  to 
help  you  decide  whether  to  and  how  to  implement  ATM  in 
your  own  enterprise  network. 


REGISTER  AND  YOU  WILL  RECEIVE  .  .  . 


THE  TOP  13  THINGS  YOU  WILL 
LEARN  AT  THIS  SEMINAS . . . 


1.  Understand  how  ATM  can 
interoperate  with  various  existing 
networks,  including  ethernet, 
token  ring,  FDDI,  frame  relay, 
voice  and  IP. 

2.  Learn  how  other  users  have 
implemented  ATM,  and  how  they 
justified  the  change. 

3.  Obtain  a  list  of  questions  and 
checkpoints  for  evaluating  ATM 
vendors. 

4.  Find  out  how  you  can  use  ATM 
as  the  backbone  for  your  existing 
ethernet  and  token  ring  LANs 
and  increase  server  throughput. 

5.  Explore  how  you  can  use  ATM  in 
your  WAN  to  unplug  your  frame 
relay  bottlenecks  and  increase 
Internet  connection  speeds. 

6.  Uncover  the  facts  on  using  ATM 
to  carry  voice  traffic. 


7.  Investigate  practical  strategies 
for  transitioning  your  current 
network  to  a  LAN  or  WAN  ATM 
backbone. 

8.  Compare  and  contrast  ATM  to 
other  solutions  for  the  campus 
and  wide  area  networks. 

9.  Learn  three  ways  to  send  IP 
traffic  over  an  ATM  network. 

10.  Discuss  options  for 
implementing  ATM  as  a  LAN 
backbone. 

1 1 .  Gain  perspective  on  the 
advantages  and  disadvantages 
of  ATM. 

12.  Develop  an  understanding  of 
ATM  jargon. 

13.  Find  out  what  you  can  expect 
from  future  ATM  equipment  and 
services. 


■  Comprehensive  Seminar  Workbook 

■  Complimentary  copy  of  best-selling 

ATM  For  Dummies ®,  co-authored  by  seminar 
presenter  Cathy  Gadecki 

■  Exclusive  Network  World  ATM  Resource  CD-ROM 

■  Luncheon  and  break  refreshments 

■  Opportunity  to  visit  with  leading  ATM  vendors 


■  All  of  the  above  included  in  your  $450  registration  fee 

(Save  with  our  new  team  discounts  for  two  or  more  attendees!) 


Note:  If  you  can’t  attend,  order  this  informative  and  useful  attendee 
materials  kit  for  just  $99.00! 


Automated  fax-back  information  available  by  calling  (800)756-9430.  Code  #70 


Register  today  for  the  seminar  nearest  you! 

(800)643-4668  •  www.nwfusion.com/seminars 


SPONSORED  BY; 


St  Kentnox 


The  Network  Access  Company” 


AT&T 

)T6L€MATICS 


Lucent  Technologies 

Bell  Labs  Innovations 


MCI 


Sprint 


We  help  your  business  do  more  business- 


If  you  are  interested  in  sponsorship  opportunities,  please  call  508/820-7520. 
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ISPs  usher  in  electronic  commerce 

o  . 

Business-to-business  electronic  commerce  M  ^  £ 
may  get  a  little  easier  with  the  help  of  your  Internet  service 
provider,  according  to  a  recent  report  from  market  research 
firm  ActivMedia,  Inc.  (www.activmedia.com). 

The  firm,  in  Peterborough,  N.H.,  found  that  40%  of  ISPs 
offer  electronic-commerce  hosting  services  and  another 
17.6%  soon  will  bring  such  offerings  online.  The  goal  is 
to  make  it  easier  for  businesses  to  offer  online  transaction 
processing. 

ActivMedia  also  found  that  online  sales  average  $999  per 
transaction.  Although  that  amount  includes  some  consumer 
purchases,  it  indicates  that  buyers  are  becoming  less  con¬ 
cerned  about  the  security  of  online  purchasing. 


Mature  intranet  mindset 

Think  intranet  applications,  not 
intranet. 

That’s  the  mantra  research  firm 
Nextera  Enterprises  LLC  would 
have  you  recite  to  get  into  the  right 
frame  of  mind  regarding  the  compa¬ 
ny  Web.  As  such,  it’s 
the  message  the  Lex¬ 
ington,  Mass.,  firm 
delivers  in  its  recent 
report,  “Adding  Value 
Through  Intranet 
Applications.’’ 

Probing  into  the  use 
of  technology  for 
knowledge  manage¬ 
ment,  Nextera  consul¬ 
tants  learned  that  peo¬ 
ple  tend  to  think  of  an  intranet  pri¬ 
marily  as  a  single  utility,  says  Ron 
Bohlin,  chief  operating  officer. 

“People  were  focusing  on  the 
connectivity  of  the  intranet  rather 
than  on  what  it  did.  We  saw 
intranets  more  as  applications 
of  the  technology,  so  we  were 
interested  in  the  different  ways 
people  were  taking  advantage  of 
the  technology  to  reach  business 
objectives,”  Bohlin  says. 


Among  the  primary  conclusions 
Nextera  drew  from  its  research  are: 

•  Intranets  typically  start  with 
information  dissemination,  then 
evolve  to  meet  specific  objectives 
and  complex  functions,  such  as  col- 
_  laborative  work. 

•  The  intranets  regarded 
as  having  the  greatest 
business  impact  tend  to 
have  their  objectives, 
intended  users,  informa¬ 
tion  content  and  capabili¬ 
ties  clearly  defined. 

•  Content  management  is 
seen  as  the  most  significant 
initial  issue  to  deal  with. 

•  Few  companies  have 
much  technical  difficulty  in  imple¬ 
menting  or  maintaining  intranets 
once  the  network  infrastructure 
is  in  place. 

•  As  much  attention  must  be 
given  to  management  and  organiza¬ 
tional  issues  as  to  the  technology. 

The  Nextera  report  is  available 
for  $895  at  www.nextera.com  or  by 
calling  (781)  860-9465.  The  company 
also  plans  an  updated  version  some¬ 
time  next  quarter. 


Swapping  knowledge 

Does  KPMG  Peat  Marwick ’s  browser  change  reflect  company  personality  ? 

The  adage  “It’s  not  what  you  know,  it’s 
who  you  know”  apparently  applies  to  intra¬ 
nets  —  at  least  at  KPMG  Peat  Marwick  LLP. 

The  New  York  consulting  firm  recently 
dropped  its  commitment  to  use  Netscape 
Communications  Corp.’s  Navigator  browser, 
instead  issuing  Microsoft  Corp.’s  Internet 
Explorer  to  its  80,000  users.  The  technology 
changed  when  the  firm’s  personnel  did. 

Under  former  Chief  Technology  Officer 
Allan  Frank,  KPMG  Peat  Marwick  was 
anchoring  an  existing  groupware  product 
with  Netscape  servers  on  its  intranet  and 
running  Navigator  on  desktops  (“Harvest¬ 
ing  knowledge,”  January,  page  31).  Frank  left  in  January  —  days  after  giving 
Netscape  the  contract  —  to  start  a  knowledge  management  consulting  group. 

Frank’s  departure  opened  a  seat  for  Microsoft,  said  sources  at  the  software 
giant.  Frank  wouldn’t  sway  its  way,  but  Chief  Operating  Officer  Roger  Siboni  did. 

Microsoft  sweetened  the  deal  beyond  Netscape’s  means  by  investing  in  KPMG 
Peat  Marwick’s  technical  consulting  organization.  Such  a  pairing  helps  Microsoft, 
which  needs  to  provide  systems  engineer-level  consulting  to  capture  enterprise 
accounts  and  move  beyond  its  early  desktop  orientation. 

In  a  recent  interview  with  IntmNet,  Siboni  spoke  of  a  knowledge  organization’s 
need  to  deal  with  “the  alignment  of  knowledge  management  into  strategy  and  to 
make  a  cultural  transformation  when  necessary”  (“Knowing  it  all,”  August,  page 
17).  That  apparently  means  swapping  browsers,  too. 


Allan  Frank  (left)  gave  KPMG  Peat  Marwick’s 
browser  business  to  Netscape  when  he  was 
the  firm’s  chief  technology  officer.  Roger  Si¬ 
boni,  chief  operating  officer,  decided  Microsoft 
deserved  the  business  instead. 


Tips  for  serving  a  tough  user  base 

Novell’s  superintranet  survives  Comdex. 

The  massive  Comdex/Fall  ’97  trade  show  held  in  Las 
Vegas  has  come  and  gone,  but  the  memory  of  its  intranet 
lives  on. 

Bay  Networks,  Inc.,  Compaq  Computer  Corp.  and 
Novell,  Inc.  joined  forces  to  build  an  intranet  that  would 
serve  information  to  the  300,000  or  so  users  attending 
the  show.  The  intranet,  named  Connecting  Points,  ran 
Novell  Directory  Services,  GroupWise,  IntranetWare  and 
BorderManager  on  Compaq  ProLiant  servers  and  work¬ 
stations.  Bay  Networks  hubs  and  switches  handled  the 
traffic  flow. 

Connecting  Points  handled  more  than  five  million 
messages  during  the  week  of  Comdex,  says  Novell’s 
Randy  McDonald,  who  was  technical  marketing  director 
for  the  intranet. 

McDonald  took  away  a  few  lessons  tram  his  experi¬ 
ence.  They  are: 

e  Have  plenty  of  backup  and  redundancy, 
e  Use  frequent  caching  to  speed  processes, 
e  Plan  ahead. 

•  Consider  your  environment:  Make  sure  you  can  keep 
equipment  cool  and  protected. 

e  Pick  strategic  partners  that  will  help  optimize  the 
equipment. 

•  Try  to  prepare  for  all  the  what-ifs. 
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Dynamic  HTML  is  supposed  to  liven  Web  pages  by  allowing  code  already  running  in  browsers  to  interact  With  HTML.ajmi»i etf 
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Dynamic  HTML:  A  useful 


standard  remains  elusive 


BY  TIM  BRAY 


hen  we  started  hearing  about  dynamic 
HTML  approximately  a  year 
ago,  industry  watchers  were 
amused  by  all  the  vendor 
hoopla. 

Why?  Because  the  two  leading 
browser  vendors,  Microsoft  Corp. 
and  Netscape  Communications 
Corp.,  couldn’t  even  agree  whether 
to  capitalize  the  “D”  in  “dynamic,” 
let  alone  anything  else. 

In  recent  months,  however,  the  vendor  noise 
has  died  down  and  dynamic  HTML  is  maturing, 
albeit  slowly. 

Why  browsers  are  boring 

Intranet  builders  who  are  trying  to  make 
their  Webs  faster,  smarter  and  better  are  excited 
about  the  potential  of  dynamic  HTML  —  it 
should  be  a  considerable  weapon  in  the  fight  to 
conquer  browser  boredom. 

The  browser  boredom  problem  exists 
because  Web  pages  mostly  just  stay  still.  Today’s 
Web  pages  don’t  interact  like  a  spreadsheet  or 
word  processor  display  or  even  a  $29.95  video 
game.  Users  want  pages  that  are  more  interac¬ 
tive,  animated,  interesting  and,  in  a  word, 
dynamic. 

Today’s  browser  enhancing  technologies, 
such  as  Java,  JavaScript,  JScript  and  ActiveX, 
aren’t  enough.  Sure,  you 
can  write  a  Java  applet  or 
an  ActiveX  Control  and 
load  it  into  a  Web  page, 
but  in  that  code,  you 
can’t  access  or  change  the 
rest  of  the  page  contents. 

Can  you  sort  the  rows  of  a 
table?  No.  Validate  user 
input  against  a  local  data¬ 
base?  No.  Generate  a 
dynamic  table  of  con¬ 
tents?  No.  Turn  text  red 
when  the  mouse  is  over  it?  No. 

And  while  you  can  achieve  some  visual  effects 
with  JavaScript,  you  have  to  program  it  twice, 
because  the  Netscape  and  Microsoft  implemen¬ 
tations  are  incompatible.  And  while  you  can 
construct  whole  user  interfaces  with  Java,  it  is 
just  too  hard.  Dynamic  HTML  attempts  to  solve 
these  problems. 

Just  the  facts 

Dynamic  HTML  is  about  making  the  con¬ 
tents  of  Web  documents  accessible  to  scripting 
languages  so  HTML  documents  can  modify 
themselves  or  be  modified  by  external  or 
embedded  programs.  It’s  a  modified  form  of 
HTML  combined  with  Cascaded  Style  Sheets 


Go  online  for  more  information  on  dynamic 
HTML,  including: 

•  Microsoft’s  and  Netscape’s  dynamic 
HTML  documentation 

•  Information  on  the 
W3C’s  DOM  standai 

•  XML  examples 

www.nwfusli.com 


(CSS)  and  the  Extensible  Markup  Language 
(XML). 

Unfortunately,  dynamic  HTML  implementa¬ 
tions  from  Netscape  and  Microsoft  differ  signifi- 
candy.  I  haven’t  seen  a  single  example  of  code 
that  will  do  anything  interesting  with  either  of 
them.  Oversimplifying  immensely,  one  could 
say  that  the  Netscape  version  of  dynamic  HTML 
is  cleaner  but  that  the  Microsoft  implementa¬ 
tion  does  more. 

The  Netscape  version  is  JavaScript  oriented. 
This  both  limits  it,  in  that  there’s  no  obvious 
way  to  use  it  from  a  Java  applet  or  from  C++ 
code,  and  clarifies  it,  in  that  every  function  has 
a  straightforward  definition. 

The  Microsoft  version  is  a  fairly  large  API 
library,  giving  access  to  most  parts  of  a  page  and 
to  its  associated  CSS  information.  It  can  be  used 
from  C++,  Java,  JavaScript  and,  of  course, 
ActiveX,  OLE  and  Visual  Basic  for  applications. 

Microsoft’s  dynamic  HTML  has  a  feel  that 
will  be  familiar  to  Visual  Basic  veterans  and 
abhorrent  to  those  who  don’t  share  the 
Microsoft  API  design  approach.  It  also  has  the 
feel  of  pulling  together  the  result  of  a  half 
dozen  design  efforts. 

There  are  some  things  you  can  do  nicely  in 
both  flavors  of  dynamic  HTML  —  with  a  differ¬ 
ent  syntax  for  each.  For  this  reason,  I  advise 
Web  designers  in  general  not  to  invest  too 
much  time  and  effort  in 
dynamic  HTML  —  yet.  It’s 
unacceptable  that  Microsoft 
and  Netscape  are  marketing 
incompatible  versions  for 
something  this  important. 

Of  course,  on  an  intranet, 
you  might  decide  that  since 
you  control  the  environ¬ 
ment,  it  is  worth  jumping  in 
early. 

For  the  world  at  large,  the 
World  Wide  Web  Consor¬ 
tium  (W3C)  is  working  on  a  standard,  called 
the  Document  Object  Model  (DOM),  to  make 
dynamic  HTML  real  and  interoperable.  Nobody 
can  develop  standards  as  fast  as  Microsoft  and 
Netscape  can  build  products,  but  the  W3C  is 
quite  a  bit  faster  than  older  standards  organiza¬ 
tions  such  as  the  International  Standards 
Organization  and  the  Internet  Engineering 
Task  Force. 

In  fact,  the  DOM  activity  group  already  has 
produced  the  first  draft  of  its  work.  Although 
it’s  just  an  early  draft,  the  document  gives  a  feel 
for  what  the  dynamic  HTML  of  the  future  will 
be  like.  The  W3C  intends  for  it  to  cover  CSS, 
HTML  and  XML.  Microsoft  and  Netscape  are 
participating  in  the  standards  process. 


Please  step  in  and  lie  dozen,  Steve  Blass  is  in  for  cl  . . 
sulfations.  He  understands  the  strains  felt  by  people 
oping  and  managing  intranets.  Send  your  problems  to 
dr.  intranet@paranet.  com. 

Is  there  a  way  to  set  up  directory  struc¬ 
tures  for  Microsoft  Corp.’s  FrontPage  in  NT, 
giving  appropriate  and  specific  permissions 
to  each  Web  author’s  target  directory? 

Via  the  Internet 

Letting  multiple  authors  securely  pub¬ 
lish  their  own  portions  of  the  Web  through 
Frontpage  poses  quite  a  challenge.  Instead, 
you  could  let  a  Webmaster  place  content. 

Publishing  a  Web  with  FrontPage  cre¬ 
ates  a  subdirectory  for  the  files  in  the  Web 
server’s  root  directory.  Tou  can  create,  but 
not  nest,  multiple  Webs.  This  means  you 
get  just  one  layer  of  subdirectories. 

Losing  directory  hierarchy  wouldn’t  be 
so  bad  if  FrontPage  controlled  publishing 
access  independently  for  each  Web,  but 
access  privileges  are  inherited  from  the 
server’s  top-level  Web.  Accomplishing  your 
task  would  require  separate  Web  services 
on  different  port  numbers  using  unique 
server  root  directories. 

While  it  might  be  easier  to  trust  depart¬ 
mental  Webmasters,  you  can  run  multiple 
copies  of  FrontPage’s  personal  Web  server 
and  use  port  numbers  in  your  links.  Follow 
these  steps  for  each  department: 

•  Copy  /FrontPage  Webs/Server/conf/*  .cnf 
to  a  new  server  root  directory. 

•  Edit  httpd.cnf  in  this  directory  to  show 
the  new  port  number. 

•  Edit  srm.cnf  to  show  the  new  ServerRoot. 

•  Run  vhttpd32  -f/<newServerRoot>/oanJ7 
httpd.cnf. 

•  Install  the  FrontPage  Web  server 
extensions. 

On  boot  up,  my  Sun  Microsystems,  Inc. 
machine  sets  up  a  broadcast  address.  What 
is  that  and  how  can  I  use  it  to  make  my 
intranet  work  smarter? 

Via  the  Internet 

A  broadcast  address  is  made  up  of  an  IP 
address’  network  part  and  a  host  part  of  all 
ones.  The  corresponding  subnet  mask  is  a 
network  part  of  all  ones  and  a  host  part  of 
zero.  This  address  represents  all  devices  on 
the  broadcast  network,  and  each  of  these 
devices  processes  every  broadcast  packet. 

You  can  make  your  intranet  work 
smarter  by  aligning  broadcast  addresses 
and  subnet  masks  with  physical  broadcast 
domains  and  routing  boundaries  to  mini¬ 
mize  the  amount  of  packet  processing. 

Blass  is  a  network  architect  at  Houstorirbased  Sprint 
Paranet,  a  distributed  computing  systems  services  provider. 
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y  one  year  away. 
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Beyond  HTML 

Since  the  Web  has  been  overwhelm¬ 
ingly  based  on  HTML,  when  the  time 
came  to  make  it  dynamic  most  people 
assumed  this  meant  building  interfaces 
to  HTML.  But  as  soon  as  programmers 
get  a  view  into  the  guts  of  an  HTML 
page,  some  problems  become  apparent. 

For  an  example,  point  your  browser 
at  www.amazon.com  and  do  a  search 
for  Homer’s  Odyssey.  You’ll  get  a  nice 
listing  of  52  available  edidons.  For 
each,  Amazon  provides  useful  informa- 
don  such  as  the  publisher,  translator, 
price,  how  long  delivery  takes,  and 
whether  the  edidon  comes  as  a  book  or 
an  audiocassette. 

This  would  be  a  wonderful  page  to 
make  dynamic  —  browsers  could  sort 
the  entries  so  you  could  see,  for  exam¬ 
ple,  which  edidons  on  audiocassette 
are  available  quickly.  But  the  HTML 
version  of  this  page  (do  a  View  Source 
to  see)  is  simply  HTML  code,  as  shown 
for  this  listing:  <bxahref=”/exec/ 
obidos/ISBN=0674995627/7194- 
4397031-075274”>Homer  :  The 
Odyssey  :  Books  13-24  (Loeb  Classical 
Library,  No  105)  Vol  2</a></b>  er,  et 
al  /  Hardcover  /  Published  1995  <br> 
Our  Price:  $18.95. 

If  you’re  a  programmer  and  wanted 
to  sort  this  by  price  and  publishing 
date,  you’d  have  to  write  code  to  pick 
the  listing  apart,  figure  out  (based  on 
the  word  “Published”  and  the  dollar 
sign)  where  the  price  and  date  were 
and  then  do  your  work. 

This  programming  task  is  a  lot  more 
difficult  than  it  should  have  to  be,  and 
where  XML  fits  in  (see  IntraNet,  June, 
page  10). 

This  example  demonstrates  most  of 
the  important  things  about  XML:  You 
can  invent  your  own  tags,  but  you  have 
to  be  really  careful  about  balancing 
your  begin  and  end  tags.  XML,  unlike 
HTML,  doesn’t  predefine  any  tags;  you 
make  your  own.  For  a  browser  to  dis¬ 
play  XML,  it  will  need  CSS  or  another 
style  sheet. 

Here’s  an  XML  version  of  the  same 
Amazon  listing:  <recordxbookhref=”/ 
exec/obidos/ISBN=0674995627/ 7 1 94- 
439703 1-075274”>  <author>Homer</ 
author>  <titie>The  Odyssey  :  Books  13- 
24</dde>  <publisher>Loeb  Classical 
Library</publisher>  <pubnum>No  105 
Vol  2</pubnumx/book>  <shiptime2- 
3  days</shiptime>  <format>Hardcover 
</formatxpubdate> 1 995</pubdate> 
<price>$18.95</pricex/record>.  If 
you  want  the  price,  you  simply  find  the 
<price>  tag,  for  example. 

This  kind  of  program  is  easy  to  write 
and  efficient  to  run.  It’s  also  more 
robust. 

Again,  keeping  with  this  example, 
Amazon  probably  changes  the  look 
and  feel  of  its  display  regularly.  This 
would  break  your  code  if  you  were 
working  with  raw  HTML.  With  XML,  it 
can  change  the  display  as  much  as  it 
wants.  As  long  as  you  keep  using 
<price>  and  <pubdate>,  your  code  will 
continue  to  work. 


The  point  is:  The  DOM  will  be  use¬ 
ful  with  HTML,  but  it’ll  be  wonderful 
with  XML. 

A  cautionary  word 

There  is  good  reason  to  think  we  are 
at  least  a  year  from  having  a  widely 
deployed,  vendor-neutral  DOM.  First  of 
all,  the  task  of  sawing  off  the  differences 
between  the  Netscape  and  Microsoft 


world  views  is  going  to  be  politically  dif¬ 
ficult,  given  their  competitive  stance 
and  the  size  of  programmers’  egos. 

Second,  APIs  are  hard  to  get  right, 
even  when  everyone  agrees. 

Third,  browsers  are  big,  complicated 
programs.  It’ll  take  vendors  a  while  to 
implement  whatever  the  DOM  commit¬ 
tee  comes  up  with.  It  will  then  be 
another  while  before  those  releases  get 


out  there  onto  users’  desktops.  In  fact, 
by  the  time  the  DOM  is  ubiquitous, 
everyone  may  have  forgotten  the  hub¬ 
bub  over  dynamic  HTML. 

Bray  has  a  consulting  practice,  Textual- 
ity,  in  Vancouver,  B.  C.  He  can  be  reached 
by  phone  at  (604)  708-9592,  by  e-mail  at 
tbray@textuality.com  or  on  the  Web  at 
www.  textuality.  com. 
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BY  MARK  GIBBS 


dding  serious  business  applications  to 
an  intranet  usually  requires  writing 
custom  code.  That  task  is  becoming 
less  onerous  for  developers  working 
with  Java,  thanks  to  a  new  crop  of 
application  development  tools. 

For  example,  SunSoft,  Inc.,  a  divi¬ 
sion  of  Sun  Microsystems,  Inc., 
recently  released  Java  Studio,  a 
graphically  based  integrated 
development  environment  for 
building  applications  from  Java 
applets  and  JavaBeans. 

Java  Studio,  an  object-assembly 
system,  lets  developers  create  applications 
without  programming.  The  system  features  a 
window  for  viewing  and  testing  applications 
and  comes  with  a  set  of  JavaBeans  that  provide 
functional  building  blocks. 

Developers  can  add  and  export  JavaBeans. 
These  capabilities  simplify  application  design 
and  allow  for  code  reuse.  Java  Studio  runs 
under  the  Sun  Solaris  and  Microsoft  Corp. 
Windows  95  and  NT  operating  systems. 

SunSoft  offers  Java  Workshop  for  those 
developers  who  want  to  get  under  the  hood 
and  program  in  Java  rather  than  just  assemble 
objects.  This  visual  development  tool  is  a 
vast  improvement  over  the  Java  Development 
Kit  (JDK) ,  which  has  a  brutal  command  line 
interface. 


Java  Workshop  offers  an  easy-to-use  tool  set 
for  building  JavaBeans,  applets  and  applica¬ 
tions;  supports  Solaris,  Windows  95  and  NT, 
HP-UX  and  SCO  UnixWare  operating  systems; 
and  includes  Visual  Java  GUI  builder,  a  com¬ 
piler,  profiler  and  debugger. 

IBM’s  VisualAge  for  Java  is 
another  visual  rapid  applica¬ 
tion  development  (RAD) 
tool  for  Java.  Running  under 
Windows  95  and  NT,  Visual- 
Age  for  Java  offers  drag-and- 
drop  applet  layout  and  link¬ 
ing  of  controls  and  resources 
The  system  also  includes  ver¬ 
sion  management  functions. 

User  reviews  of  VisualAge 
for  Java  are  enthusiastic.  In  particular,  they 
cite  power  and  ease  of  use  as  the  product’s 
strengths. 


De^pmenb  Tools 


face  that  some  reviewers  rate  as  the  best  in  the 
Java  RAD  market. 

Visual  Cafe  comes  in  three  versions.  The 
Web  Development  Edition,  a  starter  version, 
includes  an  interactive  development  environ¬ 
ment,  an  HTML  authoring  tool  and  more 
than  100  JavaBeans.  The  Professional 
Development  Edition  adds  features 
such  as  incremental  debugging, 
drag-and-drop  JavaBeans  and  Java 
applets,  wizards  and  class  libraries. 

The  Database  Development 
Edition  is  for  building  Java  applica¬ 
tions  with  database  connectivity. 
This  version  includes  Symantec’s 
dbAnywhere  Server,  Netscape 
Communications  Corp.’s  FastTrack 
Web  Server  and  Sybase,  Inc.’s  SQL  Anywhere 
relational  database. 

Borland  International,  Inc.  offers  JBuilder, 
which  essentially  is  a  version  of  the  company’s 
Delphi  client/server  tool  that  creates  Java 
application  code. 

JBuilder  supports  Java  1.1  and  the  JavaBeans 
specification,  as  well  as  Sun’s  Java  Foundation 
Classes,  Microsoft’s  Application  Foundation 
Classes  and  its  own  component  libraries. 

The  tool  comes  in  three  versions:  JBuilder 
Standard,  an  entry-level  product;  JBuilder 
Professional,  oriented  to  database  develop¬ 
ment;  and  JBuilder  Client/Server,  the  enter¬ 
prise  version.  The  latter,  scheduled  to  ship  by 
year-end,  will  include  Borland  DataGateway 
for  Java,  middleware  that  provides  Java  client 
access  to  corporate  databases. 

JBuilder  runs  on  Windows  platforms. 


On  the  horizon 

Oracle  Corp.  continues  to  thumb  its  nose  at 
Microsoft,  this  time  with  a  three-tier  suite  of 
Java  development  tools.  Oracle’s  plan  is  to 
support  the  tools  alongside  its  proprietary  pro¬ 
gramming  products. 

First  off  the  block  is  this  quarter’s  scheduled 
release  of  a  Java  client  tool  that  hooks  into 
Oracle  databases.  Next  year,  Oracle  plans  to 
support  Java-based  objects  for  business  use 
and  allow  them  to  be  stored  in  its  Developer/ 
2000  and  Designer/2000  design  repository 
tools. 

Curiously,  one  of  the  key  aspects  of  Java  pro¬ 
gramming,  the  capability  to  reuse  objects,  will 
not  be  available  as  part  of  Oracle’s  tool  kit 
until  1999. 

With  sophisticated  tools  such  as  the  above- 
mentioned  in  hand,  intranet  managers  will 
certainly  bring  more  Java-based,  mission-criti¬ 
cal  applications  onto  their  Webs.  © 


JAVA  DEVELOPMENT  TOOLS 

Here's  a  sampling  of  Java  programming  products,  as  mentioned  in  this  article. 

Vendor 

Contact  information 

Product 

Pricing 

Borland 

Scotts  Valley,  Calif. 

(408)431-1000 

www.borland.com 

JBuilder 

$799  for  the  Professional  edition, 

$100 forthe  Standard  edition,  pricing 
forthe  Client/Server  package  will  be 
announced  upon  release 

IBM 

(800)426-2968 

www.software.ibm.com 

VisualAge 
forJava  1.0 

$119  forthe  Professional  Edition., 
$1,995  forthe  Enterprise  Edition 

Oracle 

Redwood 

Shores,  Calif. 

(415)  506-4073 
www.oracle.com 

Designer/2000 
and  Developer/ 
2000 

$5,995  each 

Rogue  Wave 

Software 

Corvallis.  Ore. 

(541)754-2311 

www.roguewave.com 

JFactory  1.1 
(JFactory  1.0.1 
for  HP-UX) 

$795 

SunSoft 

Mountain  View.  Calif. 

(800)  786-7638 
www.sun.com/studio/ 

Java  Studio  1.0 

$99  per  user  ($189  bundled  with 

Java  Workshop  until  February) 

/Symantec 

Cupertino.  Calif. 

• 

(800)441-7234 

www.symantec.com/ 

domain/cafe/deved/ 

Visual  Cafe  2.0 

$  100  for  the  Web  Development  Edi¬ 
tion  (Windows).  $300  forthe  Profes¬ 
sional  Development  Edition  and 
$500  forthe  Database  Development 
Edition 

Factory  for  code 

Rogue  Wave  Software,  Inc.  offers  another 
part  of  the  framework  for  rapid  development 
with  the  release  of  JFactory,  a  visual  interface 
builder  for  Windows  95  and  NT,  Solaris  and 
IBM’s  OS/2.  JFactory  is  a  design  environment 
for  building  the  interface  to  Java  applications 
and  applets  rather  than  the  contents. 

JFactory  includes  a  project  manager  and 
drag-and-drop  controls  for  buttons  and 

menus.  Developers 
specify  events 
linked  to  controls 
or  code.  When  the 
design  is  complete, 
JFactory  generates 
code  and  then 
invokes  either  the 
compiler  in  Sun’s 
JDK  or  another 
vendor’s  imple¬ 
mentation. 
Symantec 

Corp.’s  Visual  Cafe, 
another  highly 
regarded  product, 
has  a  graphical 
development  envi¬ 
ronment,  source 
code  editor,  debug¬ 
ger  and  class  brow¬ 
ser.  Visual  Cafe  is 
supported  on  Win¬ 
dows  95  and  NT. 
Cafe  Studio,  the 
visual  component, 
has  a  slick  inter¬ 
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Conference:  January  26-29,  1998 
Exhibition:  January  27-29,  1998 


Attend  GomNet’s  20th  Anniversary  Event 


Be  A  Part  of  History  —  And  The  Future 

Broadband.  Wireless.  Internet,  Intranets,  Extranets.  Push  and  pull 
technologies.  There's  unparalleled  opportunity  in  the  communica¬ 
tions  and  networking  technologies  now  gaining  in  sophistication. 
And  momentum. 

ComNet's  20th  Anniversary  Conference  and  Exhibition  —  The 
Enterprise  Network:  Front  and  Center —  gives  you  the  unparalleled 
opportunity.  Whether  you're  a  builder,  buyer,  planner,  or  manager 
of  an  enterprise  network. 

Immerse  yourself  in  9  information-packed  conference  tracks.  Listen 
to  a  distinguished  cadre  of  speakers  including  3Com's  Chairman  & 
CEO,  Eric  Benhamou,  Marimba  Inc.'s  President  &  CEO,  Kim  Polese 
and  Bell  Atlantic's  Vice  Chairman,  President  &  COO,  Ivan 
Seidenberg.  Join  Vinton  Cerf,  the  father  of  the  Internet,  and 
ethernet  inventor  and  Internet  contrarian  Bob  Metcalfe  as  they 
square  off  in  a  lively  discussion,  moderated  by  Stewart  Alsop, 
about  the  Internet's  future  and  what  that  future  will  mean  to  you. 
And  accompany  50,000  of  your  colleagues  to  view  over  500 
exhibiting  companies  at  the  #1  show  for  new  product  launches. 

♦  #1  Show  For  New  Product  Introductions 

♦  9  Targeted  Conference  Tracks 

Network  Management  and  Design  •  Switching  Tools/ 
Technologies/Strategies  •  Collaborative  Networking  • 

The  New  WAN  •  Enterprise  Intranets  •  Network  Reliability/ 
Performance  •  Remote  Network  Access  and  Security  • 
Global  Telecomm:  Issues  and  Answers  •  Open  Forum 

♦  Intranet  Village  (co-sponsored  by  Network  World  and 
Vertical  Networks) 

A  gathering  of  companies  with  products  to  help  you 
design,  build  and  manage  your  Intranet. 


For  general  event  information  visit  our 
Web  site  at  www.comnetexpo.com 
or  call  800-545-EXPO. 


Media  Sponsors: 


CMP  CMP 

IlNTERNETWEEK 

Bwain.  th.  Int.m«t  is  th.  network  Butlnetl  Runt  On  IT 


CMP 


COMPUTING 


FEDERAL 


PCWEEK 

20th  Anniversary  Sponsor: 


=  =====  ascom  Timeplex 


4?  Forbes 


Sponsor:  jdSorge 

Washington 

University 

^WASHNOION  0  c  * 


WORLD  EXPO 


Keynote  Speakers  —  Leader 5  hi  the 

■  '  •  .  *  '  ■  •  '  . 

Communications  Networking  Industry 

Eric  '/ . 

fiy  ^  '  Benhamou. 

Chairman  & 

CEO,  3Com 
W  *  Corporation 


Vinton  Cerf 

Senior  Vice  President, 
Internet  Architecture 
&  Engineering,  MCI 
Communications  Corp. 
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President  &  CEO, 
Communications 
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President 
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Editor-in-Chief 
Network  World 

Bob  Metcalfe, 

Vice  President, 
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President  &  COO, 
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You  can  merely  be  on  the  Net.  Or  you  can  be  one  of  the  most  awesome  competitors  on  it.  To  do  the  latter,  talk  with 
Bellcore’s  Soliant  Internet  Systems.  When  it  comes  to  ideas  that  build  revenues  and  cut  costs,  no  one  pushes  the  power 
of  the  Net  further.  It's  what  you’d  expect  from  Bellcore,  the  people  who  invented  the  networking  software  on  which 
almost  all  of  the  U.S.  telecom  system  runs.  Now  with  our  unparalleled  networking  expertise,  customized  software  and 


business  process  know-how,  we're  helping  companies  take  the  Net’s  business  potential  to  the  max.  Anyone  can  go  on 


the  Internet.  With  us,  you  can  rule  it. 
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s  Succeeds  in  Cyberspace 
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etiva  misses  the  mark 

Price  and  a  non-Java  implementation  do  in  this  database  development  tool. 


BY  TOM  STEARNS 


eveloping  database  applications  is  a  diffi¬ 
cult  task,  made  more  so  when  it  comes 
time  to  move  such  applications  to 
the  World  Wide  Web. 

Netiva  Software,  in  Campbell, 
Calif.,  aims  squarely  at  this  market 
with  Netiva,  its  visual  database 
development  tool. 

The  database  application  market  is 
a  moving  target,  however,  and  Netiva 
misses  the  mark  in  comparison  with 
Java-based  visual  development  tools 
such  as  Borland  International,  Inc.’s 
JBuilder,  Sybase,  Inc.’s  PowerJ  Enterprise 
and  SuperCede,  Inc.’s  SuperCede.  Unlike 
these  companies,  Netiva  uses  proprietary,  non- 
Java  code. 

Netiva’s  strongest  point  is  its  implementa¬ 
tion  of  database  features,  with  two-  and  three- 
tier  client/server  support,  commit/ rollback 

and  two-phase 
commit  built  in. 
Netiva  handles 
database  connec¬ 
tivity  through 
Microsoft  Corp.’s 
Open  Data-base 
Connectivity 
(ODBC)  and  a 
number  of  legacy 
database  drivers 
for  dBASE,  Para¬ 
dox  and  even 
comma-delimited 
text. 

Data  within 
Netiva  is  manipu¬ 
lated  using  the 
company’s  propri¬ 
etary  but  straight¬ 
forward  macro  lan¬ 


1  Criteria 

Rating  1 

Overall  score 

5.3  j 

|  Ease  of  use  (20%) 

4  ( 

|  Performance  (20%) 

5  | 

|  Connectivity  (10%) 

8  j 

|  Interoperability  (10%) 

3 

|  Security  (10%) 

4  | 

1  Database  scalability  (10%) 

8  | 

1  Installation  (10%) 

5  \ 

1  Documentation  (10%) 

7  f 
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At  $4,999  for  a  two-connection 
license,  Netiva  is  expensive.  This 
is  without  factoring  in  the  train¬ 
ing  you’ll  need  to  get  your  devel¬ 
opment  team  up  to  speed  on  this 
proprietary  implementation. 

The  costs  compare  poorly  with 
competing  products.  For  exam¬ 
ple,  Sybase’s  PowerJ,  a  visual  Java 
application  development  tool 
with  a  full  complement  of  data¬ 
base  support,  costs  $3,000  less. 
And  developers  familiar  with 
Microsoft’s  Visual  Basic  or 
Borland’s  Delphi  will  find  it  easy 
to  pick  up. 

Applications  created  in  Java 
environments  are  royalty-free  and 
run  on  any  Java-compliant  brows¬ 
er  or  Java  Virtual  Machine. 
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The  Netiva  tool  uses  a  slightly  modified  form  of  the  modern 
visual  prog]  .unming  style. 


Under  the  glass 

While  it  is  a  visual  tool,  Netiva  does  not 
emulate  the  standard  look  of  Visual  Basic  (see 
graphic) .  This  divergence  makes  it  different 
enough  to  require  some  concentration  for 
mastery  of  the  tool. 

I  found  Netiva  quite  easy  to  use  for  connect¬ 
ing  to  some  dBASE  files,  but  the  dBASE  driver 
lacked  support  for  multiuser  access.  This  lim¬ 
its  its  use  to  nonlive  data  tables.  In  other 
words,  other  applications  cannot  access  the 
data  at  the  same  time  as  Netiva. 


guage.  This  language  is  patterned  on  BASIC 
with  a  number  of  built-in  data-centric  features. 
These  make  Netiva’s  macro  language  simple 
and  powerful. 

Extra  step 

The  pages  you  create  visually  must  run  on  a 
proprietary  Netiva  server  that  coexists  with 
your  Web  server. 

Clients  are  Web  browsers  that  need  to  load 
a  Netiva  component  before  being  able  to  run 
Netiva  applications.  This  can  lead  to  a  head¬ 
ache  about  which  developers  of  Java-based 
databases  need  not  worry. 

Netiva  Software  licenses  the  server  on  a  con¬ 
current  connection  basis;  the  server  monitors 
licensed  connections. 


PRODUCT  CAPSULE 

Product: 

Netiva  Version  2 

Vendor: 

Netiva  Software,  Campbell,  Calif. 

Contact 

information: 

(408)  379-2100 
www.netiva.com 

Price: 

$4,999  for  two  connections 

Pro: 

Broad  database  support,  including  that 
for  two-  and  three-tier  systems 

Cons: 

Expensive:  nonstandard  (non-Java) 
approach:  visual  development  environ¬ 
ment  differs  from  familiar  Visual  Basic 
model 

Netiva’s  support  of  other  database  servers 
through  ODBC  is  excellent.  Two  specific  areas 
of  native  Netiva  capabilities  impressed  me. 

First  is  its  support  for  two-tier,  traditional 
client/server  architectures,  as  well  as  the  more 
modern  three-tier  model.  In  the  latter,  a  trans¬ 
action  server  sits  between  the  client  and  data¬ 
base  server. 


The  other  impressive  feature  is  Netiva’s 
port  for  commit/ rollback,  which  is  the  capa¬ 
bility  to  submit  a  set  of  actions  to  a  database 
and  be  sure  that  the  entire  transaction  is 
either  completed  or  deleted.  This  is  requir 
for  serious  database  work  and  it’s  nice  to  see 
that  Netiva  addresses  tins  need. 

Performance  on  my  Windows  NT  client,  a 
266-MHz  Pentium  II  with  64M  bytes  of  RAM, 
was  good,  as  it  should  have  been. 

Netiva  installation  is  straightforward  and 
quick.  When  you  first  run  the  program,  you 
can  view  a  tutorial  that  provides  a  good  intro¬ 
duction  to  Netiva  programming. 

However,  tire  Netiva  tutorial  is  clumsy  in  its 
execution  - —  it  runs  in  a  Web  browser.  Finding 
a  way  to  see  both  the  tutorial  and  Netiva  is  dif¬ 
ficult,  even  on  my  1,280  pixel-by-1,024  pixel 
desktop. 

The  tutorial  is  repeated  in  a  booklet  titled 
Zen  of  Netiva.  The  other  manual,  a  nearly  500- 
page  user  guide,  is  a  comprehensive  discussion 
of  Netiva.  The  manual  is  indexed  nicely  and 
has  several  useful  appendixes. 

In  the  end 

In  a  vacuum,  Netiva  is  a  good  product.  In 
the  current  Java-laden  atmosphere,  however, 
Netiva  gets  tarnished. 

Comparing  Netiva  to  the  current  crop  of 
visual  Java  tools  leaves  Netiva  wide  of  the 
mark.  It  is  expensive  and  proprietary,  making 
it  less  appealing  than  other  visual  tools  for  cre¬ 
ating  Web  database  applications. 

Steams  is  a  system  consultant  and  author  in  Salt 
Lake  City.  He  can  be  reached  at  tom@steams.com. 
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One  company.  One  contract.  Giving  you  complete  control  over  your 


communication  expenses. 


Working  with  what  seems  like  hundreds  of 
different  local  phone  companies  is  not  only  confusing,  it’s  costly.  So  work  with  MCI. 
For  everything.  Including  Data,  Conferencing,  Internet  and  Local  service.  Giving 
you  complete  control  over  what  you’re  spending  and  what  you’re  saving  (one 
contract  means  volume  discounts).  So  you’ll  always  know  just  where  you’re  going. 

Local  and  cellular  services  are  only  available  in  certain  areas.  This  offer  is  only  available  for  medium-large  businesses  with  local  service  over  MCI  facilities.  Nol  available  in  all  areas.  Call  for  availability. 


Is  this  a  great  time,  or  what?  :-) 

MCI 
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BY  PEGGY  WATT 


Intranet  team 
quarters  periodically  host  cybercafes  to  percolate 
interest  in  VINNIE ,  the 


BBM 


IB 


Imagine  you’ve  just  received  a  drawing  Earlier  this  month,  to  celebrate  the 

from  a  telecommuter  who  portrays  herself  intranet’s  first  birthday,  the  team  raised  a 
sitting  at  the  bottom  of  a  large  funnel,  get-  few  latte  toasts  to  VINNIE.  It  hosted  a  cyber- 

ting  flooded  by  the  documents  that  people  cafe  at  VW’s  headquarters  in  Auburn  Hills, 

at  headquarters  keep  pouring  into  it.  Mich.,  and  invited  colleagues  to  drop  in  and 

Dan  Goussy  got  just  such  a  drawing  in  get  acquainted  with  the  latest  on  the  Web. 
1995  when,  as  a  reengineer¬ 
ing  consultant,  he  was  help¬ 
ing  Volkswagen  of  America, 

Inc.’s  field  staff  adjust  to  a 
companywide  reorganiza¬ 
tion.  VW  had  closed  its 
North  American  field  offices 
and  turned  its  remote  staff 
into  telecommuters. 

In  their  Eolation,  the  field 
workers  were  overwhelmed 
with  information.  The  draw¬ 
ing  helped  Goussy  get  the 
picture.  When  he  did,  he 
headed  straight  to  IT. 

What  Goussy  wanted  was 
help  designing  an  electronic 
bulletin  board  system  that 
would  help  the  telecom¬ 
muters  manage  the  deluge. 

What  he  got  was  an  intranet. 

Jack  Shafer,  director  of 
new  technology,  had  just 
crafted  the  company’s  World 
Wide  Web  site.  The  men  realized  Web  tech¬ 
nology  might  answer  VW’s  internal  needs  as 
well.  They  assembled  a  team  —  an  inter¬ 
species  gr  oup  of  marketing  experts  and 
technical  stall,  they  joke  —  and  launched 
■  Ikswagen’s  Internal  News  Knowledge  and 
i  ormation  Exchange  (VINNIE). 
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Intranet  team  members  check  ont  VINNIE  one  last  time  before 
opening  the  doors  to  Volkswagen’s  cybercafe.  They  are  (from  left  to 
right):  John  Ferriby,  Kara  Wanger,  Jack  Shafer  and  Nick  Panas. 

Serving  up  espresso  and  cookies  along 
with  Web  pages,  the  team  demonstrated 
VINNIE,  encouraged  all  VW  employees  to 
surf  the  corporate  Web  and  previewed  new 
features.  Those  include  an  application  for 
ordering  business  cards  and  automated 
sign-up  forms  for  training. 
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The  goal,  Goussy  says,  was  to  heat  up 
employees’  interest,  which  had  been 
lukewarm  during  VINNlE’s  first  year. 

“We  wanted  to  show  each  person 
something  in  VINNIE  he  or  she  didn’t 
know  was  there,”  Goussy  says. 

VINNIE  has  grown  from  about 
100  files  to  1,300,  but  VW’s  1,500 
employees  access  it  only  about  1,000 
times  daily.  Some  do  so  directly  from 
their  desktops  —  the  intranet  launch¬ 
es  upon  boot  up  —  and  others  access 
it  from  kiosks. 

About  250  users  stopped  by  during 
the  three  days  the  cafe  was  open,  says 
Goussy,  who  has  joined  the  IT  depart¬ 
ment  as  intranet  project  leader. 

Ironically,  the  cybercafe  excluded 
the  300  field  operations  workers  who 
were  a  primary  reason  VINNIE  came 
online.  Those  employees,  who  Goussy 


plans  to  target  with  more  training,  only 
use  VINNIE  sporadically.  It’s  a  chal¬ 
lenge  to  reach  them  because  their  time 
is  at  a  premium,  and  they’re  dispersed 
across  North  America,  Goussy  says. 

Goussy’s  marketing  and  advertising 
background  leads  him  to  emphasize 
ease  of  use  and  communications  on 
VINNIE.  “We  have  been  somewhat 
inflexible  on  site  design.  Having  differ¬ 
ent  [home  page]  designs  would  be 
like  hiring  a  different  ad  agency  for 
each  of  our  lines  of  cars,”  he  says. 

So  across  the  bottom  of  every  de¬ 
partmental  home  page  is  a  ribbon  of 
links  for  comments,  forms,  a  search 
engine,  Internet  access  and  diversions. 
But  there  is  room  for  creativity. 

For  example,  behind  “Diversions”  is 
a  screen  of  interesting,  but  not  neces¬ 
sarily  vocational,  internal  and  external 


Web  sites.  For  example,  IT’s  Diversions 
page  lists  technical  and  vendor  Web 
sites,  plus  the  URL  for  Dilhert,  the 
cartoon  deity  of  IT,  and  the  chocolate 
lover’s  page  —  one  of  Goussy’s  contri¬ 
butions. 

VINNIE  is  largely  a  document 
library,  with  little  database  interaction. 

For  the  document  library,  clicking 
on  a  category  button  activates  a  Com¬ 
mon  Gateway  Interface  script  that 
launches  Interleaf,  Inc.’s  Relational 
Document  Manager  (RDM).  The  pro¬ 
gram  dynamically  generates  a  list  of 
files  for  the  chosen  category,  drawing 
from  Interleaf s  document  database, 
and  the  user  clicks  for  viewing. 

One  person  in  each  workgroup  — 
the  content  manager  —  has  RDM 
tools  and  can  link  files  for  access. 
Technician  Nick  Panas,  another  team 
member,  designed  an  easy  fill-in-the- 
blanks  process  for  posting. 

This  coffee  klatch  was  to  catch  new¬ 


comers  and  encourage  others  to  dig 
deeper  into  the  Web.  A  slide  show  of 
tips  flashed  on  a  wall-sized  screen,  sug¬ 
gesting  that  visitors  order  VW  parts 
online,  visit  the  virtual  VW  museum, 
respond  to  an  invitation  to  the  holiday 
party  or  try  dozens  of  other  exercises. 

Ever  marketing,  Goussy  encouraged 
the  coffee-sippers  to  do  a  little  self-pro¬ 
motion  with  VINNIE ’s  help.  He  asked 
employees  to  edit  their  password-pro¬ 
tected  personnel  information  in  the 
online  company  phone  book. 

Employees  are  supposed  to  update 
not  only  the  usual  data  —  phone  exten¬ 
sion,  e-mail  address  and  title  —  but 
insert  other  useful  information,  such  as 
previous  jobs  within  VW,  and  miscella¬ 
neous  skills  and  interests.  All  fields  are 


searchable,  so  sud)  data  tnigfit  prbvr 
useful  to  someone  looking  for  bad  - 
ground  on  a  project  or  for  a  coif  a; 
who  speaks  a  foreign  language. 

Blending  talents 

Over  a  typical  programmers'  feast 

—  Chinese  food  —  members  of  the 
VINNIE  team  kid  about  how  they  ve 
converted  the  marketing  guy  into  a 
techie.  In  fact,  Goussy  has  become 
adept  at  HTML  and  is  on  the  IT  pay¬ 
roll,  but  other  members  of  the  team 
handle  the  bit-twiddling. 

VW  has  three  IT  groups  that  must 
coordinate  work:  networking,  consult¬ 
ing  and  the  intranet/Internet  team. 

Panas  and  Shafer  supervise  script- 
and  link-building  and  maintain  Web- 
related  equipment  with  IT’s  network 
staff.  For  VINNIE,  VW  uses  Netscape 
Communications  Corp.’s  Enterprise 
Server  Web  server  software  running  on 
a  Digital  Equipment  Corp.  Alpha  Unix 
machine. 

In  addition  to  the  Unix  server,  VW 
uses  Microsoft  Corp.’s  Windows  NT 
application  servers.  Netscape’s  Navi¬ 
gator  3.0  is  its  browser  of  choice. 

VW  had  TCP/IP  in  place  before 
VINNIE  and  is  its  own  Internet  service 
provider  via  T-l  lines.  While  the  corpo¬ 
rate  Internet  connection  is  fast,  remote 
offices  use  lower  speed  dial-up  services. 

Because  VINNIE  is  open  to  remote 
workers,  security  is  an  ongoing  issue. 
Shafer  claims  his  security  philosophy 
follows  a  German  proverb:  “Trust  is 
wonderful,  but  control  is  better.” 

The  company  has  strong  firewall 
protection  and  a  series  of  routers  to 
distribute  incoming  traffic  around  pro¬ 
tected  areas.  IT  also  restricts  access, 
allowing  HTTP  traffic,  but  not  File 
Transfer  Protocol  or  telnet  sessions. 

VW  is  building  a  demilitarized  zone 
(DMZ)  with  two  firewalls  —  one  allows 
DMZ  entry  and  the  other  protects  the 
corporate  LAN.  When  VW  opens  its 
intranet  to  partners,  parts  of  VINNIE 
will  go  on  the  DMZ,  Shafer  says. 

Funnel  vision 

For  VINNIE’s  second  year,  the  intra¬ 
net  team  is  reassessing  how  to  raise  its 
profile  and  service  to  the  field  offices 

—  the  original  target  users. 

It  plans  to  activate  a  “subscribe”  fea¬ 
ture  on  all  the  dynamic  library  pages 
so  users  can  ask  to  be  notified  if  a  doc¬ 
ument  or  related  files  change. 

Goussy  is  hopeful  that  the  blend  of 
talents  behind  VINNIE  is  up  to  the 
challenge  of  making  the  intranet  mis¬ 
sion-critical  to  field  workers.  “IT  origi¬ 
nally  pushed  the  Web  project,”  he  says, 
“and  now  marketing  and  the  whole 
company  are  pulling  it.”  © 

Go  online  tor  a  walk  through  one  R  n  H  C] 
of  VW’s  intranet  applications.  m  li 


t  NjERAJN.lt  Dir  EMBER  1917. 


^1^1  let 


The  Common  Gateway  Interface  may  not 
always  be  used  for  the  snazziest  of  Web 
applications,  but  it  sure  gets  the  job  done. 


ith  all  the  talk  of  Java  this,  virtual  reality  that,  it’s 
easy  to  lose  sight  of  what  often  is  the  real 
intranet  workhorse,  the  Common  Gateway 
Interface. 

The  CGI  does  one  thing  exceedingly  well:  It 
shutdes  information  between  Web  servers  and 
back-end  applications,  such  as  databases  and 
e-mail  systems.  A  CGI  program  takes  standard 
input  from  a  Web  server  and  extracts  the  data, 
which  it  then  passes  to  the  back-end  application, 
and  vice  versa.  The  end  results  are  richer 
sources  of  data  and  vastly  greater  interactivity  for  Web  clients. 

CGI  programs  tend  to  be  basic,  even  dull.  But  that  doesn’t 
mean  they’re  not  critical.  Paving  the  way  for  a  Web  client  to 
access  a  corporate  database  may  not  knock  your  socks  off,  but 
it’s  surely  something  users  will  love  you  for  doing. 

Admittedly,  newer  client-based  scripting  languages,  such  as 
Netscape  Communications  Corp.’s  JavaScript  and  Microsoft 
Corp.’s  JScript,  are  starting  to  displace  many  of  the  processes 
that  usually  are  run  as  CGI  applications.  Nonetheless,  many 
intranet  developers  still  use  the  CGI  to  boost  the  functionality 
of  their  corporate  Webs. 

At  Fruit  of  the  Loom,  Inc.,  in  Bowling  Green,  Ky.,  for  exam¬ 
ple,  the  CGI  fit  nicely  with  the  intranet  team’s  idea  to  allow 
employees  to  page  managers  from  an  intranet  site. 

The  solution  was  pretty  simple,  says  Webmaster  Brian  Ochs. 
“An  HTML  form  has  a  list  of  those  with  pagers.  You  type  in  a 
message,  and  it  sends  a  page  and  an  e-mail.” 

Ochs  adds  that  it  only  took  about  a  half  day  to  write  the 
progxam  using  Allaire  Corp.’s  Cold  Fusion  Web  development 
tool.  The  Cold  Fusion  code  uses  the  CGI  to  connect  the  Web 
server  to  a  database  of  pager  numbers  and  an  e-mail  system. 

See  CGI,  page  26 
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MOVING  1 


BY  PEGGY  WATT 


Apache  Web  server  —  that’s  an  annual 
increase  of  187,500  intranet  pages. 

“I  don’t  think  we  could  have  stopped 
[users  from  embracing  CorWeb]  even 
if  we’d  wanted  to,”  Holtz  says. 

This  scenario  is  becoming  common 
on  Webs  everywhere.  Embraced  by 


users,  many  intranets  move  toward  a 
million  pages  of  content. 

The  success  is  thrilling,  but  it  comes 
with  ever-increasing  traffic,  new  storage 
demands  and  the  need  to  frequently 
reassess  the  network  infrastructure. 

The  last  diing  intranet  managers  want 


IT  tackles  the  hard ,  soft  and  ever- 
changing  management  issues  of  running 
huge  and  hugely  popular  internal  Webs . 


hen  Northern  Telecom, 
Ltd.’s  intranet  passed 
the  million-page  mark, 
its  managers  realized 
they  had  to  get  serious. 

Employees,  actively 
encouraged  by  the  IT 
department,  had  begun 
treating  the  intranet  as  a  corporate 
asset.  But,  ironically,  the  intranet’s  over¬ 
seers  weren’t  managing  it  as  one. 

It’s  not  that  they  weren’t  paying 
attendon  to  it.  They  knew  it  was  grow¬ 
ing  —  after  all,  they  were  the  ones  post¬ 
ing  templates,  building  database  links 
and  adding  servers  to  keep  up  with 
user  demand.  They  just  hadn’t  yet  iden¬ 
tified  it  as  a  cohesive  corporate  asset, 
says  Bill  Holtz,  vice  president  of  global 
enterprise  services. 

Once  IT  realized  how  invaluable  the 
intranet  had  become,  Holtz  says  he 
began  applying  standard  network  man¬ 
agement  practices  to  run  it.  That 
meant,  for  example,  regular  backups 
and  careful  traffic  monitoring  that 
alerted  managers  to  add  servers  when 
they  were  needed. 

At  Nortel,  network  administrators 
dispatch  several  Web  crawlers  to  check 
links,  but  that  is  almost  the  only  Web- 


specific  aspect  of  network  mainte¬ 
nance  operations.  As  part  of  its 
regular  enterprise  management 
routine,  IT  ensures  that  the 
routers  are  up  and  the  links  are 
functioning,  Holtz  says.  It  also 
measures  capacity  and  usage 
across  the  corporate  enterprise 
network  and  traffic  crossing  the 
proxy  server  to  the  World  Wide 
Web.  In  addition,  the  department 
tracks  the  number  and  location 
of  Web  servers,  how  many  pages 
exist  and  what  major  applications 
are  running. 

Although  workgroups  are 
allowed  to  set  up  their  own  Web 
servers,  IT  tries  to  keep  tabs  of  the 
server  population,  especially  since 
it  handles  enterprisewide  back¬ 
ups.  Intranet  traffic  doubled  in 
1996  and  will  probably  do  so 
again  this  year,  Holtz  says. 

The  management  strategy 
appears  to  be  working:  CorWeb, 
Nortel’s  intranet,  has  swollen  to  1,200 
servers  accommodating  45,000  users 
accessing  1 .5  million  documents. 
Broken  down  over  CorWeb’s  eight 
years  —  it  started  in  the  beta-test  days 
of  the  NCSA  Mosaic  browser  and 


INTRANET  DECEMBER  1997 


LARRY  GOODE 


ruwsesNet 


is  for  network  bottlenecks  or  aging 
equipment  to  slow  the  intranet’s  infor¬ 
mation  flow. 

So,  for  some  companies,  hitting  the 
million-document  milestone  has  forced 
network  managers  to  reconsider  the 
intranet  architecture.  Such  was  the  case 
at  Sun  Microsystems,  Inc.,  which  moved 
from  PCs  to  network  computers  (NC) . 


W.  '■ . "  •'  -■  '• 

TIPS  FOR  MANAGING  A  MILLION 

.  - 

►  Delegate  content  creation  and  maintenance. 

►  Archive  religiously. 

►  Use  a  good  crawler  or  indexer  and  a  robust  search 

engine.  _ ;  _  _ _ _ 

►  Monitor  bandwidth  and  forecast  need. 

►  Install  a  standard  directory  structure. 

►  Anticipate  problems:  Use  one  of  the  new  Web- 
oriented  network  monitoring  tools  to  track  usage. 


In  Sun’s  case,  indexing  the  intranet 
took  four  days  because  of  the  prolifera¬ 
tion  of  Web  servers,  says  Chief  Infor¬ 
mation  Officer  Bill  Raduchel,  who 
estimates  that  SunWeb  contains  more 
than  two  million  pages.  By  giving  NCs 
to  most  of  the  36,000  intranet  users, 

Sun  could  store  Web  pages  centrally. 

Several  common  practices  appear 
among  the  Webmasters  who  are  staying 
in  step  during  their  million-page 
marches.  Holtz  and  his  peers,  for  exam¬ 


ple,  follow  good  general  networking 
administration  practices  and,  when  it 
comes  to  content,  they  delegate. 

Like  at  Nortel,  IT  managers  at  GE 
Information  Services,  Inc.  (GEIS),  in 
Baltimore,  Md.,  have  empowered 
intranet  users  with  the  ability  to  update 
and  refresh  content.  And  GEIS  goes 
even  farther. 

When  a  link  breaks  on  the  com¬ 
pany’s  Global  Village  intranet,  IT  gets 
flagged.  But  the  content  manager  has 
to  fix  the  problem,  says  Wubneh 
Wubneh,  manager  of  emerging  tech¬ 
nology. 

“The  intranet  is  independent,  but 
centralized,”  Wubneh  says. 

As  is  typical  for  sizable  intranets,  IT 
programmers  manage  GEIS’  corporate 
Web  with  custom  tools.  For  example, 
GEIS  built  one  tool  for  monitoring 
access.  Intranet  managers  wanted  to  be 
able  to  identify  usage  patterns  and  mea¬ 
sure  response  speeds. 

The  custom-built  monitor  automati¬ 
cally  notifies  administrators  of  status 
changes,  such  as  when  user  traffic  slows 
to  a  specified  pace  or  when  the  number 
of  people  online  hits  a  certain  volume. 
Network  managers  note  how  often  the 
intranet  hits  these  milestones,  adding 
servers  or  bandwidth  accordingly. 

Coopers  &  Lybrand,  in  New  York, 
also  took  the  customization  route  to 


manage  growth  on  its  intranet,  which 
comprises  about  120  Web  servers  and 
80  Lotus  Development  Corp.  Domino 
servers.  IT  staffers  worked  with  a  con¬ 
sulting  firm  to  codevelop  Surveyor,  a 
Domino  application  that  generates 
automated  surveys  of  usage  habits,  com¬ 
piles  responses  and  produces  statistics. 

“Our  experience  is  that  most  com¬ 
mercial  management  tools  don’t  adapt 
well  to  Domino,  so  we  have  had  to 
build  our  own,”  says  Tracy  Beverly, 
director  of  intranet  services.  “We  need 
solid  statistics  on  which  business  units 
use  the  intranet  most,  and  how.” 

The  logs  help  determine,  for  exam¬ 
ple,  whether  the  company  should  mir¬ 
ror  frequently  accessed  sites  or  install 
faster  pipelines  for  remote  offices  that 
frequently  access  particular  databases. 

“Most  of  our  users  are  remote,  so  we 
just  kill  them  if  we  don’t  get  some 
speed  for  them,”  Beverly  says. 

GEIS’  Global  Village  also  is  typical  of 
many  large  intranets  in  its  trend  toward 
virtual  pages.  After  an  intranet  grows 
beyond  a  thousand,  tens  of  thousands 
or  even  a  hundred  thousand  static 
pages,  dynamic  pages  take  over.  The 
largest  intranets  generate  most  of  their 
pages  on  the  fly,  drawing  information 
from  corporate  databases  front-ended 
by  a  Web  browser. 

One  intranet  builder  —  Brett 


“It  was  taking  us  four 
clays  to  index  our  intra¬ 
net.  And,  it's  bad  net- 
working  practice  to  put 


a  Web  sc  ver  out  on 
a  biliary.'' 


Monello  of  Silicon  Graphics,  Inc. 

(SGI),  in  Mountain  View,  Calif.  — 
argues  that  once  an  intranet  hits  about 
a  quarter  of  a  million  pages,  the  num¬ 
bers  become  moot. 

At  SGI,  Monello ’s  home-grown  link- 
checker  crawls  constantly.  It  takes  about 
one  week  to  cover  the  Silicon  Junction 
intranet,  which  serves  SGI’s  10,500 
employees  and  has  a  half-million  static 
pages. 

“I  don’t  have  a  goal  of  limiting  the 
number  of  pages,  but  I’m  concerned 
about  what  percentage  of  information 
requests  can  be  met  through  the  Web 


CINDY  CHARLES 


riUfiCSNet 


and  how  efficiently,”  Monello  says. 

One  of  Monello’s  tacdcs  has  been  to 
keep  the  number  of  prepared,  or 
canned,  reports  low.  Instead,  users  gen¬ 
erate  most  Web  pages  dynamically, 
drawing  from  Web-connected  corpo¬ 
rate  databases,  so  they  get  the  most  cur¬ 
rent  informadon.  They  may  pull  per¬ 
sonnel  data  from  human  resources 
databases  or  product  informadon  from 
the  marketing  groups,  for  example, 
and  then  plug  the  results  into  tem¬ 
plates  of  their  choice. 

Monello  estimates  that  instead  of 
some  7,000  canned  reports  that  used 
to  reside  on  a  LAN,  Silicon  Junction 
stores  about  500  and  generates  the  rest 
as  needed. 

Intranet  managers  use  the  same  phi¬ 
losophy  in  overseeing  The  Boeing  Co.’s 
corporate  Web,  which  circles  the  globe 
linking  roughly  110,000  employees  to 
company  headquarters  in  Seattle.  The 
numbers  are  misleading  —  Boeing’s 
Web  hosts  more  than  350,000  static 
pages,  but  it’s  extremely  dynamic,  says 
Dick  James,  deputy  program  manager. 

Boeing  had  545  Web  servers  before 
merging  with  McDonnell  Douglas 
Corp.;  now  the  number  is  probably 
double  that.  The  intranet  did  not 
change  network  management  prac¬ 
tices.  “The  visibility  of  the  Web  just 
brings  into  focus  issues  we’ve  always 


had,”  James  says. 

The  technical  library  tracks  links 
with  a  “Mom  Spider”  that  crawls  con¬ 
stantly,  James  says.  Otherwise,  intranet 
maintenance  issues  are  the  same  as 
with  any  networking  infrastructure. 
They  include  replicating  data  across 
servers,  conducting  regular  backups 
and  running  more  fiber. 

Same  old  answers 

Network  administrators  for  Hewlett- 
Packard  Co.,  in  Palo  Alto,  Calif.,  were 
prescient  enough  in  1989  to  globally 
commit  to  TCP/IP;  the  company 
shares  Boeing’s  sentiment. 

“One  lesson  of  a  large  intranet  is  that 
you  build  for  continuous  growth,”  says 
Joe  Schneider,  manager  of  technology 
infrastructure  services  at  HP  facilities  in 
Fort  Collins,  Colo. 

Today,  HP’s  intranet  links  more  than 
400  sites  worldwide  and  supports  more 
than  100,000  PCs,  about  20,000  Unix 
workstations  and  2,000  Web  servers. 
Although  the  network  infrastructure 
keeps  up  with  demand,  Web  docu¬ 
ments  —  which  Schneider  says  surely 
exceed  one  million  in  number  —  war¬ 
rant  watching  closely  for  bandwidth 
and  storage  purposes. 

“We’ve  not  just  seen  a  growth  in 
usage,  but  in  the  types  of  usage  and 
types  of  information,”  Schneider  says. 


“For  example,  what  would  have  been  a 
2K-byte  [File  Transfer  Protocol]  docu¬ 
ment  two  years  ago  is  now  20K  of 
HTML  code.” 

Like  his  counterparts,  Schneider’s 
main  management  concerns  are  tech¬ 
nology  and  content.  “Especially  when 
you  give  access  to  the  World  Wide  Web, 
trying  to  anticipate  all 
the  factors  involved  in 
support  is  an  ongoing 
challenge,”  he  says. 

For  example,  config¬ 
uration  and  manage¬ 
ment  of  name  servers 
on  the  network  can 
affect  Web  server  per¬ 
formance.  “Once,  a  mis- 
configured  [Domain 
Name  System]  server  at 
[HP’s]  external  site 
caused  a  problem,  but  a 
user’s  perception  is  that 
the  browser  broke,” 

Schneider  says. 

Aji  intranet  user 
doesn’t  need  to  know  the  physical 
source  of  data,  which  may  come  from 
HP’s  extranet  or  even  the  corporate 
World  Wide  Web  site,  so  Internet  site 
management  issues  affect  intranet  per¬ 
formance  and  should  be  monitored, 
Schneider  adds. 

An  intranet’s  strength  often  is  the 


quantity  of  publicly  accessible,  user- 
provided  material  on  it.  Software  ven¬ 
dor  Autodesk,  Inc.,  in  San  Rafael, 
Calif.,  splits  intranet  maintenance 
between  a  content  manager  and  a 
technical  manager,  both  of  whom  fur¬ 
ther  delegate  duties. 

The  content  manager,  for  instance, 


manages  255  mini-Webmasters,  each  of 
whom  is  in  charge  of  a  departmental 
site.  The  IS  department  manages  this 
distributed  model,  but  does  not  pro¬ 
vide  guidelines  for  what  a  page  needs 
to  look  like. 

Large  graphical  documents  are  com¬ 
mon  at  Autodesk,  which  runs  its  net- 
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work  on  a  series  of  Sun  UltraSPARC  ser¬ 
vers.  The  infrastructure  is  solid:  The 
headquarters  campus  is  strung  with 
fiber  and  copper,  using  lOBase-T  and 
100Base-T.  Remote  offices  link  to  a 
WAN  with  speeds  of  at  least  128K 
bit/sec. 

When  the  internal  Web  got  unwieldy, 
the  IT  department  installed  a  series  of 
mirror  servers.  Soon  it  had  1 6,  and 


Autodesk  revamped  its  intranet, 
installing  proxy  servers  to  cache  data 
and  boost  access  speed,  says  Steven 
Litras,  intranet  technologies  architect. 

Network  managers  installed  Net¬ 
scape  Communications  Corp.’s  family 
of  servers,  including  the  Collabra 
groupware  server  and  Netscape 
Directory  Server  to  manage  the  corpo¬ 
rate  Web.  They  use  Verity,  Inc.’s 


Search97  as  the  intranet  search 
engine  and  for  basic  spider  services, 
but  many  of  the  staff  s  intranet  man¬ 
agement  tools  are  home-grown. 

The  IT  staff  tracks  usage  and  adds 
Web  servers  and  proxies  as  neces¬ 
sary.  The  staff  also  is  evaluating 
management  software  programs  to 
find  one  that  will  allow  intranet 
managers  to  automatically  redistrib- 


MANAGING  A  MILLION-PAGE  INTRANET 


Many  intranet  management  tasks  are  the  same  as 
general  network  administration:  tracking  traffic  and 
balancing  the  load,  making  backups,  and  guarding 
against  security  breaches  and  viruses.  For  Web- 
specific  issues,  intranet  managers  first  relied  on 
home-grown  tools,  but  the  selection  of  commercial 
offerings  is  growing. 

For  example,  Aziza,  a  division  of  object  database 
vendor  Objectivity,  Inc.,  in  Mountain  View,  Calif., 
specifically  designed  its  Aziza  Web  tool  suite  to  han¬ 
dle  large  sites.  To  do  so,  it  built  in  functions  such  as 
replication,  which  distributes  the  usage  load  across 
several  servers. 

Aziza  offers  a  console  of  four  views:  hierarchical, 
physical,  a  project  view  for  authors,  and  a  user’s 
view  that  shows  a  person’s  Web  whereabouts  and 
lists  who  is  accessing  the  site.  It  links  to  any  Web 
server  and  uses  the  search  engine  from  Verity,  Inc., 
says  Betty  Watkins,  director  of  marketing  communi¬ 
cations  at  Aziza. 

Aziza  also  can  create  virtual 
servers  as  needed,  and  all  replicated 
servers  are  peers  for  more  efficient 
operations.  A  manager  can  replicate  a 
database  across  several  servers.  If 
part  of  the  system  goes  down,  Aziza 
will  shift  the  load  and  synchronize 
the  data  later. 

Matthew  Lonergan,  Webmaster  for  the  Stanford 
University  Business  School,  in  Stanford,  Calif.,  is 
evaluating  Aziza  as  a  solution  to  version  control  prob¬ 
lems  created  by  having  too  many  content  editors. 

“The  guy  who  stores  the  document  last  wins 
when  we  have  editing  conflicts,”  Lonergan  says. 
“Aziza  converts  the  whole  mess  to  a  database  and 
gives  us  real  control,  like  we  would  have  with  a 
database  —  record-locking,  version  control  and  a 
clean  interface.” 

Lonergan  has  tested  a  variety  of  tools,  but  none 
has  the  industrial  strength  he  needs  for  the  1,100- 
user  mixed  Unix  and  Windows  NT  environment  at 
Stanford. 

Ipswitch,  Inc.’s  What’sUp  Gold  provides  what 
Autodesk,  Inc.,  in  San  Rafael,  Calif.,  needs  to  moni¬ 
tor  traffic  on  its  massive  intranet,  says  Steven 
Litras,  intranet  technologies  architect.  Litras  says 
he  likes  the  tool  because  it  supports  a  variety  of 
protocols. 

What’sUp  Gold  3.5,  shipping  this  month,  adds  sup¬ 
port  for  IPX,  displays  network  use  statistics  through 
a  browser  and  provides  network  maps. 

High-end  solutions  like  Hewlett-Packard  Co.’s 
Open  View  would  no  doubt  do  the  job  but  offer  more 
management  detail  than  he  needs,  even  on  Auto¬ 
desk’s  large  intranet,  Litras  says. 

The  Canadian  National  Foreign  Affairs  and 
International  Trade  Office  manages  6G  bytes  of  mate¬ 


rial  on  its  intranet  with  the  help  of  the  Basis  docu¬ 
ment  management  suite  from  Information 
Dimensions,  Inc.,  of  Dublin,  Ohio. 

“The  biggest  challenge  has  been  the  actual  infor¬ 
mation  management  —  how  we  keep  track  of  infor¬ 
mation,  what  kind  of  management  rules  we  impose,” 
says  Diane  Crouse,  deputy  director  of  information 
sources  at  the  Ottawa  offices.  “As  with  a  lot  of  Web 
projects,  it  started  small  and  grew,  and  once  we’d 
gone  too  far  to  go  back,  we  had  to  make  sure  it  was 
well-oiled.” 

Basis  provides  a  central  console  of  document  man¬ 
agement  functions,  stores  files  in  its  database  and  can 
Web-enable  documents  for  browser  access.  The  Cana¬ 
dian  government  offices  installed  a  Basis  database 
nearly  three  years  ago  and  implemented  the  Web  layer 
when  the  intranet  went  in  about  a  year  ago. 

The  database  contains  documents  that  range  from 
consulate  instructions  and  economic  summit  texts  to 
the  more  typical  human  resources 
manuals  and  employee  policies.  The 
database  also  stores  e-mail  mes¬ 
sages,  many  of  which  have  large  doc¬ 
ument  attachments,  says  Crouse, 
estimating  that  some  9,000  users  at 
Canadian  government  offices  around 
the  world  rely  on  the  information. 
“Searching  the  database  is  now 
easier,  faster  and  more  productive,  and  the  results 
are  easier  to  download,”  Crouse  says.  Incredibly, 
many  of  its  functions  replaced  hand  indexing  of 
paper  documents. 

Mercury  Interactive,  Inc.’s  Astra  SiteManager 
helps  Webmaster  Mark  Vivanco  track  the  ever-grow¬ 
ing  volume  of  documents  and  reports  generated  by 
users  at  TriTech  Services,  a  Scataway,  N.J.-based 
division  of  Merrill  Lynch  &  Co.,  Inc.  Vivanco  uses 
the  Web  mapping  and  management  functions  pri¬ 
marily  to  identify  and  clean  out  duplicate  and 
superfluous  files. 

“We  generate  so  many  dynamic  reports  on  a  busy 
market  day,  we’ve  been  known  to  run  out  of  disk 
space  if  we  try  to  archive  them  all  for  too  long,” 
Vivanco  says.  “With  Astra,  I  can  scan  the  whole  site, 
identify  objects,  even  identify  Java  applets,  and 
check  all  the  links,”  he  says. 

Vivanco  also  took  advantage  of  Astra’s  open  API 
to  develop  custom  plug-ins  for  TriTech  applications. 

Mercury  Interactive  also  is  taking  a  cue  from 
browser  manufacturers.  Astra  accepts  plug-ins, 
notably  a  log  analysis  and  reporting  tool  called 
Netlntellect,  from  WebManage  Technologies,  Inc., 
in  White  Plains,  N.Y.  For  intranet  managers,  Netln¬ 
tellect  2.1  gathers  information  such  as  the  number  of 
visitors,  peak  usage  times  and  most  frequently 
viewed  pages  and  files. 

—  Peggy  Watt 
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Information  on  products 
for  managing  million- 
page  Intranets. 


IN T RAN ET  D ECEMBEJt  1957 


ute  data  across  servers  to  achieve 
better  load-balancing. 

Reflections  from  the  big  guys 

Digital  Equipment  Corp.  has  a  mil¬ 
lion  documents  on  its  four-year-old 
intranet.  Digital  uses  its  own  equipment, 
especially  the  Alta  Vista  search  engine, 
for  Web  maintenance.  All  55,000  Digital 
employees  have  access  to  the  intranet, 
which  runs  on  1 ,400  servers  —  up  from 
only  400  just  a  year  ago.  Alta  Vista 
crawls  and  indexes  weekly,  and  Digital 
archives  content  daily. 

“This  lets  us  do  planned  growth 
analysis,”  says  Kathleen  Warner,  direc¬ 
tor  of  the  Internet/Intranet  Deploy¬ 
ment  Office. 

Digital’s  various  business  units  man¬ 
age  their  own  servers  and  content  and 
keep  links  current  Warner  says  proba¬ 
bly  60%  of  Digital’s  intranet  pages  are 
dynamic,  among  them  transaction  pro¬ 
cessing  applications,  multimedia  and 
Java  applets. 

Similar  to  the  tactic  GEIS  takes  in 
managing  its  massive  intranet,  Digital’s 
IT  group  searches  for  broken  links,  does 
quality  assurance  and  sends  e-mail  to  a 
business  unit’s  Webmaster  when  it  finds 
problems.  Business  units  can  buy  inter¬ 
nal  services  from  IS  to  guarantee 
around-the-clock  support,  but  they  have 
to  manage  their  own  content. 

Other  intranet  pioneers  whose  Webs 
grew  quickly  are  also  technology  compa¬ 
nies  that  drew  from  their  employees’ 
expertise.  The  first  Web  servers  went  up 
on  Microsoft  Corp.’s  WAN  in  1995,  and 
usage  exploded  later  that  year  with  the 
release  of  Internet  Explorer.  Netscape, 
naturally,  has  had  an  intranet  since  its 
1994  launch. 

“I’m  not  sure  anybody  knows  what 
our  page  count  is  because  anyone  can 
run  a  Web  server,”  says  Gregory  Sands,  a 
Netscape  senior  product  manager. 

Netscape’s  IT  department  rides  herd 
over  the  Webmaster-filled  company  by 
maintaining  central  directory  services 
and  running  a  master  list  manager  to 
help  monitor  usage  and  bandwidth 
needs.  Similarly,  Microsoft’s  intranet  has 
many  facets,  from  the  administrative 
MSWeb  to  individual  workgroup  Web 
sites.  The  company  already  had  a  strong 
physical  network  and  e-mail  culture. 

“At  first,  everyone  turned  their  desk¬ 
top  machines  into  Web  servers,”  says 
Fran  Kottwitz,  a  program  manager  for 
Microsoft’s  IT  Group,  which  has  its  own 
ITGWeb.  “It  has  calmed  down.” 

IT  encourages  Microsoft’s  lay  Web¬ 
masters  to  place  pages  on  central  ser¬ 
vers,  where  backup  is  easier  and  there  is 
often  more  space.  Also,  central  Web 
management  will  enable  IT  to  distrib¬ 
ute  software  updates  via  Web  technol¬ 
ogy  and  to  optimize  search  functions. 

Not  surprisingly,  those  Webmasters 
use  a  lot  of  home-grown  administra¬ 
tive  tools  that  may  result  in  commer¬ 
cial  products  —  and,  someday,  may  be 
something  strong  enough  to  easily 
manage  a  million.  © 


sail  see  a  time  when  I  find  somebody  similar  to  me  who  is  way  more  active  on  the  Internet  than  I  am.  And  I’ll  say,  ‘I’d  like 


to  get  a  subscription  to  your  channel  because  you  are  on  top  of  these  topics  boiter  than  I. 


INTRAVIEW 


As  CEO  of  DataChannel,  Inc.,  Dave 
Pool  has  a  certain  affinity  for  “ push  ” 
technology.  It’s  only  natural,  since 


Dave  Pool,  CEO  of  DataChannel. 
is  a  big  believer  in  pushing 
information  to  user  desktops. 
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DataChannel,  of  Bellevue,  Wash., 
creates  tools  for  information  presenta¬ 


tion  and  management  over  intranets. 

o 


/  le  says  the  company  s  mission  is  to 
deliver  “the  right  information  to  the 
right  person  at  the  right  time.  ” 
Technologies  such  as  push  and 
Extensible 


Markup  Language  (XML)  are  ways  to 
achieve  that  goal,  he  says.  Bool  shares 
his  perspectives  on  why  every  intranet 
needs  a  little  push  and  how  companies 
can  better  pull  together  useful  informa¬ 
tion  in  this  interview  with  Mark 


Cibbs,  IntraNet  editorial  advisor. 


What  is  push  technology’s  place  in 
intranets  and  what  impact  will  it  have? 

Push  in  the  intranet  should  he  focused  on  get¬ 
ting  the  right  information  to  the  right  person  at 
the  right  time.  The  system  that  is  going  to  be  the 
best  push  system  or  pull  system,  or  whatever  you 
want  to  call  it,  is  the  one  that  can  best  track  who 
gets  what  information. 

Say  I  get  a  piece  of  information  that’s  impor¬ 
tant  to  hand  over  to  the  engineering  group 
because  it  has  to  do  with  Java.  Well,  there’s  no 

software  that  I  could  pul 
1  on  my  system  that  would 
I  just  say,  ‘OK,  send  it 
J|  where  it  needs  to  go’  if 
it  has  to  do  with  this 
Mk  specific  thing  or,  if  this 

person  said  something, 
^  the  message  gets  sent, 

to  this  person.  It  would 
just  take  too  much.  So 
routing  content  within  a  cor¬ 
poration  will  he  the  center  of  what  push  technol¬ 
ogy  is  based  on.  And  the  routing  tables  will  he 
made  by  people,  not  machines. 


Your  definition  of  push  sounds  as  if  the 
focus  is  on  supplying  context. 

Absolutely.  And  it  also  encompasses  the  per¬ 
sonalization  of  that  context.  But  an  end  user 
won’t  own  all  of  the  channels  on  his  or  her  desk¬ 
top.  The  CEO  may  own  a  couple.  A  department 
manager  may  own  some.  A  group  that  the  user  is 
involved  with  may  own  a  couple  of  channels. 

And  the  end  user  may  actually  own  a  couple.  So 


it’s  about  the  shared  administration  of  that  desk¬ 
top  or  those  desktop  channels. 

Who  gets  what  information  will  be  based  on  a 
set  of  profiles.  In  those  profiles  will  be  who  gets 
to  subscribe  and  who  gets  to  publish.  It  ends  up 
being  a  distributed  administration  system  for 
channels  to  the  desktop. 

Let  me  give  you  an  example.  Within  a  corpo¬ 
ration,  telesales  reps  have  little  role  in  what  they 
get  to  put  on  their  desktops  —  the  decision  is 
centrally  managed  because  they  have  a  specific 
job  function.  On  the  other  hand,  people  in¬ 
volved  in  executive  management  want  to  be  able 
to  administer  their  own  desktops  without  inter 
vention  from  the  IS  group.  They  just  want  to 
make  sure  their  desktops  are  personalized. 

So  you  can  see  that,  depending  on  your  role, 
you  might  have  centralized  or  decentralized 
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administration.  Within  the  latter,  you  may  have  . A 

multiple  owners  of  a  channel  on  vour  desktop.  ihC - 

>  .. -  y.  jrw-'  '  •  Ay.  >' 


A  lot  of  users  seem  to  think  that  push 
technologies  are  just  going  to  increase  . 
the  amount  of  information  they  get.  not 


necessarily  improve  its' quality.  How  tlo  . 

you  counter  that  perception?  '■ 
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good  or  bad?  The  fact  that  1  have  seved  versions  •  t 
of  PointClast,  |  lm  .  |  channels,  some  ot  which 


Well,  if  you  don' 
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certainly  get  information  overload. 
Managed,  segmented  and  targeted 
based  on  your  objectives  in  the  com¬ 
pany,  push  can  be  effective.  Now  on 
the  intranet,  you’ve  got  oodles  of 
information.  A  centralized  system  that 
manages  these  channels  is  the  answer 
to  overload. 

So  do  you  see  channel  manage¬ 
ment  as  part  of  a  knowledge  offi¬ 
cer’s  province? 

We  believe  there  will  be  topic  spe¬ 
cialists.  For  example,  if  you’re  the 
product  manager  at  a  company, 
you’re  probably  the  best  person  to 
manage  the  competitor  channel. 
Correct?  You’ve  been  sending  e-mail 
out.  You’re  not  technical  enough  to 
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make  your  own  Web  page.  And  the 
information  changes  so  often  that 
you  really  can’t  spend  the  cycles  to 
edit  HTML.  So  what  you’ll  do  is  take 
URLs  and  publish  them  to  channels 
based  on  a  hierarchical  list.  You 
become  a  content  manager,  or  a  topi¬ 
cal  content  manager  —  a  Webmaster 
of  the  year  2000. 

But  won’t  they  come  at 
different  levels  —  for  exam¬ 
ple,  content  managers  who 
just  publish  URLs,  content 
managers  who  publish 
URLs  with  commentary  and 
content  managers  who  add 
some  higher  level  of  editor¬ 
ial  content? 

There  absolutely  are  going 
to  be  different  levels.  Just  the 
fact  that  it’s  organized  gives  a 
certain  level  of  value  add,  and  if  you’re 
going  to  editorialize  it,  that  will  be 
another  level.  What  you’re  going  to 
start  finding  is  we  don’t  need  any  more 
content  on  the  Internet  or  on  intranets. 
We  just  need  it  organized  in  a  way 
based  on  users’  roles. 

You’re  going  to  see  the  Dewey  deci¬ 
mal  system  for  the  intranet  and  Inter¬ 
net.  You’ll  see  a  metadata  system  that 
allows  people  to  organize  information 
on  a  per-user  basis.  We  call  that  con¬ 
tent  and  presentation  management. 


So  companies  need  to  define 
information  architectures  at  topi¬ 
cal  levels? 

Absolutely.  But  when  I  walk  into  a 
chief  information  officer’s  office  today 
and  ask:  ‘Is  information  a  strategic  com¬ 
petitive  weapon  for  your  business?’  he’ll 
say,  Yes.’  Then  when  I  ask,  ‘Do  you 
have  a  list  of  the  weapons?’  the  CIO 
slows  down  a  bit.  When  I  ask,  ‘Have  you 
listed  or  assigned  those 


nel,  XML  or  metadata  information  will 
be  the  most  popular  protocol  on  the 
Internet.  The  reason  I  say  this  is 
because  the  first  thing  I  do  when  I 
come  to  a  Web  site  is  grab  the  hierar¬ 
chical  list  of  information  about  that 
site.  Or  when  I  do  a  search,  I  do  a 
search  and  get  a  hierarchical  list  back. 

And  I  will  choose  the  display.  It  will 
come  back  and  be  displayed  in  a 
PointCast-like  software  guide.  It’s  a  soft¬ 
ware  guide  that  efficiendy  shows  lists 


weapons  by 
employee,  arming  your  team  with 
weapons?’  the  answer  is,  ‘No.’ 

So  is  it  a  strategic  weapon?  Well,  it 
may  be  one  in  concept,  but  it  certainly 
isn’t  in  implementation.  There’s  an 
opportunity  for  managing  information 
on  a  per-user  basis. 

Look  into  the  crystal  ball  and 
tell  us  what  channels  will  look  like 
in,  say,  two  years. 

My  crystal  ball  tells  me  that  the  chan¬ 


of  things  —  hierarchical  lists, 
channels  and  tabs  in  my  version,  which 
may  be  different  from  your  version. 

I  will  be  able  to  register  for  compo¬ 
nents  of  a  Web  site  or  pages  within  a 
Web  site  for  my  personal  data  channel. 
So  my  desktop,  which  is  this  hierarchi¬ 
cal  list  of  channels,  will  be  listening  for 
changes.  And  those  changes  will  be 
metadata  descriptions  that  will  be  sent 
down.  I’ll  define  the  organization.  © 


CGI,  continued  from  page  20 

Ochs  swears  by  the  Cold  Fusion  tool, 
which  basically  extends  the  commonly 
understood  HTML  syntax  with  server- 
side  tags.  Through  dynamic  page  tem¬ 
plates,  Cold  Fusion  combines  HTML 
and  its  own  Cold  Fusion  Markup 
Language.  With  the  approach,  Cold 
Fusion’s  server-side  interpreter  pre- 
processes  the  template.  The  resulting 
HTML  page  is  sent  to  the  browser. 

Lessons  learned 

Ochs  has  a  few  tips  for  those  interest¬ 
ed  in  sending  pager  messages  from  an 
HTML  page.  “Security  is  the  main 
thing,”  Ochs  says.  If  he  had  not  built 
the  proper  precautions  into  the  applica¬ 
tion,  users  would  have  been  able  to 
page  Fruit  of  the  Loom  managers 
anonymously.  The  last  thing  intranet 
developers  wanted  was  someone  being 
able  to  send  an  offensive  —  and 
untraceable  —  message  to  an  executive. 

Another  potential  problem  was  the 
identification  of  pager  numbers,  which 
could  be  copied  down  and  abused.  One 
trick  is  requiring  authorization  for 
sending  pages,  Ochs  says.  Another  is 
hiding  numbers  from  the  users. 

Fruit  of  the  Loom  has  some  other 
uses  for  the  CGI.  One  is  with  a  product 
locator  application.  The  company’s 
nationwide  inventory  changes  constant¬ 
ly.  Nonetheless,  Fruit  of  the  Loom  cus¬ 
tomers  want  the  latest  information 
about  product  availability.  They  can  get 
it  with  the  product  locator;  for  exam¬ 
ple,  keying  in  the  style  number  in  a 


Web  form  brings  up  an  inventory  up¬ 
date  on  how  many  packages  of  men’s 
briefs  are  in  East  Lansing,  Mich.,  and 
where  customers  can  buy  them. 

The  inside  view  is  more  complex. 

The  system  gets  daily  updates  from  sup¬ 
pliers  via  a  forms  interface  and  then 
tracks  the  inventory  of  each  style.  This 
information  must  be  sorted  by  ZIP 
code,  so  users  can  do  location  queries. 

A  CGI  program  plays  the  role  of  fill¬ 
ing  the  forms  with  data.  In  fact,  pro¬ 
viding  the  ability  to  query  a  database 


via  an  HTML  form  is  one  of  the  most 
common,  and  critical,  uses  of  CGI 
programs. 

US  WEST  Communications  Group, 
in  Denver,  also  relies  on  CGI  programs 
in  one  of  its  customer  service  applica¬ 
tions.  Using  a  scripting  tool  and  a  lot  of 
C  programming,  US  WEST  built  a  CGI 
program  for  pulling  records  of  cus¬ 
tomer  interactions  from  various  data¬ 
bases,  says  Sherman  Woo,  director  of 
global  communications.  When  a  user 
keys  in  a  customer  name  and  number, 
the  application  looks  in  different  envi¬ 
ronments,  finds  the  records  and  quickly 
organizes  them  in  chronological  order. 

CGI  was  just  what  the  doctor  ordered 
for  Eli  Lilly  and  Co.,  in  Indianapolis. 


The  company  decided  that  the  intranet 
provided  the  best  vehicle  for  distribut¬ 
ing  news  articles,  which  it  gets  in  bulk, 
to  specific  employees.  Programmers 
wrote  an  application  in  Perl  that  parses 
these  articles  and  partially  prepares  the 
HTML  pages  that  contain  them.  Based 
on  the  date  or  another  variable,  a  CGI 
application,  also  written  in  Perl,  dynam¬ 
ically  builds  the  rest  of  the  page  with 
the  most  current  information. 

The  articles  are  indexed  and  can  be 
searched  using  the  Wide  Area 

Information  Service,  says 
John  Swartzendruber,  senior 
information  consultant  of 
advanced  technologies.  So 
far,  the  company  is  pleased, 
he  says. 

A  few  fine  ideas 

Consulting  firm  fine.com,  in  Seattle, 
put  the  CGI  to  work  building  a  client 
intranet  revolving  around  databases 
for  the  employee  directory,  listings  of 
local  hotel  and  restaurants,  and 
“What’s  New”  items. 

To  allow  browser-enabled  users  to 
access  these  various  corporate  data¬ 
bases,  fine.com  programmers  built 
CGI  scripts  using  an  SQL  database 
connectivity  product  called  WebDBC 
2.5,  from  StormCloud  Development 
Corp.  WebDBC  can  be  implemented 
as  a  CGI  executable,  a  Dynamic  Link 
Library  for  ISAPI,  which  is  a  CGI  alter¬ 
native  for  Microsoft’s  Internet  Infor¬ 
mation  Server,  or  an  NT  service,  says 
Kirsten  Stuber,  database  developer. 


“The  Web  page  calls  WebDBC  and 
passes  it  the  database  query,  the  name 
of  a  template  and  other  parameters. 
The  data  is  returned  from  the  database 
and  formatted  by  the  template  as  speci¬ 
fied.  Cookies  are  set  and  retrieved  from 
the  template  too.  HTTP  variables  can 
also  be  retrieved.  The  resulting  page  is 
returned  to  the  client,”  Stuber  explains. 

The  company  has  another  angle  on 
WebDBC  use,  as  well.  “One  thing  that 
we  don’t  see  a  lot  of  on  the  Web  is  the 
ability  for  users  to  view  and  update  data 
they’ve  already  submitted  to  the  back¬ 
end  database.  This  type  of  functionality 
is  moving  the  Web  closer  to  a  client/ 
server-type  application,  and  is  a  critical 
piece  of  an  intranet  site,”  Stuber  says. 

On  the  intranet,  fine.com  accom¬ 
plished  this  by  using  an  SQL  SELECT 
statement  that  queries  for  the  desired 
information,  such  as  the  employee’s 
personal  profile.  WebDBC  displays  this 
information  as  the  default  data  in 
HTML  form  fields,  Stuber  says. 

The  form  then  is  sent  back  to  the 
user  in  a  nicely  formatted  display,  she 
adds.  Users  can  change  the  data  in  the 
form  fields  and  resubmit  the  data,  via  a 
behind-the-scenes  SQL  UPDATE  state¬ 
ment,  to  the  database. 

The  intranet  approach  not  only  lets 
employees  share  information,  but  also 
saves  money,  Stuber  says.  “The  same 
custom-built  functionality,  if  done  as 
a  client/server  application,  would  have 
cost  the  customer  much  more  than 
it  did  and  probably  wouldn’t  be  as 
scaleable  as  it  is.”  © 


Go  online  for  more  information  on  CGI, 
including  a  primer  on  the  technology. 
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Reducing  stress  and  keeping  your  staff 


“ Future  shock  ...  the  shattering  stress  and  disorientation  that  we 
induce  in  individuals  by  subjecting  them  to  too  much  change  in  too 
short  a  time.  ” 

—  Alvin  Toffler,  Future  Shock 

usinesses  today  are  more  dynamic  and  market  driven 
than  they  have  ever  been.  But  what  people  want  is  a 
stable  work  environment  —  they  don’t  like  change. 
Too  much  change  stresses  people  out  and  makes 
them  unhappy.  Except,  of  course,  those  who  thrive 
on  chaos  and  shuffle  off  this  mortal  coil  when  they’re 
35  because  they  drank  too  many  caffeine-laden  soft 
drinks  and  ate  too  much  pizza. 

Change,  the  cause  of  Toffler’s  future  shock,  is  tough  to  deal 
with  because  it  demands  effort 
and  thought.  Effort  is  needed 
because  you  have  to  work  at  spot¬ 
ting  changes  and  keep  watch 
for  those  that  are  significant. 

Thought  is  required  because  to 
deal  with  change,  you  need  to 
integrate  its  consequences  into 
your  world  picture  so  your  future 
actions  are  appropriate. 

In  short,  change  means  hard 
work. 

Intranets  are  potentially  a 
source  of  even  more  stress  as  the 
free  flow  of  data  and  informa¬ 
tion  can  make  change  more  visi¬ 
ble  to  employees.  Bring  in  push 
channels  from  outside  and 
inside  sources,  get  people  linked 
to  mailing  lists,  let  your  intranet 
grow  through  user-driven  pub¬ 
lishing  and,  in  next  to  no  time, 
the  average  person  is  drowning 
in  a  sea  of  change. 

What  will  that  lead  to?  You 
guessed  it:  an  unhappy  staff  (you 
are  so  good!). 

Now,  apart  from  stress  and 
unhappiness,  future  shock  also 
leads  to  disorientation  which,  in 
turn,  threatens  efficiency  and 
effectiveness.  With  too  much 
input,  people  lose  the  big  picture, 
get  confused  about  cause  and  effect  and  neglect  the  details.  This 
is  the  kind  of  environment  that  makes  it  hard  to  keep  a  staff,  let 
alone  build  an  effective  one. 

So,  what  can  we  do  about  this?  As  you  may  have  guessed  (con¬ 
firming  that  you  really  are  amazingly  good) ,  I  have  a  couple  of 
thoughts. 

First,  you  need  to  manage  the  flow  of  information  on  your 
intranet.  If  users  want  to  access  newsgroups,  push  channels  or 
mailing  lists,  make  sure  you  know  what  they  are  receiving  and 
why.  If  you  can’t  come  up  with  concrete  reasons  for  allowing  the 
information  in,  or  if  you  can’t  determine  the  source’s  value  to  the 
organization,  it’s  a  no-brainer  to  ban  that  source. 

Next,  you  need  to  filter  the  sources.  Some  data  sources  might 
contain  useful  information,  but  the  signal-to-noise  ratios  may  be 
too  low  or  too  high  for  practical  purposes.  In  these  cases,  the 


solution  is  to  find  someone  to  act  as  a  filter.  That  person  takes 
the  data  feed  and  extracts  information  suitable  for  the  organiza¬ 
tion’s  consumption. 

Rather  than  letting  everyone  view  each  press  release  and  access 
every  newsgroup  relevant  to  your  industry,  give  one  person  the 
responsibility  of  monitoring  the  information  sources  and  sending 
out  summaries  via  e-mail  or  on  an  intranet  page.  To  do  the  latter, 
you  could  use  an  internal  push  channel. 

A  similar  strategy  applies  to  monitoring  competitors’  Web 
sites.  There  is  little  value  in  a  dozen  people  from  the  marketing 
department  each  watching  all  of  the  sites.  Get  one  or  two  peo¬ 
ple  to  monitor  the  sites  and  have  them  be  responsible  for  noti¬ 
fying  all  the  other  group  members  of  significant  changes, 
preferably  with  an  accompanying  commentary. 

You  need  to  create  an  intelli¬ 
gence-gathering  organization 
like  the  CIA  or  the  KGB.  Field 
operatives  (agents)  gather  data 
and  feed  it  to  analysts. 

The  analysts  filter  the  data 
and  integrate  what  is  relevant 
with  what  is  already  known. 

They  then  summarize  the 
changes  and  consequences  for 
those  who  need  to  know. 

Another  part  of  the  solution 
involves  automation.  While 
people  can  filter  the  entire  flood 
of  data,  anything  that  can  be 
done  to  automate  the  process 
will  improve  accuracy  and 
productivity. 

Of  course,  you  might  feel 
there’s  an  unacceptable  risk  of 
something  significant  slipping 
through  an  automated  net.  A 
more  pragmatic  view  is  that  it  is 
often  more  productive  to  toler¬ 
ate  that  chance  than  to  try  to 
have  humans  handle  everything 
(they  will  always  be  error  prone 
anyway) . 

There  may  be  other  things 
that  you  can  do  in  your  business 
to  manage  information,  but  the 
basic  rules  are:  Know  what  data 
joel nakamura  js  coming  in  and  control  where  it 
goes  and  what  information  is  extracted  from  it. 

The  fact  is,  when  you  look  at  how  the  business  world  is  chang¬ 
ing,  you  can  see  that  things  aren’t  going  to  get  easier.  Compet¬ 
itive  pressure  can  only  increase  and  letting  your  staff  drown  in 
data  is  just  not  workable. 

Future  shock  is  a  real  risk,  and  information  overload  is  the  con¬ 
sequence.  Your  challenge  as  intranet  managers  and  analysts  will 
be  to  figure  out  what  information  is  needed,  by  whom  and  when. 
Getting  it  right  will  minimize  the  stress  on  your  staff,  and  make 
employees  happier. 

Get  it  wrong  and  you  may  end  up  without  a  staff.  That’s  a 
future  shock  you  really  want  to  avoid. 

How  shocking  will  your  future  be?  Contact  me  via  the  Internet  at 
imcolumn@gibbs.com  or  by  phone  at  (800)  622-1108,  Ext.  7504. 


INTRANET  DECEMBER  1 992 


Introducing  New  Protection  Suites  For  All 
Your  Messaging  And  Internet  Servers. 


These  new  Protection  Suites  provide  the  ultimate  in  data  pro¬ 
tection  by  combining  the  strengths  of  Computer  Associates’ 
award-winning  ARCserve®  backup  and  InocuLAN®  AntiVirus™ 

products,  along  with  application-specific 
backup  and  anti-virus  agents. 

In  environments  where  you  need 
to  have  access  to  data  24  hours  a  day, 

7  days  a  week,  you  can’t  afford  to  take 
down  your  Internet  or  messaging  servers 
to  provide  standard  protection  of  data — 
virus  scanning  and  backup.  With 
Cheyenne®  Protection  Suites,  you  can 
perform  “hot,”  online  backup  of  application 
data  with  integrity  and  still  maintain  access  to  data  at  all  times. 

Plus,  real-time  virus  protection  enables  your  users  to  work 
uninterrupted  and  remain  virus  free.  It  eliminates  viruses  from 
spreading  via  e-mail,  document  databases,  and  the  Internet — 
the  leading  causes  of  virus  infection. 

And,  thanks  to  tight  integration  between  InocuLAN  and 
ARCserve,  as  well  as  the  various  messaging  and  Internet 


CA  offers  Protection 
Suites  on  multiple 
platforms  including 
Windows  NT,  OS/2,  and 
NetWare  for: 

•  Lotus  Notes 

•  Microsoft  Exchange 
Server 

•  Netscape  SuiteSpot 

•  Microsoft  Internet 
Information  Server 

•  Novell  GroupWise 


applications,  these  Suites  deliver  superior  manageability,  faster 
backup  performance,  and  comprehensive  virus  scanning. 

Best  of  all,  they’re  backed  by  the  industry  leader  in  data  protec¬ 
tion,  Computer  Associates,  whose  software  is  trusted  by  more 
than  95%  of  the  Fortune  500. 

With  savings  of  over  40%,  these  Protection  Suites  are  a 
value-priced  solution.  Or  you  can  purchase  any  of  their  compo¬ 
nents  separately — ARCserve  backup,  InocuLAN  AntiVirus,  Backup 
Agents  for  the  specific 


Application,  and 
AntiVirus  Agents  for 
the  Application. 

Call  today  to  find 
out  more.  Tomorrow 
may  be  too  late. 


fc  r  E  i  I 
m  <  Zl1 


§  ;  -  >  « 
a  m 

r "  .  C  uo 

s  ik  i 


Call  1-800-243-9462 
Or  Visit  www.cai.com/cheyenne 
For  A  FREE  60-Day  Trial. 


( Computer ® 
Associates 

Software  superior  by  design. 

©1997  Computer  Associates  International,  Inc.,  Islandia.  NY  11788-7000.  All  other  product  names  referenced  herein  are  trademarks  ot  their  respective  companies. 
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Briefs 


Web  ratings  debated  at  Internet  Online  Summit 


■  Start-up  KnowledgeLink 
Interactive,  Inc.  last  week 
launched  PerSavant,  a  server-side 
application  designed  to  access 
information  from  a  number  of 
electronic  sources  and  present  it 
to  users  in  HTM  L  format.  PerSa¬ 
vant  is  scheduled  for  commercial 
availability  in  April,  at  $15,000 
for  a  50-seat  license. 

0  KnowledgeLink:  ( 301 )  405- 
8957 

■  Funk  Software,  Inc.  today 
shipped  a  new  version  of  Wander- 
Link,  the  firm’s  NetWare-based 
remote-access  software  that  now 
includes  an  Internet  Gateway 
to  let  businesses  connect  to  the  ’Net 
from  a  port  on  the  WanderLink 
server.  WanderLink  version  3.0 
starts  at  $495. 

©  Funk:  (617)497-6339 

■  IBM  last  week  announced  it  is 
establishing  an  “Institute for 
Advanced  Commerce.  ”  The  insti¬ 
tute  has  $10  million  in  initial 
funding  and  will  cooperate  with 
universities  such  as  Carnegie  Mel¬ 
lon.  Institute  board  member 
Irving  Wladawsky-Berger,  IBM’s 
Internet  division  general  man¬ 
ager,  said  the  research  projects 
will  help  IBM  customers  plan  for 
electronic  commerce. 

■  Parable,  LLC  this  week  will 
release  ThingMaker  1.0,  a  utility 

for  creating  interactive  mul¬ 
timedia  objects/or  Web  sites. 
ThingMaker  does  not  require  the 
user  to  know  Java  or  other  lan¬ 
guages;  all  objects  are  constructed 
using  predefined  tool  palettes  and 
drag  and  drop.  The  resulting  ob¬ 
jects,  called  Things,  require  a 
ThingViewer  plug-in  on  Microsoft 
Corp.  and  Netscape  Communica¬ 
tions  Corp.  browser  clients.  The 
objects  provide  actions,  such  as 
animation,  sound  and  multiple 
page  links,  when  the  mouse  moves 
over  or  clicks  on  them.  A  demo  for 
Windows  95  and  NT  is  available  at 
www.parablecorp.com;  the  full 
version  costs  $99. 

0  Parable:  (617)  796-0860 


By  Ellen  Messmer 

Washington,  D.  C. 

A  growing  number  of  politi¬ 
cians  and  pro-family  activists 
want  every  Web  site  and  chat 
group  to  be  rated  for  smut,  lan¬ 
guage,  and  violence.  Based  on 
the  ratings,  blocking  technol¬ 
ogies  in  browsers  and  servers  can 
filter  out  unwanted  content. 


At  first  glance,  the  filtering 
idea  looks  like  a  great  way  to 
“childproof’  the  Internet,  as 
Vice  President  A1  Gore  called 
it  during  his  recent  appear¬ 
ance  at  the  Internet  Online 
Summit  here. 

The  key  filtering  standard  is 
the  Platform  for  Internet  Con¬ 
tent  Selection  (PICS),  devel¬ 


Internet  Image  checks  push  status 

Company  blends  push  and  pull  for  deployment  flexibility. 


By  Andy  Eddy 

Fremont,  Calif. 

Unlike  many  of  its  competi¬ 
tors,  Internet  Image,  Inc. 
intends  to  give  push  technology 
a  shove  in  the  opposite  direc¬ 
tion,  back  toward  system  admin¬ 
istrators. 

The  company  has  developed 


BeyondPush  technology  that  lets 
administrators  push  applica¬ 
tions  and  information  to  clients 
over  intranets  and  extranets.  It 
then  can  poll  the  end-user 
devices  to  verify  what  has  been 
received.  It  is  what  Internet 
Image  terms  a  blending  of  push 
and  pull. 

The  technology  relies  on  Sun 
Microsystems,  Inc.’s  Remote 
Method  Invocation  to  provide 
two-way,  Java-to-Java  communi¬ 
cation,  which  sets  BeyondPush 
apart  from  the  “broadcast-only” 
model  that  other  push-technol¬ 
ogy  applications  employ,  the 
company  claimed. 

The  first  product  to  use  Bey¬ 
ondPush  technology  will  be 
Internet  Image’s  TargetLink. 


With  the  product,  clients  can 
receive  individual  applications 
or  groups  of  programs. 

TargetLink  lets  administra¬ 
tors  set  up  templates,  which  are 
collections  of  software  packages 
that  take  into  account  the  spe¬ 
cific  requirements  of  the  client 
being  supplied.  For  instance,  a 


company’s  finance  department 
might  require  spreadsheet  and 
word  processing  software,  while 
the  marketing  department 
might  need  presentation,  word 
processing  and  art  software. 

One  user  likes  what  he  sees  so 
far.  “It  lets  us  concentrate  on 
managing  the  network  instead  of 
wasting  our  time  doing  a  lot  of 
tedious  installs,”  said  A.J. 
Farmer,  system  administrator  for 
Spectrum  Sciences,  Inc.,  a  net¬ 
work  services  company  in  Cali¬ 
fornia,  Md. 

TargetLink  is  expected  to  be 
available  by  the  end  of  February 
at  $55  per  seat,  and  will  run  on 
Windows  NT  and  Solaris  servers. 

0  Internet  Image:  (510)  739- 
2020 


TargetLink,  using  BeyondPush  technology,  gives  system  administrators  the  ability  to  set 
up  packages  of  applications  to  deploy  to  clients  over  the  network. 


oped  at  the  World  Wide  Web 
Consortium  (W3C)  about  two 
years  ago.  PICS  is  an  open  techni¬ 
cal  specification  that  lets  brows¬ 
ers  or  other  client 
applications  recognize 
“tags”  attached  to  Web 
pages.  The  tags  indicate 
the  presence  of  any  type 
of  assigned  ratings  sys¬ 
tem  that  conforms  to 
PICS. 

At  the  Internet  On¬ 
line  Summit,  which  was 
sponsored  by  America 
Online,  Inc.,  Microsoft 
Corp.  and  other  vendors, 

PICS  was  hailed  as  the 
core  technology  for  fil¬ 
tering  out  the  good,  the  bad  and 
the  ugly.  “PICS  is  already 
deployed;  it’s  part  of  the  fabric  of 
the  Internet,”  said  Jerry  Ber¬ 
man,  director  of  the  Center  for 
Democracy  and  Technology. 

The  two  leading  ratings  sys¬ 
tems,  the  Recreational  Software 
Advisory  Council  on  the  Internet 
(RSACi)  and  SafeSurf,  are  based 
on  PICS. 

RSACi  and  SafeSurf  ask  Web 
site  operators  to  evaluate  their 
own  content  for  sex  or  violence. 
The  ratings  bureaus  then  issue  a 
PICS-based  tag  that  the  Web  site 
operator  can  put  on  a  home  page 
or  each  individual  page. 

Third-party  ratings  also  can 
be  done  using  PICS,  and  PICS 
client  software  can  be  set  to  rec¬ 
ognize  the  independent  ratings, 
automatically  making  a  re¬ 
mote  check  of  a  rater’s  master 
list  every  time  the  browser  goes 
to  a  Web  site. 

The  idea  is  that  client  soft¬ 
ware  that  supports  PICS,  such  as 
the  Microsoft  Internet  Explorer 
4.0  browser,  can  block  access  to 
specific  sites  or  only  go  to  desig¬ 
nated  sites,  depending  on  how 
the  software  is  set. 

Microsoft  is  a  key  investor  in 
RSACi,  and  Internet  Explorer 
4.0  ships  with  RSACi  as  a  default. 
RSACi  is  pushing  Netscape 
Communications  Corp.  to  sup¬ 
port  its  ratings  system,  but  so 
far,  Netscape  has  not  announced 
a  decision. 

A  new  version  of  PICS,  called 
“PICSRules,”  released  last  week 
is  aimed  at  making  PICS  brows¬ 
ers  more  flexible,  said  Paul 


Resnick,  chair  of  the  PICS  Inter¬ 
net  group  at  the  W3C  and  an 
associate  professor  at  the  Univer¬ 
sity  of  Michigan. 


“Whether  it  was  ratings  from 
the  Boy  Scouts  or  your  church 
group  or  a  self-rated  site,  PICS¬ 
Rules  would  let  the  browser 
easily  combine  the  preference 
for  several  ratings  systems,” 
Resnick  said. 

However,  Microsoft  said  it  is 
in  no  hurry  to  implement  PICS¬ 
Rules  in  its  browser,  said  Laura 
Jennings,  president  of  the  Micro¬ 
soft  Network. 

PICS  has  been  widely  misun¬ 
derstood  by  the  very  groups 
championing  it,  Resnick  said. 

Get  more  online: 

f  Copies  of  PICS 
rules  and  related 
specs 


•  An  interactive  PICS  demo  that 
questions  the  standard’s  validity 


The  PICS  standard  says  Web 
site  operators  should  be  able  to 
attach  just  one  PICS  tag  to  a  Web 
site  home  page  to  block  access  to 
the  entire  site. 

To  do  this,  the  PICS  standard 
requires  the  Web  server  to  recog¬ 
nize  the  PICS  tag  and  translate  it 
in  an  HTTP  link  to  the  browser. 
But  the  reality  is  that  no  Web 
server,  with  the  exception  of  one 
from  IBM,  supports  this  feature. 

So  unless  every  Web  page  at  a 
site  is  tagged  with  a  PICS  labei, 
there  can  be  no  guarantee  that  it 
can  keep  anyone  out  —  or  let 
anyone  into  a  site — using  a  PICS 
browser.  B 


Congra  tu  la  lions 
to  the  lens  of 
thousands  of  ; 
Web  sites  that 
hare  volun¬ 
tarily  rated 
themselves.  ” 

Vice  President  Al  Gore, 
at  the  recent  Internet 
Online  Summit 
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AMD,  the  AMD 
II  other  namis  « 


THE  IGs  THAT 

NETWORK 

THE  WORLD  NOW 


NETWORK  THE  WORLD 


High-performance  networks  from  San  Francisco  to 
Sri  Lanka  have  one  thing  in  common:  a  wide  range  of  AMD 
products  helping  them  run  faster.  From  the  largest 
enterprise  network  to  the  smallest  home  office,  AMD's 
innovative  Ethernet  solutions  are  taking  performance 
to  a  higher  level.  Our  next  generation  ICs  lower  the 
cost-per-port  in  high-speed  networking  just  like  we 
did  in  the  10BASE-T  market.  AMD  is  now  helping 
customer  partners  like  Cisco,  3Com  and  Bay  Networks 
supply  the  globe  with  faster,  more  cost-efficient  networking 
products.  We're  also  pushing  the  performance  envelope  in 
flash  technology,  embedded  processors  and  programmable 
logic.  Want  to  find  out  what  we  can  do  for  your  corner 
of  the  world?  Just  give  us  a  call,  or  visit  our  web  site. 


1  -800-222-9323  http://www.amd.com 


AMD's  silicon 


technology  delivers 
networking  ICs  that 
provide  a  whole  new 
level  of  performance. 


& 


Want  to  find  out 
how  AMD  can 
help  you  develop 
high-performance 
networking  and  other 
communications 
products?  Just  ask 
for  our  free  brochure. 
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Like  regulating  acid  rain 


ne  *,est  thinSs  a^out  working 

03  for  a  place  like  Harvard  is  the 
constant  flow  of  interesting  events  that 
occurs  here. 

The  most  recent  of  the  interesting 
events  was  this  year’s  edition  of  the 
Harvard  Information  Infrastructure 
Project  (HUP).  (For  details  about 

HUP,  go  to 
www.ksg.har- 
vard.edu/ 
iip/index. 
html.) 

hiip  was  a 
two-day  con¬ 
ference  on 

the  impact 

Scon  Brad ner  of  the  Inter. 

net  on  communications  policy.  The 
papers  from  the  conference  will  be 
posted  at  ksgwww.harvard.edu/iip/ 
iicompol/first.  html. 

The  conference  attracted  people 
from  all  over  the  world,  and  some 
of  them  had  a  clue  about  the 
Internet  and  how  it  relates  to  tra¬ 
ditional,  country-based  telecommunica¬ 


tions  regulations. 

One  can  categorize  the  attend¬ 
ees  at  this  conference  into  three 
bunches:  regulators,  who  seem  to  be 
genedcally  predisposed  to  fix  things 
by  adding  regulations;  academicians 
and  policy  researchers,  whose  un¬ 
derstanding  of  how  the  Internet 
actually  works  is  often  somewhat 
challenged;  and  a  motley  collection 
of  others  ranging  from  reporters  to 
libertarians. 

As  in  past  HIIP  conferences,  the 
overall  feeling  is  that  the  conference  is 
targeted  to  those  in  governments  who 
are  trying  to  understand  just  what  this 
Internet  thing  is  anyway. 

Because  of  this,  some  of  the  papers 
presented  can  be  a  bit  low  in  tech¬ 
nology  and  high  in  fuzzy  govern¬ 
ment  policy-speak.  Most,  however,  are 
generally  quite  interesting  explo¬ 
rations  of  problems,  ranging  from 
the  impacts  of  the  changing  Internet 
peering  policies  to  the  distribution 
of  Internet  service  provider  access 
in  the  USA.  The  best  title  of  a  paper 


was  “Ducks,  Grandma,  and  Sausage: 
What  Happens  when  the  Telephone 
Network  Gets  Sucked  into  the  Digital 
Tornado.” 

The  best  analogy  that  came  out 
of  the  conference  is  from  John 
Mathiason  of  New  York  University, 
who  compared  the  diffi¬ 
culty  of  creating  regu¬ 
lations  for  the  Internet  to 
what  was  going  on  in 
Japan  at  the  same  time 
as  the  conference.  Repre¬ 
sentatives  from  150  coun¬ 
tries  were  gathered  in 
Kyoto  to  try  and  figure 
out  how  to  deal  with  global 
warming. 

The  Internet  and  the 
world’s  climate  have  quite 
a  bit  in  common,  at  least 
in  the  area  of  the  effec¬ 
tiveness  of  regulatory  ac¬ 
tions.  No  individual  country  is  able 
to  introduce  and  enforce  rules  to 
control  acid  rain,  just  as  no  indi¬ 
vidual  country  is  able  to  regulate  the 
Internet. 

Regulations  for  global  phenom¬ 
ena  must  be  developed  through 
frequendy  tedious  multinational  nego¬ 
tiations.  This  type  of  negotiation  rarely 


produces  detailed  regulations,  since  it 
is  far  too  hard  to  get  everyone  to  agree 
on  the  details.  About  all  that  can 
happen  is  general  agreement  on  the 
basic  rules  of  the  road. 

Some  Internet  libertarians  would 
argue  that  the  Internet  requires  no 
regulations.  That  argument 
is  irrelevant;  there  will  be 
regulations,  needed  or  not, 
because  the  Internet  is  just 
too  important  to  the  eco¬ 
nomic  future  of  the  world. 

I  expect  to  see  regu¬ 
lations  about  minimum  reli¬ 
ability  of  Internet  backbones 
and  peering  arrangements 
popping  up  in  the  next  year 
orso. 

The  Internet  is  not  going 
to  be  immune  from  regula¬ 
tions.  It  is  very  much  a  victim 
of  its  own  success.  Go  to 
carin.bellcore.com:8000/~swrs/ippoll/ 
daily.html  to  see  how  successful  it  is. 

Disclaimer:  Harvard  produces  fog 
better  than  acid  rain,  but  in  any  case 
the  above  is  my  own  forecast. 

Bradner  is  a  consultant  with  Harvard 
University’s  University  Information  Systems. 
He  can  be  reached  at  sob@harvard.edu. 


The  Internet  and 
the  world’s  cli¬ 
mate  have  quite  a 
bit  in  common,  at 
least  in  the  area 
of  the  effective¬ 
ness  of regulatory 
actions. 


Videoconferencing  via  LAN 


’Buy  one  Escort  25PRO  at  the  regular 
price  of  S799  and  get  the  second  for 
only  S200  (offer  expires  1/31/98). 
That's  a  savings  of  over  50°o  compared 
to  leading  competitors. 
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NO  ONE  CAN  USE  JUST  ONE. 


Face-to-face  videoconferencing  requires  at  least  two  systems.  VCON  is  currently  offering  two  Escort  25PRO  systems  for  only  $999.  The  Escort 
25PRO  brings  the  next  generation  of  videoconferencing  direct  to  the  LAN  running  on  Windows  95  or  NT.  It  features  seamless  video  (30  frames  per 
second),  audio  and  data  conferencing  that  is  H.323  compliant  for  Ethernet,  Token  Ring  and  ATM.  Each  system  includes  a  half-size  PCI  codec,  color 
video  camera,  software,  and  telephone  handset.  Once  you've  tried  the  Escort  25PRO  you'll  find  videoconferencing  as  irresistible  as  snackfood. 


VCON 

1.888.  668.  VCON 
www.vcon.com 
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ATM /WAN  SOLUTIONS 


INTERNET /INTRANET  SOLUTIONS 


NETWORK  EQUIPMENT 


WEB  SERVICES 


These  days  it  seems  like  everyone  is  in  this  business.  But  we 
believe  the  best  people  to  design  and  build  intranets  are  the 
people  who  design,  build  and  manage  networks  every  day.  As 
part  of  U  S  WEST,  we’ve  been  doing  just  that  every  day  for 
over  I  00  years. 

But  expertise  alone  isn’t  what  sets  INTERPRISE  apart.  With 
us,  you  deal  with  one  source  and  one  source  only.  From 
beginning  to  end.  From  Internet  access  to  network  engineering, 
through  equipment  staging  and  installation.  We’ll  even  work 
with  third-party  application  developers  to  deploy  applications 
customized  for  your  company. 

But  wait,  you  say,  I  don’t  need  all  of  this.  At  INTERPRISE, 
we  can  provide  as  much  or  as  little  help  as  you  need.  You  can 
completely  outsource  your  intranet  to  us,  even  with 
INTERPRISE  hosting  your  web  servers  through  our  INTERACT 
service.  Or,  we  can  simply  retune  your  network  transport 
services  to  support  your  intranet  functions.  You  decide  just 
what  you  need,  we’ll  decide  just  how  to  get  it  done. 

Sure,  there  are  a  lot  of  guys  out  there  designing  and 
building  intranets.  But  what  exactly  are  their  qualifications?  To 
hear  more  about  INTERPRISE,  call  us  at  1-800-DATA-USW  or 
visit  us  at  www.interprise.com. 
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Year  2000  problem 

Most  e-mail  stamped 


OK  for  Y2K 


hatever  IT  calamities  do  unfold  when  the 
year  2000  tolls,  chances  are  network  man¬ 
agers  still  will  be  able  to  commiserate  with 
one  another  via  e-mail. 

Only  the  oldest  and  most  poorly  designed  elec¬ 
tronic  messaging  products  are  likely  to  experience 
Year  2000  date  problems,  according  to  most  indus¬ 
try  experts.  Moreover,  any  glitches  that  occur 
are  likely  to  be  of  the  annoying  variety,  such  as  mis¬ 
labeled  headers,  missorted  in-boxes  or,  perhaps,  a 
premature  license  expiration  notice,  they  say. 

Only  a  minority  of  Year  2000  experts  predict 
anything  worse  than  routine  message  losses,  and 
they  point  the  finger  of  blame  more  at  network 
gear  and  operating  systems  than  at  the  applications 
themselves. 

But  that  doesn’t  mean  administrators  and  ven¬ 
dors  are  sitting  on  their  hands  through  the  ongo¬ 
ing  Year  2000  fire  drill.  There  is  plenty  of  old  and 
susceptible  stuff  out  there,  including  freeware.  And 
even  users  of  newer  products  from  major  messag¬ 
ing  companies  are  demanding  compliance  assur¬ 
ances  and  test  data. 

Bottom  line:  Even  the  most  confident  messaging 
managers  and  vendors  recognize  the  need  to  cover 
all  their  bases  —  as  well  as  their  behinds  —  in  the 
event  that  Year  2000  doom-and-gloomers  prove 
prescient. 

As  for  Internet  mail 

“The  [Internet  Engineering  Task  Force]  has  a 
working  group  together  that  is  looking  through  all 
of  the  [Internet  mail]  protocols  and  finding  where 
there  are  issues,”  says  Paul  Hoffman,  director  of 
the  Internet  Mail  Consortium  (IMC) .  “We  have 
essentially  found  none  that  are  important.” 


THE  OLDER  THE  GEAR,  THE  MORE  TO  FEAR 
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By  Paul  McNamara 

Important  may  be  in  the  eye  of  the  beholder, 
however.  “There  will  be  problems  with  anything 
that  deals  with  X.400  and  X.500,  but  people  have 
been  aware  of  that  for  awhile,”  Hoffman  notes. 

The  specter  of  Year  2000  chaos,  whether  real  or 
exaggerated,  has  spawned  an  industry  to  fulfill  the 
need  for  full  compliance  testing.  While  the  main¬ 
frame  world  has  drawn  most  of  the  new  industry’s 
attention,  it  is  by  no  means  ignoring  networks. 

“The  real  message  we’re  trying  to  put  out  is  that 
you  need  to  do  your  due  diligence  on  this,”  says 
Michael  Theoharous,  director  of  consulting 
services  for  Bell  Atlantic  Network  Integration, 
in  Frazier,  Pa.  ‘You  can’t  ignore  it,  because  one 
piece  of  equipment  in  the  middle  of  things 
could  screw  up  your  whole  network.  ” 

According  to  Theoharous,  many  organiza¬ 
tions  that  are  reliant  on  older  networks  —  hos¬ 
pitals  and  schools,  for  example  —  have  yet  to 
begin  their  compliance  testing. 

Meanwhile,  messaging  heavyweights 
Microsoft  Corp.,  Lotus  Development  Corp., 

Novell,  Inc.  and  Netscape  Communications  Corp. 
have  posted  reams  of  information  about  Year  2000 
on  their  Web  sites.  In  essence,  these  companies  are 
offering  rosy  assessments  of  how  they  expect  their 
products  to  perform. 

Lotus,  for  example,  contends  its  products  are 
completely  Year  2000-compliant,  including  its  flag¬ 
ship  groupware  package,  Lotus  Notes.  Shops  that 
still  are  running  older  versions  of  the  company’s 
cc:Mail,  however,  have  more  to  be  concerned 
about,  the  company  acknowledges. 

“We  are  scrambling  to  migrate  the  mail  systems 
at  our  main  sites  to  [Microsoft’s]  Exchange  by 
the  end  of  1998,  [affecting]  approximately  15,000 
users,”  says  Brian  Holle,  e-mail  administrator  at 
Roche  Bioscience,  in  Palo  Alto,  Calif.  “The  prob¬ 
lem  is  that  some  of  our  remote  sites  are  running 
cc:Mail  [DB6] ,  which  has  the  [Year  2000]  bug. 

“These  sites  are  spread  all  over  the  world,”  he 
adds.  “I’m  sure  it’s  going  to  be  frantic  around  here 
at  the  end  of  1999.” 

Vendors  express  confidence 

Microsoft  also  maintains  that  its  messaging  prod¬ 
ucts  are  Year  2000-compliant,  with  the  only  possi¬ 
ble  problem  arising  for  those  who  bought  Ex¬ 
change  4.0  shortly  after  its  debut  and  have  not 
upgraded  since.  A  patch  is  available. 

Novell  is  conducting  extensive  tests  of  Group- 
Wise  Versions  4.1  and  newer  versions.  Company 
officials  say  they  are  convinced  GroupWise  is  Year 
2000-compliant,  but  their  own  certainty  isn’t 
enough  for  some  of  their  customers. 

“We’re  seeing  our  customers  and  the  customers 


of  other  companies  who  say,  ‘Sorry,  we  just  can’t 
take  your  word  for  it;  give  us  some  assurance,’  ” 
says  Steve  Carter,  an  engineer  for  Novell’s 
GroupWare  Division.  Novell  expects  to  have  its 
testing  done  by  March. 

Coordination  a  key 

Getting  the  Year  2000  house  in  order  is  only  a 
part  of  the  equation,  experts  say.  Jerry  Johnson, 
senior  policy  analyst  for  the  state  of  Texas,  envisions 
major  problems  coordinating  Year  2000  compliance 
efforts  between  trading  partners  who  are  conduct¬ 
ing  electronic  data  interchange  transactions. 


‘Your  timing  will  be  critical,  depending  on  the 
number  of  trading  partners  you’re  dealing  with,” 
Johnson  says.  ‘You  all  have  to  agree  that  as  of  such- 
and-such  a  time,  you’re  going  to  change  over  from  a 
two-digit  to  a  four-digit  year  [in  EDI  applications].” 

But  Johnson  agrees  that  e-mail  difficulties 
should  be  minor.  “There  might  be  a  problem  in 
some  of  the  trace  and  forwarding  capabilities  with¬ 
in  a  couple  of  days  on  either  side  of  Jan.  1,  2000,” 
he  says. 

Another  corporate  user  shares  Johnson’s  con¬ 
cern  about  Year  2000  problems  being  spread 
among  networks. 

“I  think  there  definitely  will  be  a  ripple  effect, 
especially  with  foreign  countries,”  says  Kevin 
Coleman,  collaborative  computing  specialist  at 
Joseph  E.  Seagram  &  Sons,  Inc.,  of  New  York.  “I 
think  most  U.S.  companies  will  have  most  of  their 
critical  systems  compliant,  [but]  I  wonder  about 
all  governments,  including  the  U.S.,  and  foreign 
companies. 

“I  guess  we  won’t  really  know  until  the  day  hits.  I 
don’t  think  it’s  going  to  be  a  doomsday,  but  things 
will  be  rattled,”  Coleman  says. 

IMC  next  year  plans  to  hold  an  event  where  ven¬ 
dors  and  users  will  be  given  an  opportunity  to 
demonstrate  how  their  e-mail  products  will  inter¬ 
operate  come  the  big  day. 

“Our  event  most  likely  will  have  a  wonderful 
result  that  won’t  be  completely  accurate  in  the 
real  world  because  it  will  only  be  for  shipping 
[software],”  Hoffman  says.  “We  aren’t  going  to 
pull  out  every  piece  of  old  software  we  can  find 
and  test  it.”  ■ 


“/  bet  ire  are  going  to. find  some 
Year  2000  problems,  simplg  be¬ 
cause  people  are  using  old  soft - 
ware  and  will  continue  to  use 
old  software  in  the  gear  2000. " 

Paul  Hoffman,  director.  Internet  Mail  Consortium 
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NETWORK  HELP  DESK 


RonNutter,  a  Master  Certified 
Novell  Engineer  and  Groupware 
CNEin  the  Lexington,  Ky.,  area, 
tracks  down  the  answers  to  your 
questions.  Call  (800)622-1108,  Ext. 
476,  or  send  your  questions  to  rnut- 
ter@world.std.com. 

I  have  Novell,  Inc.'s  IntranetWare  4 
Dynamic  Host  Configuration  Proto¬ 
col  (DHCP)  assigning  a  pool  of  about 
300  addresses  to  Client  32  DOS/ 
Windows  and  Windows  95  clients.  I 
get  two  or  three  calls  per  day  from 
Windows  95  users  who  get  address 
assignment  conflicts  on  start-up. 

This  can  be  resolved  in  DHCPCFG 
by  deleting  the  offending  IP  address 
from  the  table  and  having  the  user 
reboot,  but  it’s  time  consuming.  I  am 
familiarwith  WINIPCFG  and  have 
tried  a  number  of  combinations  but 
still  cannot  get  It  to  work.  I  always 
have  to  go  back  to  DHCPCFG  and 
delete  a  table  entry.  Is  there  a  fix? 

Via  the  Internet 

Download  DHCP21N.exe  and 
FTCPXV09.exe  from  http://sup- 
port.novell.com  using  File  Finder. 
The  first  file  is  an  updated 
DHCPSRVR.nlm,  and  the  latter  is  a 
TCP/IP  NetWare  Loadable  Module. 
These  files  fix  the  communication 
problem  among  the  DHCP,  the  TCP/ 
IP  protocol  stack  and  the  Windows 
client.  Apply  IntranetWare  Service 
Pack4abefore  installing  these  files, 
and  make  sure  you  document  your 
DHCPconfiguration.It’s  important 
to  do  the  latter  because  part  of  the 
installation  involves  deleting  the 
current  DHCP  configuration  before 
uploading  the  updated  version. 

Review  the  Readme  file  that 
comes  with  the  DHCP  update.  Op¬ 
tions  are  available  that  could  elimi¬ 
nate  the  need  to  intervene  when 
workstations  are  moved  between 
subnets.  It  also  is  a  good  idea  to  apply 
the  appropriate  updates  to  your  Win¬ 
dows  95  workstations.  Depending 
on  what  version  of  Windows  95  you 
have,  you  may  need  to  apply  Ser¬ 
vice  Pack  1,  KRNLUPD.exe  and 
MSDUN12.exe  patches.  If  you 
have  Revision  B  of  Windows  95, 
MSDUN  12.exe  will  be  the  only  one  of 
the  three  files  that  you  will  be  able  to 
apply.  KRN  LUPD.exe  fixes  a  memory 
problem  in  pre-Revision  B  systems, 
and  Service  Pack  1  fixes  more  items 
than  I  can  list  here. 


Technology  Update _ 

Covering:  Evolving  Technologies  and  Standards 

IP  nets:  Quality  of  service  is  not  a  pipe  dream 


By  Hank  Zannini 

If  the  Internet  and  other 
large-scale  IP-based  networks  are 
to  move  forward,  guaranteed 
quality-of-service  (QoS)  support 
needs  to  become  a 
reality. 

There  are  sev¬ 
eral  emerging  QoS 
standards  that  may 
make  that  dream 
a  reality  —  most 
notably  class-based 
queuing  and  the 
Resource  Reser¬ 
vation  Protocol, 
which  can  control 
some  QoS  features 
at  the  edge  of  an  IP- 
based  network. 

However,  until 
QoS  can  be  guar¬ 
anteed  end-to-end 
throughout  the  switched/ 
routed  infrastructure,  these  QoS 
schemes  cannot  address  the 
greater  problem. 

Without  sophisticated  QoS 
capabilities,  carriers  will  not  be 
able  to  offer  end-user  cus¬ 
tomers  value-added  services, 
such  as  high-priority  transmis¬ 
sion  for  business-critical  appli¬ 
cations  and  managed  LAN/ 
legacy  services. 

The  network  must 
provide  levels  of  ser¬ 
vice  that  adequately 
correspond  to  different 
classes  of  traffic,  in¬ 
cluding  IP-based  data, 
legacy  data,  voice  and 
video. 

The  network  must  be 
able  to  identify  different 
service  classifications 
and  handle  each  of 
those  efficiently,  without 
large  amounts  of  net¬ 
work  overhead. 

QoS  a  pipe  dream? 

Although  it  may  have 
seemed  a  pipe  dream 
just  a  short  time  ago, 

QoS  over  IP  today  can  be 
employed  through  the 
use  of  innovative  stan¬ 
dards  in  the  core  of  the 
network. 

Nothing  inherent  in 
the  TCP/IP  protocols 
precludes  or  makes 
implementing  QoS  ser¬ 


vices  any  more  difficult  than 
those  found  in  ATM. 
In  fact,  next-generation  IP 
switch/ router  vendors  are 
leveraging  many  of  the  same 
QoS  algorithms, 
which  work  on 
53-byte  ATM  cells, 
and  are  adopting 
them  to  work  with 
variable  length  IP 
packets. 

For  example, 
congestion  man¬ 
agement  plays  a 
large  role  in  the 
performance  of  the 
network  infrastruc¬ 
ture  and  in  the 
ability  of  the  net¬ 
work  to  provide 
suitable  bandwidth 
to  specialty  traffic, 
such  as  SNA,  voice  or  video  in  a 
guaranteed  QoS  methodology. 

Working  in  conjunction 
with  transport  protocols  such 
as  TCP,  Random  Early  Dis¬ 
card  (RED)  detects  and  avoids 
network  congestion  by  intelli¬ 
gently  identifying  temporary 
bursts  of  traffic  patterns  and 
distinguishing  them  from  bona 
fide  network  overload. 

Using  RED,  network  man¬ 


agers  can  implement  policies 
to  handle  traffic  during  con¬ 
gested  periods,  including  the 
ability  to  reduce  bandwidth 
across  the  network  in  proportion 
to  network  utilization. 

Once  the  issue  of  conges¬ 
tion  has  been  addressed,  net¬ 
work  managers  and  carriers 
can  employ  weighted  fair 
queuing  (WFQ)  to  enable  QoS 
capabilities.  WFQ  provides 
high-priority  traffic,  such  as 
voice  or  video,  with  a  higher 
priority  service  than  simple 
data  traffic. 

Sophistication 

One  way  to  implement  WFQ 
is  to  take  advantage  of  the 
sophisticated  functionality  of 
edge  devices,  such  as  routers 
and  frame  relay  access  devices. 
These  boxes  can  present  traffic 
to  the  core  switch/ router 
using  IP  precedence  bits  for 
requesting  one  of  six  possible 
classes  of  service  from  the 
network.  They  also  can  use 
access  control  lists  (ACL)  to 
define  traffic  policies  required 
for  transmission  through  the 
network. 

Once  high-priority  traffic  has 
been  addressed,  the  remaining 


bandwidth  is  split  among  the 
low-priority  requests.  The  low- 
priority  traffic  then  receives 
fair  distribution  of  the  surplus 
bandwidth. 

By  classifying,  filtering  and 
shaping  network  traffic  flow 
using  techniques  such  as 
committed  access  rate  (CAR)  at 
the  network  edges,  the  core 
network  switch/ routers  are  able 
to  deliver  a  committed  informa¬ 
tion  rate  to  the  end  user  across 
the  network. 

Most  router  suppliers,  in¬ 
cluding  Cisco  Systems,  Inc., 
support  IP  precedence,  ACLs 
and  CAR  in  their  edge  router 
products. 

The  end  result  of  employing 
these  technologies  is  Internet 
networks  that  deliver  the  same 
levels  of  QoS  as  frame  relay, 
ATM  or  dedicated  leased-line 
networks. 

Scalability 

The  one  issue  in  the  core 
of  the  network  that  must  still 
be  addressed  for  QoS  to  be 
practical  across  the  WAN  is 
the  scalability  of  hardware 
systems. 

As  more  end  users  require 
more  bandwidth,  the  core 
network  must  scale 
appropriately.  Gone  are 
the  days  when  earners 
or  users  could  afford 
to  add  another  router 
or  another  switch  to 
solve  temporary  re¬ 
gional  bandwidth  re¬ 
quirements. 

Today’s  rapid  growth 
and  economic  concerns 
are  forcing  carriers  and 
enterprises  to  employ 
technologies  and  plat¬ 
forms  that  can  grow 
quickly  and  elegandy  to 
meet  the  rapid  increases 
in  bandwidth-intensive 
applications  from  cur¬ 
rent  and  new  users. 

Zannini  is  business 
development  manager  far 
Avici  Systems,  Inc.,  a 
Chelmsford,  Mass.-based 
developer  of  Terabit  Switch/ 
Router  technology.  Zannini 
can  be  reached  at  hank @ 
avici.com. 


UP  CLOSE 

Clearing  up  QoS 
confusion 

According  to  the  Internet 
Engineering  Task  Force  working 
group  on  quality  of  service  (QoS), 
it  is  easy  to  get  IP-  and  QoS-based 
confused  with  resource  reserv¬ 
ation.  While  resource  reservation 
protocols  such  as  RSVP  provide 
a  method  for  requesting  and 
reserving  network  resources, 
they  do  not  provide  a  mechanism 
for  assuring  that  the  network 
path  used  has  adequate 
resources  to  accommodate  the 
requested  QoS.  Conversely,  QoS- 
based  routing  increases  the 
chance  that  adequate  resources 
are  available  along  a  path,  but  it 
does  not  reserve  the  resources. 


QOS  IN  AN  IP  ROUTER-BASED 
ENVIRONMENT  SHOULD: 

& Automatically  accommodate  alternate 
routing  paths. 

In  the  event  of  congestion  and  line  failures,  routers 
must  be  able  to  shift  traffic  from  one  path  to 
another  as  soon  as  a  better  path  is  found  without 
causing  spikes  in  bandwidth  or  router  CPU  cycles. 

'+/ Optimize  resource  usage. 

A  network  state-dependent,  QoS-based  routing 
scheme  can  aid  in  the  efficient  utilization  of 
network  resources  by  improving  the  total  network 
throughput.  Such  a  routing  scheme  can  be  the 
basis  for  efficient  network  engineering. 

Handle  performance  degradation. 

State-dependent  routing  can  compensate  for 
inadequacies  in  network  engineering,  providing 
better  throughput  and  performance  than  a  state- 
insensitive  routing  scheme. 


Nothing  inher¬ 
ent  in  the  TCP/IP 
protocols  makes 
implementing 
QoS  services  any 
more  difficult 
than  those  found 
in  ATM. 
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7x24  business-critical  application  environments. 
With  features  like  the  first  industry-standard  PCI 


hot  plug  platform,  hot  plug  disk  drives  and  power 

•  .  \  ' 

supplies,  they  provide  unparalleled  availability, 
scalability  and  manageability. 

To  satisfy  your  most  demanding  applications, 
Compaq,  in  partnership  with  Tandem  and  Microsoft, 
is  creating  an  industry-leading  line  of  cluster  solu¬ 


tions.  Both  the  ProLiant  6500  and  ProLiant  7000 


provide  rock-solid  failover  functionality  with  Microsoft 
Wolfpack  cluster-enabled  software. 


The  result:  costs  are  reduced,  risk  is  lowered 


productivity  improves  and  the  implementation 


And  to  demonstrate  our  continued  commitment 


to  our  customers'  future  success 


now 


offers  Year  2000  Readiness  warranty  coverage,  and 


independent  NSTL  compliance  testing. 

The  Compaq  ProLiant  6500  and  ProLiant  7000. 
They're  the  type  of  business-critical  server?  your 


company  needs.  They're  the  type  of  servers  the 

••  '  "7  •  • •; 

world's  leading  provider  of  computers  makes. 

•  t'' 

•  ■'  -  : ;;  . 

www.compaq.com/ products/servers 


EDITORIAL 


Back  up  your  words,  Microsoft 


Microsoft  loves  to  talk  about  choice. 

Everything  the  Redmond,  Wash.,  firm  does  is  moti¬ 
vated  by  the  honorable  goal  of  expanding  customer 
choice  and  value — whether  it  be  combining  applica¬ 
tions  into  low-priced  suites,  giving  away  browsers  or  inte¬ 
grating  the  browser  into  the  core  operating  system. 

Take  this  comment  from  Tod  Nielsen,  Microsoft’s  general  manager 
of  developer  relations,  in  a  Wall  Street  Journal  piece  last  week  about  new 
Sun  technolog)’ aimed  at  overcoming  incompatibilities  in  Microsoft’s 
Java  offerings:  “Havingsoftware  [Sun’s  new  Activator  technology] 
mysteriously  search  a  user’s  machine  and  then  replace  itwith  some¬ 
thing  it  views  as  kosher  isn’t  what  Microsoft’s  about.  We  believe  in  cus¬ 
tomer  choice.” 

This  theme  of  choice  and  customer  benefit  rings  through  the  com¬ 
ments  of  Bill  Gates,  Executive  Vice  President  Steve  Ballmer  and  Chief 
Operating  Officer  Bob  Herbold,  among  others,  in  defending  Micro¬ 
soft  against  legal  challenges  and  other  criticism. 

In  fact,  on  Microsoft’s  Web  site  you  even  can  find  a  fascinating 
study,  conducted  for  Microsoft  by  a  couple  of  prestigious  polling  firms, 
confirming  the  importance  of  choice.  According  to  the  study,  62%  of 
respondents  believe  businesses — not  the  government — should 
ensure  that  consumers  have  a  choice  of  products.  Hmmm.  By  the  way, 
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the  study  also  found  that  Microsoft  is  the  most  admired  company  in 
America. 

Microsoft  isn’t  the  only  company  that  drapes  its  profit-  and  market 
share-minded  tactics  in  the  mantle  of  customer  choice.  But  the  termin¬ 
ology  really  rings  hollow  when  it  comes  to  Microsoft’sjava  strategy. 

I’ve  talked  to  lots  of  network  professionals  and  what  they  choose  is  a 
single,  consistentimplementation  ofjava  across  the  industry.  Custom¬ 
ers  viewjava  not  as  some  Holy  Grail  panacea  but  as  an  alternative — 
one  that  needs  plenty  of  work — that  could  help  them  overcome  long¬ 
standing  problems  in  integrating  diverse  machines.  Customers  cer¬ 
tainly  do  not  choose  to  seejava  as  a  political  and  business  football  that 
winds  up  punctured  and  useless  because  of  incompatibilities. 

Customers  choose  to  see  Microsoft  compete  on  the  quality  of  itsjava 
support,  applications  and  development  tools.  They  do  not  choose  to  see 
Microsoft  leverage  its  marketstrength  to  slowjavadown. 

That’s  because  customers,  unlike  Microsoft,  don ’  t  viewjava  as  a 
threat  to  Windows.  That’s  a  critical  distinction.  Customers  seejava  as  a 
way  to  get  more  value  from  their  Windows  machines,  as  well  as  their 
U nix  machines  and  mainframes  and  whatever  else  they  have  installed. 

Microsoft  is  out  of  sync  with  customers  here.  If  Microsoft  really 
wants  to  provide  more  value  and  back  up  its  rhetoric,  itwill  stop  the 
Java  infighting.  That  would  be  the  right  choice. 


John  Gallant,  editor  in  chief 


jgallant@nww.com 


Career  Strategies  •  Frank  S  c  h  o ff 

Strong  job  market  leads  to  some  strange  behavior 


os  t  managers  who  are  responsible  for  hiring  IT  profession¬ 
als  can  tell  you  how  difficult  it  is  to  recruit  qualified  candi¬ 
dates.  Driven  by  a  healthy  economy,  corporate  global¬ 
ization  and  a  strong  emphasis  on  information-based  business  sys¬ 
tems,  the  demand  for  IT  talent  probably  exceeds  the  supply. 

However,  finding  the  right  people  is  only  half  the  problem  recruit¬ 
ers  and  managers  face  in  today’s  strong  job  market.  During  the  past 
year,  I ’ve  observed  more  unusual — nay,  bizarre — behavior  on  the 
part  of  recruited  individuals  than  in  all  my  previous  nine  years  as  a 
recruiter.  Here  are  three  examples: 

•  Candidate  A:  Continues  to  conductjob  search  after  accepting 
an  offer  and  scheduling  a  house-hunting  trip.  In  a  moment  of  con¬ 
science,  tells  new  employer  of  these  efforts.  Offer  is  withdrawn. 

•  Candidate  B:  In  an  early  interview,  is  asked  how  soon  he  could 
start.  Says  he  is  unsure  because  he  is  eligible  for  a  $200,000  severance 
bonus  if  he  stays  with  the  company  until  terminated.  Dropped  from 
consideration. 

•  Candidate  C:  Advised  early  of  the  salary  range  for  the  position. 
Says  the  range  is  acceptable.  Continues  through  the  interview  pro¬ 
cess,  including  travel.  Receives  an  offer  within  the  range.  Responds 
that  he  didn  ’t  realize  how  much  he  currently  was  earning  and  would 
require  an  additional  $20,000.  Droppedfrom  consideration. 

What’s  causing  this  behavior?  The  root  of  it  is  the  strongjob  mar¬ 
ket.  Everybody  who’s  anybody  is  being  recruited,  and  the  number  of 
offers  a  person  has  in  their  back  pocket  seems  to  have  become  a  fash¬ 
ionable  status  symbol.  Consequently,  there  are  many  people  enter¬ 
ing  thejob  market  who  are  neither  prepared  for  the  process  nor 
committed  to  its  success. 

There  are  some  steps  you  can  take  to  avoid  the  costly  and  time- 
consuming  process  of  conducting  interviews  that  do  not  produce  a 
hire.  The  key  words  are  screen,  screen  and  screen  again. 

•  Discuss  compensation  early  in  the  process.  Define  your  hiring 
range  and  ask  if  it  is  within  the  acceptable  limits.  Then  ask  for  the  can¬ 
didate’s  currentcompensation.  Be  prepared  to  terminate  the  inter¬ 
view  process  if  the  candidate  will  not  provide  the  information.  Ask  for 
a  W-2  ora  current  pay  stub  to  validate  the  salary.  Reconfirm  the  candi¬ 
date’s  comfort  with  the  hiring  range  as  you  move  through  the  inter¬ 
view  stages. 

•  Discuss  start  date  before  extending  an  offer.  Local  candidates 
should  be  committed  to  starting  within  two  to  three  weeks  of  accept¬ 


ing  the  offer;  relocation  may  extend  that  to  three  to  four  weeks.  If  a 
candidate  is  not  eager  to  start  the  newjob,  it  may  be  a  warning  sign. 

•  Discuss  geography.  If  the  candidate  is  local,  is  the  commute  realis¬ 
tic?  If  the  candidate  must  relocate,  is  your  geography  attractive  to  them 
and  their  family?  Do  they  know  the  marketability  of  their  house  and 
has  a  real  estate  agent  been  contacted? 

•  When  you  think  everything  is  in  place  for  a  successful  start,  con¬ 
tact  the  candidate  at  least  weekly  to  determine  if  any  assistance  is 
needed,  provide  information  and  discuss  the  assignments  and  oppor¬ 
tunities  that  await.  If  you  don  ’  t  get 
enthusiastic  responses,  probe  for 
more  information. 

Will  taking  these  steps  guaran¬ 
tee  you  won’t  fall  victim  to 
unusual  behavior?  Based  on  my 
own  recent  experiences,  the  only 
guarantee  is  that  ifyou  don’t 
screen  thoroughly,  you  are  likely 
to  get  hit.  As  long  as  thejob  mar¬ 
ket  stays  strong,  a  healthy  level  of 
skepticism  is  appropriate. 

The  famous  Yogi  Berra  quote 
“Itain’tovertill  it’sover,”  cer¬ 
tainly  fits  today’s  ITjob  hunter. 

Schoff  is  president  of  Manage¬ 
ment  Recruiters  in  Cedar  Moun¬ 
tain,  N.C.,  and  specializes  in 
placing  network  professionals.  He 
can  be  reached  at  (704)  884-4118  or 
at  mrischoff@citcom.  net. 

Questions? 

Readers:  Send  your  career- 

related  questions  to  Frank 

Schoff  and  he  will  address 

them  in  future  columns. 


Send  letters  to  nwneivs@nurw.com  or  John  Gallant, 
editor  in  chief,  Network  World,  161  Worcester  Road, 
Framingham,  MA  01 701.  Please  include  phonenum- 
ber  and  address  for  verification. 

Sour  grapes 

From  thearticle  “Sun  awaits  word  on 
Java  standards  bid”  (Nov.  17,pagel02) 
comes  my  nominee  for  this  year’s  ‘  ‘What 
goes  around  comes  around’  ’  award: 

‘  ‘Microsoft  argued  that  Sun  is  trying  to 
have  it  both  ways  by  controlling  thejava  ; 
standards  process  while  retaining  trade¬ 
mark  and  licensing  rights  to  the  program¬ 
ming  language.  ‘IfSun  is  approved  asa 
PAS  submitter,  [it]  could  prevent  prod¬ 
ucts  from  being  certified  as  conformant 
with  ISO  standards  for  competitive  rea¬ 
sons,’ said  Cornelius  Willis,  Microsoft’s  j 
director  of  platform  marketing.” 

What  does  Willis  think  Microsoft  has  i 
been  doing  for  almost  a  decade  with  the  | 
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Os  is  often  the  case  with  standards  work,  the  Directory-Enabled  Network 
(DEN)  specification  has  been  embroiled  in  politics.  Fortunately,  a 
handful  of  corporate  customers  last  month  helped  the  vendors  involved 
get  their  priorities  straight  at  the  first  public  meeting  held  to  review  the  draft 
specification. 

DEN  is  the  brainchild  of  Microsoft  Corp.  and  Cisco  Systems,  Inc.  Last  spring,  the 
two  companies  pledged  to  create  a  common  directory  infrastructure  that  would 
unify  the  management  of  their  products  with  Microsoft’s  Active  Directory  and  allow 
network  services  to  be  applied  on  a  per-user  basis.  The  DEN  specification  emerged 
out  of  this  partnership. 

Although  it’s  still  preliminary,  the  specification  begins  to  lay  out  an  informa¬ 
tion  model  and  the  detailed  directory  schema  necessary  to  integrate  networks 
with  directory  services.  Why  is  this  work  important?  Because  it  promises  to 
provide  you  with  better  control  over  your  network.  Rather  than  managing 
individual  devices,  you’ll  be  able  to  centrally  define  and  manage  the  poli¬ 
cies  that  control  the  network  and  its  resources. 

However,  to  define  and  manage  policies,  you  need  a  common 
store  of  detailed  information  about  the  network  and  its 
resources,  such  as  data  about  users,  applications, 
devices,  protocols,  media  and  the  relationships 
among  these  elements.  Here’s  where  the  directory 
comes  in.  Under  the  DEN  proposal,  network 
resources,  such  as  devices,  operating  systems,  manage¬ 
ment  tools  and  applications,  would  use  the  directory  to 
publish  information  about  themselves  as  well  as  to  discover  and  obtain  information 
about  other  resources. 

In  DEN,  the  directory  plays  a  new  role.  No  longer  astatic  repository  for  informa¬ 
tion,  it  provides  an  active  way  to  relate  information  and  control  user-to-network 
interaction. 

Clearly,  DEN  is  a  significant  technology  with  far-reaching  ramifications  for  the 
industry.  Consequently,  other  directory  vendors,  such  as  Novell,  Inc.  and  Netscape 
Communications  Corp.,  and  network  vendors,  such  as  BayNetworks,  Inc.,  3Com 
Corp.,  Cabletron  Systems,  Inc.  and  IBM,  have  a  keen  interest  in  how  DEN  will  be 
defined. 

The  question  is:  How  open  will  the  process  of  defining  this  technology  be?  Micro¬ 
soft  and  Cisco’s  competitors  don’t  want  to  be  squashed  by  titans  or  forced  to  imple¬ 
ment  a  specification  which  they  had  no  input  in  making.  For  their  parts,  Microsoft 
and  Cisco  have  maintained  that  the  work  will  progress  more  rapidly  if  the  number  of 
players  involved  is  limited. 


Squabbling  over  process  easily  could  have 
derailed  any  progress  if  the  IT  managers  at  the  meeting  hadn  ’  t  made  it  clear  that 
they  want  this  work  to  continue  as  quickly  as  possible.  Furthermore,  they  want  all 
vendors  to  support  the  same  standards. 

Such  blunt  talk  indicates  the  level  of  pain  most  IT  organizations  are  feeling.  IT 
managers  are  grappling  with  a  plethora  of  separate  directories  and  multiple  security 
schemes.  The  DEN  work  promises  to  provide  a  common  directory  infrastructure 
through  which  services,  such  as  security,  can  be  centrally  provisioned . 

On  a  more  mundane  level,  IT  managers  simply  would  be  grateful  for  the  ability 
to  store  network  hardware  configuration  information  in  a  common  repository, 
rather  than  having  each  device  maintain  this  information  in  its  own  way.  Simply 
having  the  configuration  information  centralized  would  make 
network  modeling  and  deployment  of  quality-of-service 
capabilities  easier. 

However,  this  nirvana  can’t  be  reached  until  the 
industry  rallies  around  a  common  approach  and  deliv¬ 
ers  interoperating  components. 

Microsoft  and  Cisco  opened  the  process  with  a  public 
review  of  the  specification.  At  the  meeting,  officials  from  both 
companies  voiced  a  willingness  to  create  a  steering  committee,  so 
that  work  could  continue  at  a  reasonable  pace  but  with  broader 
industry  input.  Since  the  meeting,  the  two  companies  have  proposed 
that  work  continue  through  an  ad  hoc  working  group,  which  will  be 
open  to  all  interested  parties.  An  advisory  board  composed  of  IT  manag¬ 
ers  from  the  finance  sector,  heavy  industry,  telecommunications  and  aca¬ 
demia  will  moderate  the  process  and  arbitrate  disputes.  Ultimately,  the 
DEN  work  will  be  transitioned  to  a  standards  body. 

It  is  noteworthy  that  customer  input  is  influencing  the  process.  By  voicing  their 
interest  in  the  DEN  work,  IT  managers  at  the  meeting  made  it  clear  that  vendors 
need  to  cooperate  or  users  will  vote  with  their  dollars.  Vendors  heard  the  message 
loud  and  clear,  and  the  move  to  set  up  an  ad  hoc  working  group  is  proof  of  that. 

While  this  is  good  news,  IT  managers  need  to  keep  the  pressure  on  to  ensure  ven¬ 
dors  don’t  backslide. 

If  you  want  to  participate,  check  Microsoft’s  and  Cisco’s  Web  sites  over  the  com¬ 
ing  weeks  for  DEN  information . 

Petrosky  is  a  senior  analyst  with  The  Burton  Group,  an  information  services  firm  that 
provides  in-depth  technology  analysis.  She  can  be  reached  at  (415)  572-0560  or  petro¬ 
sky  @tbg.  com. 


{ Infr  astructure  Insights  •  Mary  Petrosky 


Users  help  get  directory  spec  on  track 


Windows  environment?  By  hav¬ 
ing  a  certification  process 
(designed  for  Windows  95)  that 
can  be  the  kiss  of  life  or  death  for 
a  software  firm’s  products,  and 
by  effectively  doling  it  out  to 
products  that  complement, 
rather  than  compete  with,  Red¬ 
mond’s  most  formidable  cash 
cow,  has  Microsoft  never  com¬ 
mitted  such  a  transgression? 

I’dventure  to  say  thejava 
community  is  more  open  than 
the  Windows  community  in 
terms  of  who  controls  the  future 
of  the  environment.  The  indus¬ 
try  would  drop  Java  if  Sun 
attempted  to  usurpjava  and  reel 
it  in  the  way  Microsoft  has  kept  a 
proprietary  lock  on  Windows. 

It  seems  inappropriate  to 
hear  cries  of  sour  grapes  from 
Gates  and  company.  I  don’t 
think  Bill  will  have  to  take  out  a 


second  mortgage  on  the  chateau 
over  this  one,  but  it  may  help  to 
refocus  some  competitive 
reflexes  in  the  Seattle  area, 
which  have  grown  a  bit  dull  over 
the  last  few  ‘  ‘new  releases. 

George  Nezlek 
Chicago 

Just  the  facts 

Bravo  to  Dave  Kearns  for  cut¬ 
ting  right  to  the  facts  of  the 
Microsoft  Internet  Explorer 
bundling  issue  ‘  ‘What  an  OS  is — 
and  isn’t,”  (Nov.  24,  page  24). 

Unfortunately,  since  the  defi¬ 
nition  of  a  lawyer  is  “  one  who 
can  distort  any  set  of  facts  for 
financial  gain,”  these  points  will 
be  twisted  and/or  ignored 
through  the  course  of  the  litiga¬ 
tion.  The  most  gallingaspect  of 
this  is  Bill  Gates  standing  before 


the  computer  industry  expect¬ 
ing  us  to  believe  he  is  looking  out 
for  users’  interests. 

Jeff  Dillon 
Bethesda,  Md. 

Microsoft  has  earned  it 

Mark  Gibbs’  column  ‘‘Con¬ 
spiracy  theories:  Aliens,  CIA, 
Hoffa  and  Microsoft”  (Nov.  24, 
page  68)  tells  it  like  it  is.  Micro¬ 
soft  has  shown  a  propensity  for 
putting  out  products  that  work 
well  together  and  make  my  busi¬ 
ness  clients  more  productive  and 
profitable. 

Microsoft  has  proven  its  dedi¬ 
cation  to  supporting  the  user 
community  through  its  products 
and  to  the  development  com¬ 
munity  by  its  support.  From  a 
development  standpoint,  we  are 
moving  forward  every  day  in  our 
ability  to  produce  meaningful 
business  software  through 
Microsoft  applications  and  tools. 

Forget  the  80%  who  live  in  a 


world  without  Microsoft  and 
keep  us  up  to  date  on  potential 
problems  with  Microsoft  prod¬ 
ucts,  which  no  doubt  will  be 
fixed  in  the  near  future,  and 
point  us  in  the  direction  of 


enhancementswe  can  expect 
from  Microsoft. 

Dick  Paulson 
Owner 

Paulson  &  Associates 
Hoffman  Estates,  III. 
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MARTY BRAUN 


Demand 


for  i  emote  network 


yo  u  get  your  peopl 


access  is  skyrocketing.  What  isn't 
growing  is  your  budget.  So  how 
e  c  q  n  p  e  c  t  e  d  w  i  t  h  o  u  t  e  x  c  e  e  d  i  n  g 


the  national  debt? 


Inti  oducing  the  Compaq  Microcoin  6000  Series 
remote  .access  concenfi  atoi  s  A  cost-effective.,,  integrated 
dial  access  solution  that  includes  56K  modems,  Tl/E], 


1  lU/CSUs,  channel  banks,  ISDN  PR! .  access  servers,  routers 
and  LAN  hubs  in  one  chassis.  The  6000  Series  revolutionizes 
remote  access  with  ADAPT ive  Switching,  cin  intelligent 
switching  architecture  that  dynamic  ally  routes  calls  to  LAN 


or  async  applications.  The  result:  fewer  phone  lines  and  access 
devices,  simpler  managemenl  and  lower  enterprise  costs. 

The  system  features  reliable  carrier-certified  modems 
that  guarantee  a  high  connectivity  rate.  And  because  it  supports 


TACACS+,  RADIUS  and  other  industry  standard  protocols, 
security  is  not  an  issue. 

For  a  free  white  paper  on  reducing  costs  with  ADAPT/Ve 
Switching,  call  our  toll-free  number  or  visit  our  web  site  at 
www.microcom.com/50l/.  Microcom  is  a  subsidiary  of  Compaq. 
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Technology  Planning  Survey 


The  age  of  being  reasonable 


Continued  from  page  1 

The  results?  ATM  growth  is 
circumscribed  and  modest  in 
LANs  and  WANs.  Current 
implementations  are  quite 
sparse:  Only  16%  of  respon¬ 
dents  are  using  ATM  in  the 
local  area  and  only  15%  are 
using  it  in  the  wide  area. 

Network  newcomer  Gigabit 
Ethernet  has  gained  even  less 
ground.  A  mere  10%  of  respon¬ 
dents  have  deployed  Gigabit 
Ethernet  switches  and  more 
than  half  have  no  plans  to  use 
them  in  the  future. 

Present  in  75%  of  the  sur¬ 
veyed  companies,  Windows  NT 
Server  is  beginning  to  raid 
NetWare’s  installed  base.  Al¬ 
though  51%  of  managers  who 
run  NT  said  they  added  it  to 
support  new  applications,  NT 
has  displaced  NetWare  at  27% 
of  those  companies. 

Not  everyone  is  sold  on 
Internet-based  commerce. 

Nearly  half  of  the  respondents  said  it’s  not  rele¬ 
vant  to  their  businesses,  while  security  and 
access  issues  remain  jagged  edges  for  companies 
that  seek  the  green  light. 

However,  Internet-based  services  are  shaping 
up  to  be  a  viable  choice  for  the  corporate  data 
backbone.  Almost  half  of  respondents  are  cur¬ 
rently  using  Internet-based  services  as  part  of 
their  backbones,  and  most  of  the  remainder 
intend  to  be  within  three  years. 

Thin  clients,  on  the  other  hand,  appear  to  be 
dead  on  arrival.  Although  folks  are  almost  even¬ 
ly  divided  on  the  merits  of  network  computers 
(NC)  and  network  PCs,  only  26%  plan  to  deploy 
them.  End  users  are  the  ones  sounding  the 
death  knell:  75%  of  respondents  believe  they 
will  refuse  to  give  up  their  PCs. 

Regardless  of  the  technology,  the  bottom  line 
is  respondents  see  a  close  tie  between  prudence 
and  revenue,  applications  development  and 
planning  for  next-generation  infrastructure. 
Managers  are  scoring  higher  in  their  organiza¬ 
tions  by  getting  more  performance  out  of  exist¬ 
ing  networks  than  by  forklifting  to  the  future. 

When  administrators  make  a  business  case 
for  technology  deployment,  they  address  unmet 
user  needs  and  revenue  opportunities  instead  of 
perceived  bottlenecks. 

High-speed  backbones,  new  switches  and 
software,  remote  access,  thin  clients  and  even 
intranets  aren’t  worth  the  investment  unless 
real-world  applications  exist  to  support  them. 

“In  all,  the  data  corroborates  what  we’re  seeing, 
namely  that  applications  are  driving  the  answers 
[to  infrastructure  change] ,”  says  Gerry  Cunning¬ 
ham,  principal  at  Deloitte  &  Touche  Consulting 
Group’s  networking  practice  in  New  York. 


Slow  ATM  growth  in  LANs  &  WANs 

Most  companies  are 
taking  a  cautious  and 
incremental  approach  to 
ATM.  The  survey  shows 
that  two-thirds  of  all 
respondents  currently 
without  an  ATM  WAN 
have  no  plans  to  deploy 
one.  Of  those,  84%  say  it’s 
unnecessary  or  that  other  services  suffice. 

“ATM  is  still  not  generally  there  on  a  wide- 
scale  basis,”  Cunningham  says.  ATM  was  previ¬ 
ously  procured  as  a  way  to  buy  frame  relay  ser¬ 
vices  under  a  negotiated  deal  rather  than  at 
more  expensive  tariffed  rates.  Demand  for  ATM 
may  lessen  now  that  frame  relay  has  become  a 
nontariffed  service,  he  notes. 

Michigan  National  Bank  is  one  organization 
that  chose  frame  relay  over  ATM.  The  $10  bil- 

NO  NEED  FOR  AIM’S  SPEED 

Few  companies  currently  are  using  ATM  in  the  LAN  or  WAN,  and  most  don’t 
plan  to.  Nearly  half  of  the  respondents  who  intend  to  implement  ATM  would 
rethink  their  decision  if  a  competing  technology  emerged,  and  41%  would 
consider  Gigabit  Ethernet  if  it  became  a  viable  alternative. 


lion  institution  simply  doesn’t 
need  the  bandwidth  of  ATM  in 
the  LAN  or  WAN,  says  Bill 
Harkema,  telecommunications 
engineering  manager  at  bank 
headquarters  in  Lansing,  Mich. 
Cost  and  ease  of  use  were  other 
factors  that  contributed  to  the 
decision. 

So  where  can  you  find  ATM? 
It’s  most  often  implemented  in 
the  backbone  of  larger,  Fortune 
500-type  businesses,  says  Dean 
Thompson,  manager  of  network 
services  for  Cleveland-based 
Berish  and  Associates.  MTD 
Products,  Blockbuster  Enter¬ 
tainment,  Inc.  and  LTV  Steel 
are  just  a  few  of  the  systems 
integrator’s  clients  that  are  on 
the  path  to  ATM. 

“ATM  is  typically  replacing 
either  Fast  Ethernet  or,  in  some 
cases,  regular  Ethernet,  and 
token  ring  is  going  to  the  way¬ 
ward  side,”  Thompson  says.  “I’m 
seeing  IS  power  users  and  pro¬ 
fessionals  getting  100  megabit  Ethernet  switched 
to  their  servers  and  desktops,  mostly  for  CAD 
and  database  applications.” 

ATM’s  got  backbone  in  Virginia.  The  State  of 
Virginia  Information  Technology  Division  man¬ 
ages  5,000  to  6,000  users  in  a  private  network 
that  branches  out  to  state  agencies  in  350  re¬ 
mote  sites.  The  majority  of  the  sites  use  frame 
relay  to  connect  to  each  other,  though  the  IT 
division  gradually  is  implementing  ATM  back¬ 
bones  at  more  than  65  sites,  says  Rodney  Taylor, 
a  senior  computer  engineer.  The  state  is  migrat¬ 
ing  to  ATM  campus  backbones  to  combine  voice 
and  data  and  to  increase  bandwidth. 

“We’re  starting  with  10  sites  and  then  moving 
up  to  68,”  he  says.  Taylor  currently  is  testing 
ATM  edge  switches  from  ADC  Kentrox,  FORE 
Systems,  Inc.  and  Cisco  Systems,  Inc.,  and 
expects  to  complete  the  upgrade  within  three  to 
six  months. 

Taylor  is  in  a  distinct  minority.  Only  16%  of 


Are  you  currently  using 
ATM  In  the  LAN? 


Deployment  time  frame 


No  plans  69% 


In  three  years  7% 

In  two  years  13% 

Next  year  11% 


Factors  that  could  alter  ATM  deployment  plans* 

High  price  compared  with 
competing  technologies  49% 

gg  Emergence  of  Gigabit  Ethernet 
f,  HHB  as  a  viable  alternative  41% 

Lack  of  standards  for  legacy 
LAN  support  21% 

Complexity  of  technology  20% 

|  Other  6% 

None  14% 

♦More  than  one  response  allowed 
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ARE  YOU  CURRENTLY 
USING  ATM  IN  THE  WAN? 


Deployment  time  frame 


No  plans  67% 


(Totals  were  rounded  to  the 
nearest  whole  number) 


Next  year 

12% 


In  three  years  7% 
In  two  years  15% 


Reasons  not  to  deploy  ATM  In  the  wide  area  * 

Unnecessary 

|  Too  expensive  19% 

Limited  availability  9% 

High  cost  of  equipment  17% 

|  Other  6% 

(♦More  than  one  response  allowed) 


Gigabit  Ethernet  deployment  plans 


In  three 
years  7% 


(Totals  were  rounded  to  the 
nearest  whole  number) 


respondents  currendy  are 
using  ATM  in  the  LAN.  A  sur¬ 
prising  69%  of  non-ATM  sites 
don’t  plan  to  deploy  it  in  the 
campus,  while  those  who  do 
could  be  swayed  by  Gigabit 
Ethernet  or  another  compet¬ 
ing  technology. 

Nearly  50%  would  rethink 
future  ATM  deployment  plans 
if  something  less  expensive 
comes  along,  while  41%  might 
abandon  ATM  plans  if  Gigabit 
Ethernet  emerges  as  a  viable 
alternative. 

Gigabit  Ethernet  isn’t  on 
the  syllabus  at  Virginia 
Western  Community  College 
in  Roanoke.  The  school  will 
implement  a  campus  ATM 
backbone  in  the  next  few  years 
that  will  evolve  parallel  to  the 
school’s  FDDI  ring,  says  David 
Harrison,  technical  support 
services  manager  at  the  col¬ 
lege.  ATM  will  deliver  higher 
bandwidth  between  campus 
buildings  and  support  video 
and  data,  which  Harrison  says 
are  key  to  long-distance  educational  offerings. 

Because  the  school  already  is  linked  to  the 
Virginia  Broadband  Network  via  DS-3  ATM 
WAN  links,  ATM  was  a  natural,  scalable  choice 
for  the  campus. 

“We’d  like  to  migrate  directly  to  ATM  and 
bypass  Gigabit  Ethernet  switches,”  says  Harrison, 
who  believes  it  makes  sense  to  develop  a  parallel 
network  and  avoid  a  forklift  upgrade. 

Harrison  isn’t  the  only  respondent  who’s  cur¬ 
rendy  unmoved  by  Gigabit  Ethernet  and  its  high 
price  tag.  A  mere  10%  of  respondents  currendy 
use  Gigabit  Ethernet  switches,  and  more  than 
half  report  no  plans  to  use  them  in  the  future. 
What’s  more,  ATM’s  maturity  and  the  trust  it 
commands  from  users  give  it  a  leg  up. 

“Nobody’s  paying  for  Gigabit  Ethernet,”  says 
Steve  Jennings,  a  systems  engineer  with  Dallas- 
based  network  hardware  vendor  Sentient 
Networks,  Inc.  He  thinks  people  are  waiting  for 
ATM  to  take  off  at  the  desktop.  When  it  does, 
the  resulting  ATM  price  cuts  could  obviate 
Gigabit  Ethernet,  he  says. 

However,  those  who  are  interested  in  Gigabit 
Ethernet  said  its  simplicity  and  high  capacity 
are  appealing.  Virginia’s  IT  division  will  deploy 
Gigabit  Ethernet  in  its  backbone  because  “it’s 
a  natural  migration  path,”  Taylor  says.  The 
outlook  for  Gigabit  Ethernet  also  will  get 
brighter  when  the  standard  is  finalized  and 
prices  come  down. 


GIGABIT  ETHERNET  GAINS  LITTLE  GROUND 


You  won’t  find  Gigabit  Ethernet  switches  in  90%  of  the  companies  surveyed,  but  more  than 
half  expect  to  be  using  them  within  two  years.  The  technology's  high  capacity  and  simplicity 
appeals  to  future  deployers,  though  many  other  respondents  said  they  don’t  need  that  kind 
of  bandwidth. 

Are  you  currently  using  Gigabit  Ethernet? 

Gigabit  Ethernet’s  advantages* 


Simplicity  42% 
Price  34% 
Other  10% 


Reasons  not  to  deploy  Gigabit  Ethernet* 


Don’t  know  1%- 
In  six  months  3%- 


Lacks  standard  9% 

Immature  technology  19% 

Doesn’t  span  WAN  14% 

Lacks  adequate  QoS  support  11% 
Other  15% 

*  More  than  one  response  allowed 


In  one  year  17% 


NT  Server  cleans  up 

Survey  respondents 
were  much  more  re¬ 
sounding  in  their  opin¬ 
ions  about  NT  Server  — 
75%  already  are  using  the 
network  operating  system 
(NOS) ,  primarily  as  an 
add-on  to  support  new 
applications.  Novell,  Inc.’s 
loss  is  Microsoft  Corp.’s  gain  —  27%  of  the  NT 
users  said  NT  is  displacing  NetWare  at  their  orga¬ 
nizations.  NT’s  momentum  is  building  in  the 
academic  environment,  says  A1  Andrews,  dean  of 
business  and  technology  at  the  7,000-student 
Kansas  City  Community  College.  The  NOS  is 
proliferating  all  over  campus  thanks  to  high 
commercial  demand  for  NT  Server  training, 
Andrews  says.  “Windows  NT  Servers  are  replac¬ 
ing  NetWare,  and  businesses  want  classes  in  it.” 

The  college  also  has  substantial  financial 
motivation  to  use  NT.  “When  I  go  with  Novell, 
I’m  paying  industrial  prices,”  Andrews  says, 
whereas  Microsoft  offers  the  school  educa¬ 
tional  discounts. 

“Everybody  is  getting  the  Windows  NT  envi¬ 
ronment,  and  NetWare  is  losing  share  every  day,” 
says  Berish  &  Associates’  Thompson.  “Novell 
ignored  its  client  base,  hasn’t  made  major 
improvements  and  tried  to  get  into  other  areas 
that  Microsoft  was  good  at,”  he  asserts.  Novell’s 


own  tools  make  it  easy  to  migrate  to  NT,  he  adds. 

However,  others  aren’t  yet  ready  to  write  the 
eulogy  for  NetWare.  “NT  will  continue  to  grow, 
but  won’t  replace  NetWare  services  anytime 
soon,”  asserts  Bruce  Curtis,  network  consultant 
at  North  Dakota  State  University  in  Fargo. 

Respondents’  concerns  about  NT  Server 
range  from  its  lack  of  a  comprehensive  directory 
to  the  product’s  Microsoft-centric  approach. 

The  jury  is  still  out  on  Active  Directory 
Services  (ADS) ,  the  next-generation  directory 
that  will  ship  with  Windows  NT  Server  5.0  when 
it’s  released  next  year.  More  than  a  quarter  of 
NT  users  plan  to  make  do  with  the  existing  NT 
domain  structure;  24%  definitely  intend  to  im¬ 
plement  ADS.  But  most  are  undecided,  and  say 
it  depends  on  many  factors. 


NT  STAKES  OUT  NEW  TURF . 

Windows  NT  Server  has  a  home 
at  75%  of  the  companies 
surveyed.  Most  companies  are 
deploying  NT  to  support  new 
applications,  but  27%  of 
respondents  said  NT  has 
encroached  on  NetWare  at 
their  sites. 

What  Is  NT  displacing? 


Are  you  currently  using  NT? 


Nothing  -  added  to  support  new  applications  51% 


NetWare  27% 


I  OS/2  Server  4% 
VINES  2% 


Other  17% 


(Totals  were  rounded  to  the  nearest  whole  number) 

...DESPITE  USERS’ CONCERNS 

Concerns  about  NT* 


Too  proprietary  26% 


■■■■■■ 


Lacks  a  comprehensive  directory  20% 

kh  Lacks  comprehensive 
management  tools  25% 


Other  34% 


None  19% 


"More  than  one  response  allowed 


ADS  AMB9VALENCY 

Many  respondents  said  they  might  implement  Microsoft’s  forthcoming 
Active  Directory  Services,  depending  on  several  factors.  More 
respondents  said  they’ll  pass  on  ADS  than  those  who  said  they’ll 
definitely  deploy  it. 

Companies  that  are  considering 
ADS  said  their  decision  depends 
on  the  following  factors:* 


Do  you  plan  to  Implement  ADS? 

No,  plan  to  use  NDS 15% 


Completeness  44% 


■  Available  migra- 
tion  tools  30% 

liHIWiM  Other  22% 
gjggl  Ship  date  11% 

Don’t  know  2%  NDS  for  NT 

No,  plan  to  use  existing  availability  11% 

NT  domains  26% 

(Totals  were  rounded  to  the  nearest  whole  number) 

♦More  than  one  response  allowed 

GIVING  NETWARE  THE  BOOT 

A  good  number  of  respondents  pledged  allegiance  to  NetWare, 
though  others  said  they  could  be  convinced  to  switch  entirely  from 
NetWare  to  NT  LANs. 

What  would  prompt  complete  migration  from  NetWare  to  NT? 

ADS  lives  up  to  its  promise  13% 

Novell  stock  falls  dramatically  7%  § 
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SPECIAL 

PRICING? 


EVERYDAY 


FAST 

ETHERNET 

at  I  OMbps 

PRICES! 


You  know  Fast  Ethernet  is  the  way  to  go -in  this  industry,  faster  is  always  better.  And 
now,  Fast  Ethernet  adapters  from  Kingston®  are  less  expensive  than  most  10Mbps 
Ethernet  adapters.  This  provides  you  with  the  best  value  in  networking  ever!  Not  only 
will  these  new,  even  lower  prices  save  your  customers  money  they  will  also  increase  your  profits 
through  higher  margins. 


PCI  RJ45 

PRICE  COMPARISON 


Company 


Intel  I  OMbps  PILA8520  $73 

3com  I  OMbps  3C900-TPO  $86 

SMC  I  OMbps  SMC8432T  $61 

Allied  Telesyn  I  OMbps  AT-2450T  $55 

V  Kingston  100Mbps  KNEI00TX  $49 


And  Kingston  Fast  Ethernet  adapters  are  the  perfect  solution  for  all  your 
Fast  Ethernet  installations.  Does  your  customer  have  a  10Mbps  Ethernet 
network?  Want  to  avoid  obsolescence?  You  don’t  even  need  to  make  a  driver 
change  when  you  upgrade  to  Fast  Ethernet.  The  Kingston  Fast  Ethernet  PCI 
adapter  automatically  supports  both  10Mbps  and  100Mbps  line  speed. 


The  best  part  is,  with  our  everyday  low  prices  you  get  Fast  Ethernet  I 
performance  at  Ethernet  costs.  In  fact,  Kingston  is  selling  these  Fast  I 
Ethernet  adapters  for  the  same  price  as  other  manufacturer’s  10Mbps  Ethernet 
adapters.  In  addition  to  price  savings,  you  get  Kingstons  reliability,  toll-free 
technical  support,  lifetime  warranty  and  our  free  QStart  installation  and  g 
diagnostic  program  that  makes  installation  a  snap. 


www.kingston.com/ad 


Excellent  quality  and  reliability  combined  with  prices  that  fit  any  budget,  increase  your  customer 
satisfaction  while  increasing  your  reseller  margins  with  Kingston 
today  Give  us  a  call  at  (800)  435-0605. 
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internet  implementations 

Respondents  are 
almost  evenly  divided  on 
Internet-based  commerce. 
While  a  full  58%  said  they 
were  exploring  electronic 
commerce  opportunities 
on  the  ‘Net,  the  naysayers 
cited  irrelevancy  to  their 
businesses  and  security 
reasons  as  the  top  reasons  to  stay  away. 

Of  those  exploring  Internet-based  com¬ 
merce,  the  majority  said  potential  product 
sales  applications  are  compelling,  followed 
by  electronic  data  interchange. 

Managers  are  more  bullish  about  using  the 
Internet  for  other  purposes.  Nearly  half  already 
use  Net-based  services  —  e-mail,  file  transfer  and 
tie-ins  to  remote  locations  —  as  part  of  their  cor¬ 
porate  data  backbone.  And  roughly  50%  of  those 
who  don’t  use  the  Internet  expect  to  use  it  as 
part  of  their  corporate  backbone  within  the  next 
three  years.  “The  potential  is  mind-boggling,” 
says  Ron  Miskie,  chairman  of  Knowledge 
Transfer  International,  a  New  York-based  IT 
training  firm.  “A  lot  of  people  want  to  put  more 
data  on  the  Internet,  and  there’s  a  growing 
appetite  for  multimedia  applications,  but  there’s 
a  long  way  to  go  with  security.” 

Indeed,  hacking  is  a  big  concern  for  prospec¬ 
tive  Internet-based  commerce  deployers  —  51% 
said  security  problems  could  thwart  their  plans. 

Some  network  consultants  say  that  very  few 
effective  Internet  or  intranet  commerce  products 
exist.  “I’d  have  to  say  that  the  e-commerce  aspect 
is  hype,”  says  Sentient  Networks’ Jennings.  “I’m 
not  seeing  a  big  expansion.” 


THE  INTERNET  HAS  BACKBONE 

Internet-based  services  are  part  of  the  corporate  data  net  backbone 
at  48%  of  respondents’  sites.  More  than  half  of  the  other  respondents 
don't  intend  to  be  using  the  services  for  this  purpose  within  three 
years,  and  37%  said  they  don’t  expect  to  ever  use  Internet-based 
services  as  part  of  their  backbones,  most  often  citing  security  concerns 
as  the  big  negative. 


Are  you  currently  using  any  Internet-based  services  as  part  of 
your  corporate  data  net  backbone?* 


Internet  usage  by  application 


I 


E-mail  81% 


File  transfer  59% 

Tying  in  remote  locations  41% 
Primary  backbone  31% 

Other  24% 


Future  plans  to  use  Internet-based 
services  as  part  of  backbone 


Hf  Within  six  months  15% 
Within  one  year  20% 
Within  two  years  19% 
Within  three  years  10% 


Don’t  expect  to  ever  use  37% 


Reasons  not  to  use  ’Net-based  services  as  part  of  backbone 

Security  concerns  39%  jjt&slll 
Reliability  concerns  14%  M 
Network  management  concerns  14%  MB 
Price  7% 

Other  21% 


(Totals  were  rounded  to  the  nearest  whole  number) 
*More  than  one  response  allowed 


THIN  CLIENTS  ARE  STARVING 

Almost  three  quarters  of  respondents  have  no  intention  of  deploying  thin  clients,  be  they  NCs  or  network  PCs.  Although  respondents  are 
fairly  evenly  divided  on  the  merits  of  thin  clients,  73%  said  users  won’t  be  willing  to  trade  in  their  PCs. 


Do  you  plan  to  deploy 
thin  clients? 


Don’t  know  2%  Yes  26% 


Do  you  believe  thin 
clients  will  lower  the 
overall  network  cost  of 
ownership? 


Do  you  believe  thin 
clients  will  make  It 
easier  to  administer  and 
maintain  networks? 


Do  you  believe  thin 
clients  are  only  good  as 
replacements  for  dumb 
terminals? 


Do  you  believe  end 
users  will  agree  to  give 
up  their  PCs  in  return 
for  a  more  stable  8nd 
reliable  thin  client? 


(Totals  were  rounded  to  the  nearest  whole  number) 


’NET-BASED  COMMERCE  EXPLORATION 

Internet-based  commerce  has  won  over  the  hearts  of  only  58%  of  respondents.  The  other  42%  aren’t  exploring 
it,  primarily  because  of  irrelevancy  to  their  businesses  and  security  concerns.  Security  is  a  hot  issue  for  potential 
Internet-based  commerce  implementers  too  -  57%  said  security  problems  could  thwart  their  plans. 


Are  you  currently  exploring  Internet-based  commerce? 

Applications  explored  for 
Internet-based  commerce* 


EDI-jype46% 

■  other  22%  I 


Factors  that  could  thwart  plans 
for  Internet-based  commerce 

Security  problems  57% 

Lack  of  customer  interest  16% 

HI  Lacks  standard  for  financial  transactions  10% 
Interoperability  problems  9% 

■  Other  7% 

H  None  5% 


“We  have  no 
plans  to  use  thin 
clients,  just  full¬ 
blown  PCs,”  says 
Taylor  of  the  state 
of  Virginia.  “We’re 
using  a  lot  of  appli¬ 
cations  that  require 
the  end  user  to 
have  his  own 


Reasons  for  not  exploring 
Internet-based  commerce* 


j  Irrelevant  to 
business  62% 

Security  concerns  18% 

Other  16% 

Lacks  standards  6% 

■  Concerned  about 
payment  schemes  5% 

(Totals  were  rounded  to  the  nearest  whole  number) 

*More  than  one  response  allowed 

However,  timing  may  have  everything  to  do 
with  future  Internet  commerce  expansion.  The 
real  boom  could  happen  over  the  next  12  to  24 
months,  notes  Deloitte’s  Cunningham. 

His  clients  are  increasingly  considering  migrat¬ 
ing  sales  and  support  to  the  Internet  through  sys¬ 
tems  such  as  Internet-based  call  centers.  Any 
application  that  gives  people  better,  cheaper  and 
faster  ways  to  interact  is  bound  to  be  successful, 
he  says. 

Some  consultants  argue  that  corporate 
intranets  and  remote  access  devices  will  become 
intrinsic  to  the  process.  Almost  68%  of  survey 
respondents  already  have  a  corporate  intranet, 
and  another  35%  plan  to  have  one  within  a  year. 

Remote  access  requirements  within  companies 
also  are  growing  rapidly,  according  to  the  majority 
of  managers  surveyed.  Web  utilization  and  group 
collaboration  tools  are  driving  the  need  for  more 
bandwidth.  Already  in  use  at  26%  of  the  surveyed 
companies,  virtual  private  networks  will  expedite 
secure  remote  access  and  also  may  be  just  the 
boost  Internet-based  commerce  needs. 

The  future  doesn’t  bode  quite  as  well  for  thin 
clients  —  be  they  NCs  or  network  PCs.  Although 
technology  planners  are  closely  divided  on  the 
potential  benefits  of  thin  clients,  only  26%  of 
respondents  plan  to  implement  them.  Those 
pesky  users  may  bear  part  of  the  blame  —  73% 
of  those  surveyed  said  users  will  refuse  to  give  up 
their  PCs  in  return  for  stability  and  reliability. 


microprocessor. 

Thin  clients 
approach  a  risky 

technology  model  that  many  academic  IT  orga¬ 
nizations  can  do  without,  says  Virginia  Western 
Community  College’s  Harrison. 

‘We  don’t  want  to  be  on  the  bleeding  edge, 
and  we  don’t  want  to  hold  the  sword  that  does  the 
bleeding,”  he  says.  We  want  proven  technologies.” 

However,  NT  fan  Thompson,  of  Bearish  and 
Associates,  is  enthusiastic  about  NT’s  forthcom¬ 
ing  support  for  Citrix’s  Winframe  because  it  lets 
users  of  disparate  platforms  connect  to  Windows 
applications  on  servers.  He  says  thin  clients 
could  come  on  strong  for  certain  vertical  appli¬ 
cations  such  as  data  entry  or  billing  inquiries. 

The  bottom  line  to  technology  planning  is 
everything  is  driven  by  applications,  concludes 
Deloitte’s  Cunningham.  “Managers  need  to 
understand  the  application  development  cycle 
to  understand  what’s  happening  on  their  net¬ 
works.  You  can’t  make  a  decision  in  one  with¬ 
out  the  other.” 


Emmett  is  a  freelance  writer  in  Wallingford,  Pa. 
She  can  be  contacted  at  ArielleEm@aol.com. 


Go  online  for  the  complete  survey  results 
and  other  technical  planning  resources. 


How  we  did  it 

This  year’s  Technology  Planning  Survey  was  conduct¬ 
ed  by  First  Market  Research  in  Austin,  Texas,  and  was 
sponsored  by  Deloitte  &  Touche  Consulting  Group. 

First  Market  Research  contacted  300  Network  World 
readers  who  are  responsible  for  strategic  network  plan¬ 
ning  at  their  organizations.  Respondents  were  inter¬ 
viewed  via  telephone  in  October. 
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OCTEL  UNIFIED  MESSENGER  FULFILLS  THE  UNIVERSAL 
IN-BOX  PROMISE,  KEEPING  YOU  IN  TOUCH  BY  PHONE  OR  PC. 


Voice  mail  meets  e- 


By  Jeff  Dunkelberger 

Oou’re  at  the  airport  checking  your  voice  mail  when  you  dis¬ 
cover  that  your  colleague  has  e-mailed  you  the  figures  you 
need  to  complete  your  presentation.  Now  what?  Do  you  haul 
out  your  laptop,  scout  around  for  a  telephone  you  can  plug  into, 
dial  in,  retrieve  the  message  and  race  to  the  gate  before  it’s  too  late? 


Not  if  you  have  the  latest  product  from 
Lucent  Technologies,  Inc.’s  Octel  Messaging 
Division.  Octel  Unified  Messenger  (UM)  works 
in  tandem  with  Microsoft  Corp.’s  Exchange  to 
provide  a  universal  in-box 
from  which  a  user’s  voice 
and  e-mail  messages  can 
be  retrieved  by  either 
phone  or  PC. 

Octel  has  done  a  fine 
job  solving  the  difficult 
problem  of  integrating 
voice  and  text  messaging. 

UM  provides  basic 
voice  mail  functions  and 
the  ability  to  store,  delete, 
reply  to  or  forward  e-mail 
or  voice  mail  messages  by  telephone  or  com¬ 
puter. 

UM  links  a  company’s  PBX  with  Exchange 
Server,  which  UM  uses  to  store  and  manage 
message  information.  More  than  a  dozen  PBXs 
are  available  for  selection  during  installation; 
others  are  supported  via  a  generic  connection 


NOTES  SUPPORT  COMING 

While  the  first  implementation 
of  UM  is  based  on  the  client/server 
architecture  of  Microsoft  Exchange, 
Lucent  says  future  UM  releases 
will  support  Lotus  Notes  Mail,  as  well. 


that  requires  extensive  custom  configuration. 
You  can  access  the  unified  mailbox  from  any 
PC  using  the  Exchange  client,  Microsoft 
Outlook,  Outlook  Express  or  any  Post  Office 
Protocol  3  (POP3)  mail 
client.  Users  simply  click  on 
a  message  header  to  read 
the  e-mail  or  listen  to  the 
voice  message  (see  graphic, 
page  52).  You  can  play  mes¬ 
sages  using  your  PC’s  multi- 
media  capabilities  or  via  a 
user-designated  telephone 
controlled  by  the  PBX. 

Telephone  access  to  mes¬ 
sages  is  just  as  easy.  UM 
retrieves  voice  messages 
from  the  Exchange  Server  mailbox  and 
employs  a  patented  text-to-speech  feature  for 
playback  via  the  PBX.  The  computer-generated 
voice  takes  a  little  getting  used  to,  but  users 
have  the  ability  to  save,  forward,  delete  and 
reply  to  voice  or  e-mail  messages  using  any 
telephone. 


V  t-1 


!  I  i  -sr 


PROS 


Octel  Unified  Messenger 

Lucent  Technologies,  Inc. 

Octel  Messaging  Division 
(408)  321-2000 

www.  octel.  com/unified,  messenger 
$20,910,  including  one  Rhetorix 
VPS-4  board  and  a  100-user  license 


Integrates  voice  and  e-mail 
services  in  one  mailbox,  making 
both  accessible  from  a  PC  or 
telephone 

Works  with  any  e-mail  client 
for  Exchange  Server,  including 
POP3  clients 

Text-to-speech  functions  ease 
access  and  use 

Uses  existing  Exchange  Server 
architecture  and  directories 
Users  who  know  Exchange  can 
be  functional  in  minutes 
Excellent  documentation 


CONS 


For  our  story  announcing  UM’s 
release,  turn  to  Network  World 
Fusion. 


▼  Does  not  support  fax  services 

▼  No  native  database  support 

▼  Requires  proprietary  voice  cards 
on  server 

▼  Requires  Microsoft’s  Exchange 
Server 


The  ability  to  generate  a  voice  message  and 
have  it  delivered  as  e-mail  to  a  recipient  is  not 
possible  with  UM,  which  does  not  support 
speech-to-text  conversion.  Also  on  our  wish  list 
is  fax  service  integration,  which  Octel  says  it 
plans  to  bundle  into  a  future  release. 

What  does  it  take? 

UM  requires  several  key  components.  You 
install  the  Octel  software  on  a  Windows  NT 
Server,  which  then  acts  as  the  voice  server,  pro¬ 
viding  the  link  between  the  LAN  and  the  PBX. 
Exchange  Server  can  run  on  the  same  machine 
as  the  voice  server. 

Octel  recommends  a  tracing  server  on  a 
separate  machine  for  any  installations  using 
eight  or  more  standard  phone  lines.  A  tracing 
server  tracks  voice  mail  activity  and  logs  infor¬ 
mation  used  by  the  product’s  reporting  appli¬ 
cation  to  generate  reports  and  statistics.  Only 
the  Octel  voice  servers’  activity  is  recorded; 
the  tracing  server  does  not  provide  a  history 
of  the  Exchange  Server’s  e-mail  activity. 

Voice  mail  domains,  similar  to  NT  operating 
system  domains,  comprise  a  hierarchical 
organization  of  voice  mail  attributes  for 
enterprisewide  administration.  You  can  man¬ 
age  voice  mail  components  and  the  voice 
mail  domain  hierarchy  through 
UM’s  Voice  Mail  System  Con¬ 
figuration  tool. 

All  security  features  are  imple¬ 
mented  as  extensions  of  NT’s 
underlying  security  layer.  The 
administrator  can  set  specific 
user  rights  depending  on  whether 
a  message  is  voice  mail  or  e-mail. 

For  example,  read-only  rights  can 
be  granted  to  an  assistant  who 
needs  to  act  on  important  e-mail 
or  voice  mail  while  the  mailbox 
owner  is  traveling  or  to  members 
of  a  work  team  to  ease  information 
sharing. 

Access  to  voice  messages  and 
e-mail  through  the  Octel  server’s 
telephone  user  interface  is  protect¬ 
ed  by  a  user  mailbox  number  and 
password.  This  provides  an  extra 
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level  of  access  control  to 
protect  phone  access  and  a 
quick  way  to  authenticate 
users,  using  keypad  numbers 
instead  of  characters. 

Users’  voice  mail  mailbox¬ 
es  are  administered  through 
the  Exchange  Server  admin¬ 
istrator  program  in  the  same 
way  e-mail  mailboxes  are 
administered.  Users  can 
change  limited  functions, 
such  as  voice  mail  passwords 
and  voice  greetings,  from  either  client 
interface. 

Because  UM  is  integrated  with  Exchange,  it 
is  easy  to  move  users  from  one  server  to  anoth¬ 
er  whenever  they  change  locations. 

Any  change  in  one  Exchange  Server  direc¬ 
tory  is  replicated  to  all  other  Exchange  direc¬ 
tories.  Messaging  objects,  such  as  voice  mes¬ 
sages  and  e-mail,  also  are  replicated  via 
Exchange. 

User  directory  objects,  including  voice  and 
e-mail  messages,  are  replicated  to  remote  mes¬ 
saging  servers  along  with  a  global  address  list 
of  all  users. 

Getting  it  installed 

Lucent  Computer  Telephony  Products,  for¬ 
merly  Rhetorex,  Inc.,  provides  the  only  sup¬ 
ported  voice  cards  for  UM.  Some  telephony 
knowledge  is  required  to  configure  the  VPS-4 
voice  cards,  as  is  familiarity  with  NT  and 
Exchange  Server  basics.  Part  of  the  process 


RETRIEVING  VOICE  MAIL  FROM  EXCHANGE 


V  >  V  V 
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compatibility 

(30%) 

Administration 

(25%) 

Client 

interfaces 

(20%) 

E-mail/voice 

integration 

(15%) 

Installation 

(5%) 

Documentation 

(5%) 

Total  score 

Octel  Unified 
Messenger 

9  x. 30  =  2.7 

7  x. 25  =  1.75 

8  x. 20  =  1.6 

9  x. 15  =  1.35 

7  x. 05  =  0.35 
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tegory  in  determining 

the  total  score. 

cate  and  trigger  voice  mail  activities  may  be 
misinterpreted  by  the  voice  server. 

The  voice  server  software  uses  a  wizard 
to  configure  the  components  and  their  as¬ 
sociated  directories.  It  also  lets  administrators 
enter  the  names  and  passwords  of  service 
logon  accounts  and  their  domain  names. 

They  then  specify  the  Exchange  Server  trac¬ 
ing  server,  the  PBXs  used  in  the  voice  mail 
domain  and  the  number  of  voice  ports  on 
the  server. 

Rhetorex  VPS-4  or  VPS-4i  cards  must  be 
installed.  They  provide  four  to  24  ports  per 
server  for  telephone  access  and  playback. 
Clients  are  available  for  Windows  95  and  NT 
only.  Octel  says  UM  will  support  25  to  500 
users  per  server,  although  actual  numbers  will 
vary  according  to  length  of  messages,  length 
of  user  connections  and  frequency  of  tele¬ 
phone  port  access. 

A  key  factor  in  planning  for  UM  implementa¬ 
tion  is  estimating  the  disk  storage  necessary  for 


How  We  Did  It 

We  installed  the  components  on  a 
single  Dell  Computer  Corp.  Pentium 
server  with  96M  bytes  of  RAM,  running 
Win-dows  NT  Server  4.0  with  Service 
Pack  3  and  Microsoft  Corp.’s  Exchange 
Server  5.0. 

We  used  a  Lucent  Computer  Tele¬ 
phony  Products  VPS-4  four-port  voice 
card  with  a  Panasonic  16-extension 
hybrid  phone  system.  A  Creative  Labs, 
Inc.  Sound  Blaster-compatible  sound 
card,  speakers  and  a  directional  micro¬ 
phone  were  the  multimedia  components 
on  the  client  PCs.  Microsoft’s  Outlook  97 
was  the  client  software  we  used  to  access 
messages. 

To  test  the  system,  we  sent  voice  and 
document  attachments  to  e-mail  and 
voice  mail  by  phone  and  PC.  We  re¬ 
trieved  messages,  including  their  attach¬ 
ments,  from  the  phone  and  PC. 
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An  envelope  icon  indicates  e-mail, 
and  a  telephone  handset  icon 
indicates  voice  mail. 


The  voice  mail  player  lets  you  listen 
to  messages  through  your  PC 
speakers  or  a  designated  telephone 
extension. 


includes  “characterization,”  or  capturing  the 
unique  sounds  for  many  telephone  activities 
into  a  tone  file  UM  uses  to  trigger  its  activities. 
The  tone  file  must  be  created  for  each  card  on 
each  voice  server  prior  to  each  Octel  voice 
server’s  installation. 

That’s  because  even  the  slightest  differences 
in  these  tones,  though  imperceptible  to  the 
human  ear,  can  be  de-tected  by  the  voice  serv¬ 
er  and  will  generate  errors  in  the  software.  If 
this  step  is  not  done  with  care,  the  normal 
tones  used  by  the  phone  system  to  communi- 


voice  messages,  which  generally  are  much 
larger  than  text  messages.  UM  uses  its  own 
compression  algorithm,  which  yields  4K  byte/ 
sec  for  voice  storage. 

Thus,  at  roughly  one  minute  per  message, 

200  users  with  30  minutes  of  saved  voice  mes¬ 
sages  each  would  require  1.44G  bytes  of  disk 
space.  Exchange  can  impose  storage  limits  that 
can  help  to  contain  growth. 

The  documentation  for  UM  is  magnificent. 
It  consists  of  five  volumes  and  a  reference  card 
for  telephone  access.  The  documentation 


covers  confusing  topics  well,  and  reading  it  is 
essential  to  an  overall  understanding  and  suc¬ 
cessful  implementation  of  the  product. 

What  it  all  means 

In  the  quickly  changing  world  of  corporate 
messaging,  Octel  has  delivered  a  fine  solution 
to  a  major  problem.  UM  bridges  the  gap  be¬ 
tween  the  telephone  and  the  PC  by  combining 
e-mail  and  voice  messaging. 

By  making  both  kinds  of  information  acces¬ 
sible  from  virtually  anywhere,  UM  makes 
staying  in  touch  easier  for  everyone  in  the 
organization. 


The  alliance  is  a  cooper¬ 
ative  of  users,  consultants, 
educators  and  integrators 
that  applies  its  technical  and  business  skills 
to  analyze  and  compare  strategic  network 
products. 

Dunkelberger  is  a  Microsoft  Certified  Systems 
Engineer  and  a  Microsoft  Certified  Trainer.  His 
firm,  Intelligent  Information  Systems,  Inc.,  pro¬ 
vides  corporate  network  consulting  and  training 
services  to  companies  worldwide.  He  can  be 
reached  at  i-squared@msn.com  or  wivw.i- 
squared.com. 
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Management  Strategies 


Let  your  IT  staff  strengthen 
different  muscles  and  gain 
new  skills  and  perspective. 

By  Tom  Duffy 

echnicians  in  the  IT  department  at  Hewitt 
Associates  LLC,  in  Lincolnshire,  Ill.,  often 
heard  grumbling  about  sluggish  network 
response  times.  But  when  they  checked  the 
monthly  averages,  they  couldn’t  see  what 
the  griping  was  about. 

Agents  for  the  human  resources  manage¬ 
ment  firm  typically  were  able  to  pull  up  the 
records  they  needed  in  just  a  few  seconds. 

However,  when  the  firm  began  cross-training  its 
employees  and  IT  workers  looked  over  the  shoul¬ 
ders  of  users  in  the  benefits  administration  depart¬ 
ment,  they  realized  that  a  single  day  of  slowed  net¬ 
work  response  time  was  a  significant  impediment, 
even  if  it  didn’t  skew  the  monthly  average. 

“We  realized  that  even  though  the  average  for  the 
month  might  have  been  stellar,  they  lost  a  whole 
day  of  productivity,”  says  Dan  Rubin,  group  IT  man¬ 
ager.  “Cross-training  makes  you  a  much  better,  more 
attentive  network  manager.  ” 

Hewitt  is  one  of  a  growing  number  of  companies 
that  routinely  moves  technical  employees  from  one 
division  into  another  for  a  few  days  or  weeks.  On 
any  given  day  at  firms  where  cross-training  occurs, 
sales  staff  might  be  managing  the  help  desk  and  net¬ 
work  managers  might  be  sitting  in  with  end  users. 

Administrators  say  the  benefits  include  improved 
network  management,  stronger  employee  relation¬ 
ships  and  more  effective  problem  solving.  There 
also  is  a  significant  boost  in  morale  that  comes  from 
giving  employees  a  respite  from  their  narrowly 
focused  roles. 

Though  it’s  not  always  the  goal  of  the  programs, 
managers  also  cite  a  greater  ability  to  move  em¬ 
ployees  among  different  departments  as  work  ebbs 
and  flows. 

For  example,  employees  in  Progress  Software 
Corp.’s  corporate  engineering  support  division,  a 
sales  arm  of  the  Bedford,  Mass.-based  firm,  need  to 
know  enough  about  the  company’s  relational  data¬ 
base  products  and  development  tools  to  be  able  to 
explain  them  to  prospective  customers.  But  unlike 
their  colleagues  in  many  rival  firms,  they  also  need 
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to  answer  more  complex  questions  from  existing 
customers.  That’s  because  the  employees  are  ex¬ 
pected  to  work  in  the  technical  support  center  at 
Progress  for  up  to  several  weeks  per  year  as  a  way  of 
gaining  a  broader  perspective  on  the  company  and 
their  roles  within  it. 

“Companywide  this  is  a  good  thing,”  says  Jennifer 
Stiller,  HR  manager  for  Progress.  “It  makes  for  em¬ 
ployees  with  a  better  appreciation  for  one  another 
and  the  stresses  and  strains  of  what  their  peers  are 
going  through.  And  it  certainly  provides  them  with 
a  greater  breadth  of  technical  knowledge.” 

At  Progress,  technical  support  workers  who  dip 
into  corporate  engineering  support  gain  an  appreci¬ 
ation  for  what  customers  want  from  the  vendor’s 
products.  Meanwhile,  trainers  are  given  the  oppor¬ 
tunity  to  go  on  the  road  several  weeks  per  year, 
switching  places  with  Progress’  team  of  consultants. 

At  Hewitt,  IT  employees  routinely  sit  in  with 
workers  in  the  Total  Benefits  Administration  unit, 
the  division  that  handles  the  administration  of 
fringe  benefits  such  as  health  care  and  40 IK  plans 
for  thousands  of  companies  throughout  the  world. 

When  John  Kristoff,  a  technician  in  Hewitt’s  net¬ 
work  group,  dipped  into  the  benefits  unit  recendy, 
he  was  able  to  give  a  new  workgroup  administrator 
a  personal  seminar  on  LAN  technology,  PC  hard¬ 
ware,  PC  software  and  support  techniques.  The 
woman’s  responsibilities  included  maintaining  iden¬ 
tifications  and  user  attributes  on  a  LAN  that  sup¬ 
ported  up  to  80  people.  He  gave  her  tips  on  de¬ 
fining  access  rights  and  deleting  lists  of  queued 
print  jobs,  and  helped  her  gain  a  basic  under¬ 


standing  of  how  a  network  functions. 

“Instead  of  muddling  through  solutions  based  on 
trial  and  error  and  wasting  precious  time,  she  felt 
comfortable  coming  to  someone  nearby  that  could 
answer  most  any  question  she  had,”  Kristoff  says. 

Rubin  points  to  another  benefit  of  the  program 
for  his  staffers.  “Getting  a  chance  to  see  how 
putting  in  that  router  improves  throughput  and 
seeing  for  themselves  when  our  people  are  able  to 
get  to  information  more  quickly  gives  them  a  real 
sense  of  pride.  They  can  really  see  how  they  are 
helping  move  the  organization  ahead,”  he  says. 

Cross-U'aining  has  been  a  staple  of  life  at  Health- 
Share  Technology,  Inc.,  in  Acton,  Mass.,  says  Eric 
Meyers,  HealthShare’s  vice  president  of  marketing. 
HealthShare  builds  software  and  related  databases 
designed  to  help  hospitals  and  health  care  organiza¬ 
tions  make  rational  economic  decisions. 

However,  managers  at  firms  where  cross-training 
is  used  extensively  say  the  practice  has  a  few  poten¬ 
tial  pitfalls.  “When  you  are  working  outside  your 
function,  there  can  be  some  things  you  need  the 
expert  for,”  Meyers  says.  “You  have  to  make  sure  you 
are  recruiting  people  who  are  smart  enough  to 
know  when  they  are  in  over  their  heads.” 

Stiller  agrees  that  cross-training  needs  to  be  used 
judiciously,  but  says  it  is  worth  the  effort. 

“What  you  gain  far  exceeds  what  you  might  lose. 

I  believe  better-trained,  happier,  less-stressed  em¬ 
ployees  certainly  affect  the  bottom  line,”  she  says. 

Duffy  is  a  freelance  writer  in  Somerville,  Mass.  He  can 
be  reached  at  tduffy62@compuserve.com. 
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Coldwater  Creek  country... 
...the  newest  land 

of  opportunity. 

Whether  you  join  us  in  Parkersburg,  West  Virginia  at  our 
brand  new  distribution  center  or  at  our  headquarters  in 
Sandpoint,  Idaho.  Coldwater  Creek  is  where  great 
opportunities  reside.  It’s  a  special  place  where  friendly,  goal- 
oriented  people  come  together  to  do  a  great  job,  and  where 
doing  a  job  well  is  always  recognized  Besides  competitive 
salaries,  Coldwater  Creek  offers  excellent  benefits  and  incentive 
programs.  It’s  a  healthy  environment  for  people  with 
enthusiasm  and  a  commitment  to  excellence. 

Systems  Programmers 

Reporting  to  the  Manager  Data  Center/Systems 
Administration,  you’ll  support  operating  and 
telecommunications  systems,  install 
and  maintain  systems  software,  and  monitor  performance. 
You’ll  also  work  with  vendor  support  centers  and  help  to 
develop  test  plans  for  verifying  the  effectiveness  of  software 
maintenance  programs. 

To  do  this  you’ll  need  a  BSCS  or  equivalent  business  or 
technical  background  and  3  years  experience  in  information 
systems  in  an  AS400  environment  One  year  should  be  in 
telecommunications,  operations  support,  programming  or  the 
equivalent  A  working  knowledge  of  technical  support,  systems 
analysis  and  design  techniques  is  also  necessary,  as  are  good 
communication  skills.  Knowledge  of  data  center  operations 
and  applications  development 
is  also  helpful 

Development  Analyst 

You’ll  be  leading  the  analysis  and  design  for  new  systems  and 
improving  existing  ones.  This  will  include  evaluating  business 
problems,  participating  in  studies,  preparing  proposals, 
developing  and  reviewing  test  plans,  and  coordinating 
departmental  projects. 

The  successful  candidate  will  have  a  BSCS  or  the  equivalent 
business  or  technical  experience,  plus  5  years  experience  in 
information  systems  development  in  an  HP3000  in  Sandpoint 
and  AS/400  in  Parkersburg  or  client  server  environments.  Two 
years  must  be  in  a  senior  technical  capacity  or  the  equivalent 
You  must  also  have  an  in  depth  knowledge  of  application 
development,  experience  in  retail  or  direct  marketing  systems, 
and  strong  interpersonal  and  communication  skills. 

If  you’re  ready  to  make  a  move  to  a  great  place  either  e-mail  or 
fax  your  resume  to:  kclark@thecreek.com  Fax:  (208)265- 
3199.  Or,  you  may  call  our  Job  line  at  (208)  265-7158  for 
other  opportunities.  We  are  an  equal  opportunity  employer. 


FAX  YOUR  COPY 

It's  easy  to  place  your  Recruitment  Ad  in  the  Networking  Careers  Section. 
Just  fax  your  copy  to  us  at  508-820-0607  and  we  will  typeset  it  for  you  at 
different  sizes  &  prices.  No  obligation  of  course. 

When  we  fax  it  back  to  you,  just  call  us  with  your  changes  and  suggestions. 
We  look  forward  to  working  with  you. 

TO  508-82041607 


THE  BEARDSLEY  CROUP 

SPECIALISTS  IN 
INTERNETWORKING 
RECRUITING 


We  are  your  source  for  jobs! 


*  System  Engineering 

*  Network  Consulting 
*•  Contract  Positions 

*  Network  Analyst 

*  SALES  internetworking 

See  our  complete  listing  of  lobs  at 
http://www.beardsleYgroup.com 
or  contact  us  at: 

Tel  203  944  0050/Fax  203  944  00S2 
Email  jobs@beardsleygroup.com 


Software  Engineer.  $47,000 
Per  Year.  Designs,  codes  and 
tests  software  in  C/C++  or 
Fortran  in  UNIX,  Windows, 
Windows  NT,  or  VMS,  in 
object-oriented  environ¬ 
ment.  Requires  minimum  of 
Master  Degree  in  Computer 
Science  or  Electrical  Engi¬ 
neering,  plus  one  year  expe¬ 
rience.  Includes  one  year 
experience  in  object  oriented 
environment.  Respond  to: 
Mississippi  Employment 
Security  commission,  P.O. 
Box  13348,  5959  1-55  North 
Frontage  Road,  jackson,  MS 
39236-3348.  job  Order 
#MS2812274. 


At  RPM  Consulting,  we  believe  in  educating  our  consultants  as  well 
as  our  clients.  As  one  of  the  premier  providers  of  internetwork 
consulting  on  the  fast  Coast,  RPM  Consulting  bases  much  of  its  success 
on  hiring  the  best  people,  and  then  giving  them  the  training  and 
employment  opportunities  to  become  even  better.  Working  in  a  variety 
of  challenging,  career-enhancing  assignments,  our  consultants  and 
engineers  provide  world-class  network  and  enterprise  management 
solutions  for  our  Fortune  250  clients.  Our  employees  also  benefit  from 
ROM's  embedded  consulting  partnerships  with  leading  industry 
vendors. 

We  currently  are  seeking  senior  and  mid-level  engineers  in  the  following  disciplines: 

1)  INTERNETWORK  DESIGN /IMPLEMENTATION  (CISCO,  BAY,  CABLETRON) 

2)  NETWORK  MANAGEMENT  DESIGN/IMPLEMENTATION 

(OPENVIEW,  NETVIEW,  SPECTRUM,  CISCOWORKS,  OPTIVITY,  NERVECENTER, 
UNIX) 

3)  ENTERPRISE  MANAGEMENT  (TIVOLI,  UNICENTER,  BMC  PATROL) 

4)  WAN  DESIGN/IMPLEMENTATION  (ATM,  FRAME  RELAY  TDM,  VOICE) 

These  positions  ore  available  in  NY,  Ni,  IN,  PA,  MD,  DC,  VG,  NC.  SC  &  GA  and  may  require  some 
regional  travel.  For  additional  information,  please  visit  our  Web  site  (http://www.rpm.com)  or 
mail/fax  your  resume  to: 

7130  Minstrel  Way,  Suite  230, 

Columbia,  MD  21045 
19-6070 
resume 

to;  j davis@rpm.com 


FAX  (410)  31 
Or  send  your 
electronically 


telematics  is  a  leading  international 
Supplier  of  an  integrated  range  of 
wide  area  network  products  and 
services  for  public  and  private  work 
solutions  including  access, 
concentration  and  backbone 
switching  applica-tions.  We  are 
looking  for  dynamic  individuals  who 
thrive  on  challenge,,  career 
satisfaction  and  growth  for  positions 
at  our  Ft,  Lauderdale  location. 


CUSTOMER  SUPPORT  ENGINEERS  Dept  1 159 


TELEMATICS 


Engineers  in  this  group  are  responsible  for  the  design,  troubleshooting, 
and  optimization  of  our  customers'  networking  environments.  We 
are  seeking  engineers  with  3  or  more  years  of  experience  in  Frame 
Relay,  ATM,  X.25,  SNA,  TCP/IR  POS,  ISDN,  UNIX,  Network 
Management,  and  a  strong  datacomm  background.  Exposure  to  system 
testing  of  datacomm  products  and  protocols  helpful.  Some  domestic 
or  international  travel  may  be  required.  B.S.  in  CS  or  EE  is  preferred 
but  not  required. 


TECHNICAL  INSTRUCTOR  Dept,  1164 


As  part  of  the  Support  team,  our  Technical  Instructors  are  primarily 
responsible  for  providing  technical  training  in  datacomm  technologies. 
We  are  seeking  instructors  with  3  or  more  years  of  experience  in  the 
above  protocols  and  technologies  and  strong  datacomms  background. 
Technical  instructors  will  also  be  responsible  for  post-sales  customer 
support  as  needed.  Some  domestic  or  international  travel  may  be 
required.  Degree  preferred. 


We  offer  an  excellent  benefits  package,  competitive  incomes,  stable 
work  environment  and  liberal  growth  opportunities. 


For  confidential  consideration,  mail,  fax  (954-35 1  -4404)  or  e-mail 
(lucinda.blunt@telematics.com)  your  resume  to  Human 
Resources,  Dept.  1201  Cypress  Creek  Road,  Ft. 

Lauderdale,  FL  33309. 


VISIT  OUR  WEBSITE:  http:llwww.telematics.com 

EEO/AA  Employer  M/F/D/V 


Recruitment 
Advertising 
Sales  Rep 

We  are  looking  for  an 
individual  to  join  the 
Recruitment  Sales  depart¬ 
ment.  Working  as  an  inside 
sales  representative  this  per¬ 
son  will  be  responsible  for 
handling  an  assigned  terri¬ 
tory.  A  strong  telephone  pres¬ 
ence  is  required  to  handle 
daily  maintenance  of  client 
file/contracts.  The  ability  to 
speak  with  Network  and  IS 
worlds  as  well  as  the  ability  to 
develop  creative  telephone 
campaigns.  Qualified  candi¬ 
date  will  be  self-motivated, 
organized,  and  have  3  years 
related  sales  experience. 
Interested  candidates  should 
send  their  resumes  to: 
Network  World,  Human 
Resources,  161  Worcester 
Rd,  Framingham,  MA, 
01701;  email:  drabinov.com; 
fax:  508-820-0607. 

For  more  information  about 
Network  World  and  IDG, 
visit  our  home  page  at 
http://www.idg.com. 


Network  World's  Annual 
Power  Players  Issue. 

December  29  /  January  1,  is  a  don't  miss 
" Keeper "  issue  with  bonus  distribution  to 
top  financial  analysts. 

Your  recruitment  candidates,  our  readers,  will  refer  to  this  issue  all  year. 

Topics  Covered:  The  Most  Powerful  Companies,  Powerful  People, 
Power  Struggles,  The  Most  Powerful  Customers,  Power  Picks. 

Close  for  recruitment  advertising  reservations  is  December  17th. 
Materials  are  due  December  22nd. 

For  additional  information  call  tho  Networking  Caroors 
Department  at  1-800-622-1108  x7454  or  x7452. 


^3  & 


Senior  Engineer  U.  Provide  net¬ 
work  engineering  for  the 
design,  implementation  and 
operation  of  large  multi-vendor 
leading  edge  networks  both  in 
the  U.S.  and  internationally. 
Provide  feedback  on  the  perfor¬ 
mance  and  features  of  products 
to  engineering  and  product 
management  for  resolution. 
Provide  consulting  on  internet 
technology,  specifically,  Inter¬ 
net  Routing,  Internet  Service 
Provider  (ISP)  technical  require¬ 
ments  and  network  design,  IP 
routing  protocols,  domestic  and 
international  Internet  issues 
and  product  feature  require- 
ments.  Represent  company  at 
Internet  related  meetings  and 
conferences.  Feedback  informa¬ 
tion  learned  at  these  meetings 
to  engineering  and  product 
management.  Participate  in  the 
definition  of  Internet  protocols 
in  the  Internet  Engineering  Task 
Force.  Assist  field  and  sales 
departments  on  Internet  related 
issues  when  requested.  Require¬ 
ments  include  a  Masters  Degree 
in  Computer  Science,  or  the 
equivalent;  with  at  least  four 
years  of  experience  in  job 
offered  or  in  the  area  of  data 
communications,  Internet  net¬ 
work  engineering  and  Internet 
network  protocols.  Strong 
background  in  network  engi¬ 
neering,  Internet  Routing,  inte¬ 
rior  and  exterior  routing 
protocols,  LAN/WAN  tech¬ 
nologies,  and  UNIX  system 
administration.  Thorough 
knowledge  of  network  plan¬ 
ning,  installation  and  opera¬ 
tions.  Thorough  understanding 
of  international  telecommuni¬ 
cations  and  Internet  relations. 
Applicants  must  have  unre¬ 
stricted  authorization  to  work 
in  the  United  States.  Salary 
$57, 318.25-$70, 000/year.  40 
hours/wk.  Respond  with  two 
copies  of  resume  to  Case 
#71530,  P.O.  Box  8968, 
Boston,  MA  02114. 


SPECIAL  SPACE 

ISSUE  FEATURE  CLOSE 


1 2/29-1  /I :  Power  Issue:  The  Most  Powerful 

Companies;  Powerful  People;  Power 
Struggles;  The  Most  Powerful 
Customers;  Power  Picks  Dec.  17th 


December  Intranet  Handbook:  A  look  at  what’s 
Intranet  shaking  with  Dynamic  HTML  and  when 
Magazine:  it  will  be  coming  to  your  browser  of 
choice;  Product  watch:  Update  on 
Java  application  development  tools; 

Review:  Netiva’s  Netiva  tool  for  creat 
ing  Web  application  databases.  Nov.  17th 


1/12/98:  Management  Strategies:  How  to  ask  for 

a  Raise;  Special  Focus:  Carriers  &  ISPs; 
ComNet  Show  Planning  Guide.  Dec.  31st 


‘98  Career  Fairs  Sponsored  Exclusively  by  Network  World 

NetWorld+Interop  ’98,  Las  Vegas  May  5,  6  &  7 
NetWorld+Interop  ‘98,  Atlanta,  October  21,  22  &  23 

For  more  information  or  to  place  an 
advertisement,  please  call  1-800-622-1108. 
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Keyboard/Video  &  Mouse  Switches 


KVM  Switches  do  much  more  than  just 
switch  user  peripherals.  But,  with  all  the 
products  on  the  market  today,  which  system 
will  be  the  best  solution  for  your  company? 


Sr^rVir* 


nose 


The  Smart  Choice  is  Tron. 


Let  experienced  technicians  take  you  through  the 
Keyboard/Video  Switch  maze  of  vendors  and  products.  We 
introduced  the  technology  to  you  in  our  Industry  Standard  Key¬ 
board/Video  Switch  (KVS)  White  Paper.  Tron  uses  and  test 
KVMS  products  in  our  own  offices  and  labs,  so  we  can  provide 
better  service  to  our  buyers. 


Where  each  vendor  promotes  their  own  product,  Tron  will  give  you 
a  complete  comparison  of  several  products  all  at  once.  Give  your¬ 
self  complete  control  over  your 

data  center  and  how  it's  personnel  operate  with  the  products  that  are 
right  for  your  application.  We’ll  assist  in  your  selections  and  explain  sys¬ 
tem  enhancements  using  Extender/Expander  products. 


USER  3 

inwtaw 


This  KVMS  System  design  was  configured  by  our 
technicians  using  tire  4xp  system  from  Cybex. 
Multi-User  products  are  also  available  from  Rose 
and  Apex  PC,  and  our  experience  with  KVMS 
makes  Tron  the  only  supplier  that  can  design  a 
completely  pre-tested  multi-vendor  KVMS  system. 


(800)  8084672 

Ask  for  a  FREE  KVMS  White  Paper 
Or,  download  it  from  our  internet  site  @www.tron.com 
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pie  £«t  View  Help  1 

•  Full  RMON  Support 

•  Integrates  with  HP  OpenView 

•  TCP/IP,  Telnet,  TFTP,  BOOTP 

•  WinSNMP/WiiiSock/DDEAPIs 

•  SNMP,  ICMP,  IPX  Polling 


Castle  Rack 

Computing 


Reader  Service  No.  252 


Node  Discovery 

Long  Term  Statistics/Thresholds 
Custom  Event  Actions/Forwarding 
Over  100  Device  Specific  GUIs 
MIB  Compiler/Browser 


408-366-6540 

Fax:  408-252-2379 


THE  SHORTEST  DISTANCE  BETWEEN 
YDU  AND  YOUR  HIGH-SPEED 
COMMUNICATIONS  CIRCUITS 


Circuit  per  Circuit,  the  New 
DS3/DS1  Test  Access  System 
Delivers  the  Industry’s  best 

PRICE/PERFORMANCE  VALUE: 


*  Smallest  footprint 

a  Compatible  with  all  test  equipment 

*  Built-in  network  card 


*  Guaranteed  uninterrupted  data  transmission 

*  Modular  design  to  house  both  DS3  &  DS1  circuits 


Call  us  today  at  800-344-3934  for  your 
comprehensive  planning  guide  to  test 
access  of  high-speed  circuits. 


VIR  LinEBR  SUHTCH 


You're  in  the  business  of  guaranteeing  virtually  100% 
uptime  —  we're  in  the  business  of  making  sure  you  can. 
The  new  DS3/DS1  Test  Access  System  is  the 
perfect  technical  control  solution  for  your 
high-speed  circuits.  It  provides  the  test 
access  functions  of  DACS,  at  a  fraction  of 
the  cost  while  eliminating  the  need  to  send 
a  technician  to  remote  locations. 


105  James  Way,  Southampton,  PA  18966  ±  800-344-3934  *  Fax:  215-364-0920  *  Web:  www.virinc.com 
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EXCLUSIVELY  from  TODD! 

The  FASTEST 
drives! 

The  BEST  prices! 

QUICK  delivery! 

f 

Choose  24X,  54X,  or  DVD 


28-Drives 

$6,800 


14 


Drives 


$3 


320 


7-Drives 


Drives 


$870 


Prices  shown  are  for  towers 
equipped  with  24X  drives. 
Optional  54X  and  DVD 
also  available. 

For  29  to  256-drive  systems, 
call  for  pricing. 


T ODD  ENTERPRISES  me. 

(800)  445-TODD  (8633) 
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In  NY:  (516)  777-8633  •  In  DC:  (301)577-0894. 
FAX  (516)  777-2750  •  http://www.toddent.com 
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Meet  Your  New  Hire: 

ATL’s  6410  CSU/DSU  with  I.Q.* 


The  newest  member  of  your  staff! 
‘INTELLIGENT  QUANTITATIVE  PARAMETRIC  TESTING 

IH 

I. 


•  •  •  Cm, 


BOB 


Smarter  than  the 
Average  CSU/DSU! 

CALL  FOR  A  WHITE  PAPER  ON  THE  6410  with  I.Q. 

Find  out  how  you  can  get  a 
FREE  “Smarter  than  the  Average  CSU/DSU”  t-shirt! 

For  more  info,  Call  1-800-223-9758  American  technology  labs 

Email:  info@atli.com 

Visit  our  web  page  at  www.atli.com 


Quality  Network  Access  Solutions 


Reader  Service  No.  302 


Attenuation 
Background  Noise 
Impulse  Noise 
DDS  operating  mode 
C.O.  loopback  conditions 


Reader  Service  No.  298 


Taking 

Command 


Just  Got  Easier 


The  only  KVM  switch  with  the  power  and  flexibility  to  manage  the  most  complex  server  rooms  just  got  better! 
Not  only  can  you  manage  hundreds  -  even  thousands  -  of  servers  from  a  single  location,  but  with  On  Screen  Management, 
it's  easier  than  ever.  Pop-up  menus  make  it  simple  to  name,  configure  and  select  attached  servers  on  the  fly. 


Multiple  Users,  Multiple  Platforms 

The  AutoBoot  Commander  4xP  allows  up  to  four  users  simultaneous  access  to  any  attached  computer.  Add  even  more  users  with  our  expansion 
options,  all  with  independent  access  to  every  computer.  Mix  and  match  PC,  Sun,  SGI,  HP  9000,  Dec  Alpha,  RS/6000,  and  Macs  and  control 
them  all  with  a  single  set  of  peripherals. 


Easy  Expansion  for  your  Growing  System 

The  4xP  allows  you  to  easily  add  computers  and  users  as  your  installation  grows.  Combine  that  with  our 
extension  capability,  and  you  can  locate  computers  and  users  as  far  as  300  feet  away  from  the  4xP! 


Who  would  have  thought  a  command  performance  could  be  so  easy? 


MICROSOFT. 

WtNTXXVSNT- 
CGMBMIBLE  NetWare. 


iRodErffcwjj 
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LANtastic 

Compatible 


Cybex  Computer  Products  Corporation 

4912  Research  Drive  Huntsville,  Alabama  35805  USA 

(800)  93CYBEX  (29239)  •  (205)  430-4030  fax 

http://www.cybex.com 


Cybex,  Cybex  logo.  Commander  and  AutoBoot  are  trademarks  or  registered  trademarks  of  Cybex  Computer  Products  Corporation.  PC  and  RS/6000  are  registered  trademarks  of  International  Business  Machines  Corporation.  Mac  is  a 
registered  trademark  of  Apple  Computer  Inc.  Sun,  SGI,  HP  and  Dec  Alpha  are  trademarks  or  registered  trademarks  of  their  respective  companies. 


Come  see  us  at  COM  NET,  Washington,  DC,  Ian  27-29,  Booth  #2405 
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1  m  using  it 
to  control 
critical  router 


connections, 
monitor  DSU- 
Tl  links,  and 
troubleshoot 
the  50  Frame 
Relay  lines  we 
added  last 
month. 


As  my  network 
evolves,  I  rely 
even  more  on 


Can  matrix-based  switching  make  a  critical  difference  in  your  data  center? 


GS  Networks 
2700  Switch. 


Only  if  monitoring  router-to-DSU  connections  without  disrupting  service  is  important. 

Only  if  finally  knowing  what’s  happening  in  the  far  reaches  of  a  frame  relay  network  is  important, 

Only  if  controlling  large-scale  WAN  and  LAN  configurations  from  anywhere  in  the  world  is  important. 

Only  if  bypassing  a  failed  communications  port  so  that  business-critical  data  keeps  flowing  is  important. 
Only  if  enabling  the  entire  operations  staff  to  work  more  productively  is  important. 

Only  if  having  the  security  of  full-time  alarming  on  the  network’s  physical  layer  -  where  50% 
of  downtime  still  occurs  -  is  important. 

And  only  if  the  switch  is  the  incomparable  2700  from  GS  Networks,  the  world  leader  in  matrix  technology. 


Contact  GS  Networks  today  and  we’ll  tell  you  how  network  professionals  in 

the  most  demanding  industries  are  relying  more  than  ever  on  the  2700’s  matrix-based 

connectivity  and  test  access  solutions. 


www.gsnetworks.com 


The  2700  Switching  System 

When  Every  Connection  Counts 


Phone:  609-234-7900 
Fax:  609-77.8-8700 


General  Signal  Networks,  Inc. 

13000  Midlantic  Drive 

Mount  Laurel,  New  Jersey  08054 


Networks 
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To  be  truly  versatile 
the  DACS  must  first  know 
generosity.” 


I  Ching 

The  Book  of  Migration 


The  DNX-  Digital  Network  Exchange 

Eastern  Research’s  DNX -Digital  Network  Exchange  is  a 
communications  platform  that  addresses  today’s  DACS 
requirements,  yet  is  capable  of  supporting  the  higher  speeds 
and  protocols  of  tomorrow. 

This  modular  DACS  Switch  can 
terminate  up  to  44  interfaces  -  either 
T1  with  CSU,  or  high  speed  data. 

It  then  provides  non-blocking 
switching  down  to  the  DSO  level. 

Major  features  include: 

K  Full  Redundancy 
K  SNMP  and  TELNET  Management 
M  Event  Driven  Reconfigurations 
M  Integral  Test  Access 

Call  us  today  for  more  information 
on  all  our  WAN  access  and 
internetworking  products. 


225  Executive  Drt..,  »J  08057  Pr°duCtS  aS  Soluti°nS 

1  -800-337-4374  609-273-6622  E-mail:  info@erinc.com  http://www.erinc.com 


_ 
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One  Obsessive  KVM  Switch  in  charge  of  all  your  Servers. 


Control  2  to  64  computers  from  a  single  station. 
Raritan's  unique  emulation  technology  ensures 
flawless  operation  of  any  combination  of  PCs,  Macs, 
Suns,  Alphas,  RS6000s,  HP9000s,  or  SGIs,  running 
any  operating  system  and  application  software.  With 
on-screen  menus,  system  management  has  never  been 
simpler.  Join  the  thousands  who  trust  their  network  servers 
to  MasterConsole  to  save  time,  space  and  money. 
We've  created  a  control  freak  you'll  want  to  live  with! 

(800)  724-8090  x19 
www.rarifan.com 


@  Raritan 

MasterConsole 

Raritan  Computer  Inc.,  400  Cottontail  Lane,  Somerset,  NJ  08873 
Tel.  732-764-8886  Fax  732-764-8887  E-mail  sales@raritan.com 


RAD 


data  communications 


So 


T1/£1  Integrating  Multiplexer  System 

Looking  for  ways  to  get  more  out  of  your  T1  ? 
The  RAD  Megaplex  and  Kilomux  line 

by  combining  Voice  and  Data  in  ways 
you've  never  thought  possible. 


'  *  * 

| 

Tel:  888-785-7393  (toll  free) 
A  Fax:  954- 783- 7130 
'  -%-rnail:  mailus@pulsewan.  com 
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Fast  Coast  -  Midwest  -  H  ost  Coast 
Reader  Service  No.  264 


Otv-Sa*® 

1 


Breakthrough  the  clutter  of  multiple 
keyboards,  monitors,  and  mice  with  this 
latest  INNOVATION  from  Rose.  This  switch 
has  every  feature  you  asked  for: 

Switches  several  servers  or  computers  to  a  single 
monitor,  keyboard,  and  mouse 

Supports  any  mix  of  PC,  Apple,  Sun,  RS  6000, 

Hr  700  series,  DEC  Alpha,  stl,  or  other 
computers  from  any  keyboard  or  mouse 

Front  panel  has  keypad  for  easy  selection  of 
computers  and  configuration 

Front  panel  display  shows  computers  name  and 
other  information 

Command  to  switch  can  come  from  your 
keyboard,  front  panel,  or  RS232  port 

Simple  to  use  keystrokes  switch  computers  for 
fast  and  easy  control 


Built  in  daisy-chaining  supports  up  to  256 
computers 

Flash  memory  for  future  upgrade  of  features 

Easy  to  use  OverView™  system  gives  control 
anci  status  with  on-screen  graphics 

Many  other  features! 

CALL  FORA  FREE  CATALOG: 

*  Keyboard/Video  Control 

*  Print  Servers 

*  Data  Switches 

800-333-9343 

Visit  our  web  site  at  www.rosel.com 

dik 
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10707  Stancliff  Road  Houston,  Texas  77099  Tel  281-933-7673  Fax  281-933-0044 
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Outlook '  enables 


network  administrators 


to  access  file  servers 
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NetWare. 


APEX 

PC  SOLUTIONS 


Apex  PC  Solutions,  Inc.  •  20031  142nd  Ave.NE  •  Woodinville,  WA  98072  •  fax  (425)  402-9494  •  e-mailsales@pcsol.com 


©1997.  Apex  PC  Solutions,  Inc.  All  rights  reserved .  OSCAR,  OutLook4  are  trademarks  of  Apex  PC  Solutions,  Inc.  in  the  United  States  and  certain  other  countries. 

All  other  trademarks  are  the  property  of  their  respective  owners. 


simultaneously  from  any 
one  of  four  PC  consoles. 


iise  your  ability  to  view  and  control  your  network  to 
a  higher  order.  OutLook4  delivers  more  performance  for  less 
money*  than  any  other  multi-user  keyboard,  monitor  and 
mouse  switch.  OutLook4  features  the  latest  OSCAR™  on¬ 
screen  firmware.  So  now  up  to  four  network  administrators 
can  key  in  their  passwords  and  simultaneously  access  up  to 
64  file  servers  connected  to  OutLook4  with  just  a  keyboard 
and  mouse.  Simply  highlight  the  server  name  you’ve  entered 
into  memory,  click,  and  connect  to  any  PC,  Macintosh®, 

*  Based  on  a  similarly  configured  competitive  product. 


Sun®,  or  UNIX®system  via  the  OSCAR  menu  screen.  Want 
more  administrative  control,  flexibility,  and  productivity? 
What  are  you  waiting  four?  Look  into  OutLook4. 


Call  (800)-861  -5858  or  (425)  402-9393  today  to  see  how  we  can  raise 
your  efficiency  by  the  power  of  Outlook4. 


http://www.apexpc .  com 


Innovation  & 
Technology 
by  Design 
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Key hticuA,  Monitor,  Mouse  Swi 
Sets  you  NAME  and  DISPLAY  se 


v/ww.connecMek.coflv 
153  TSAIft  ZONE  DRIYt  •  SONKONKOMA.NY  1177 
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Phone  (516)  981-33I  I 
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What  does  it  take  to  get  Microsoft  Certified? 


Get  the  certification  that  matters. 

71s  companies  continue  moving  to  Windows  NT®,  Microsoft  certification 
is  becoming  more  important  for  assuring  IT  professionals'  technical  proficiency. 
Transcender  makes  the  most  realistic  simulations  of  Microsoft's  exams.  JSA 

is. 


If  you  use  Transcender,  you’ll  pass  the  Microsoft 
certification  exam  or  we’ll  give  your  money  back.* 


Transcender  has  products  for  ALL  the  highly  demanded  MCSE  and  MCSD  exams. 

From  $89-$  1 79.  Special  value  paks  also  available.  Call  or  visit  our  Web  site  for  detai 


Vi 


Transcender' 

Corporation 


242  Louise  Ave 
Nashville.  TN  37203 


Call  615.726.8779  FAX  615.726.8884 

VISA/MC/AMEX/DISC/MO/Check  Add  $4  s&h  (S25  outside  US) 


*  Conditions  apply. 
See  our  Web  site  for  details. 

Microsoft • 
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ONLY  OUR  DSU'S  DRING  TOGETHER 
UNREATARLE  PERFORMANCE 
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Location: 


http://iuiiiLu.dataprobe.com/ 


Remote  site  management 
starts  here! 

This  website  offers  you  more  than  500  datacom 
devices  to  remedy  network  problems. 

Alarm  Reporting  &  Site  Management 


Remote  Switch  &  Equipment  Control 
A/C  Power  Management 
Line  &  Port  Sharing  &  Sparing 
Disaster  Recovery  &  Auto  Back-up 


3> 


m 


11  Park  Place  •  Paramus,  NJ  07652  USA  •  (201)  967-9300 
Fax  (201)  967-9090  •  E-mail:  sales@dataprobe.com 
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he  first  100%  Computer  Based  Training  (CBT)  on  CD-ROM  to  fully  prepare  you  for 
Novell’s  CNE,  Microsoft’s  MCSE  and  the  A+  Certification  exams.  ForeFront’s  Self- 
Study  Courses  give  you  unmatched  flexibility  and  portability.  Study  at  your  own 
pace  using  our  step-by-step  format,  whenever  and  wherever  it’s  convenient  for  you! 


All  on  one  CD  -  no  books,  no  videos,  no  classrooms 
Interactive  simulations  for  hands-on  exercises 
Hundreds  of  practice  questions 
Priced  below  competitive  products 
Everything  you  need  to  prepare  for  the  exams! 


Buy  any  two  CBTs  at 
the  regular  price  and 
get  the  Micro  House 
Technical  Library™ 


Become  MCSE  Certified...FAS77 

The  ForeFront  MCSE  Self-Study  Course™  provides  everything  you 
need  for  passing  the  MCSE  exams.  You’ll  be  ready  and  confident  to  plan, 
implement,  maintain  and  support  information  systems  in  a  wide  range  of 
computing  environments,  using  Windows  NT  and  other  Microsoft  Server 
products.  Contains  All  6  Training  Modules! 


CNE^En? 


Become  CNE  Certified...FAST7 

The  ForeFront  CNE  Self-Study  Course™  provides  fast, 
effective  and  convenient  training  for  the  Certified  NetWare 
Engineer  exams.  Our  CNE  CBT  allows  you  to  learn  and 
practice  everything  you’ll  need  for  full  certification.  Con¬ 
tains  All  7  Training  Modules! 


Become  A+  Certified...FAS7? 

A+  Certification  will  open  the  way  to  further  advancement  in  the  corporate  world. 

The  ForeFront  A+  Certification  Self-Study  Course™  is  a  hands-on  course 
that  provides  all  the  technical  material,  knowledge,  interactive  exercises, 
and  confidence  you’ll  need  to  pass  the  A+  exams  and  excel  in  today’s 
competitive  PC  repair  marketplace! 


VITAL  HARDWARE  SPECS  AT  YOUR  FINOERTIPS! 

The  Micro  House  Technical  Library™  on  CD-ROM  is  compiled 
from  over  50,000  pages  of  technical  manuals!  Contains 
complete  configurations,  diagrams,  settings,  component 
locations  and  other  vital  hardware  information. 

A  must  for  any  service  department. 


DISCOVER 

/NOVUS 


•  Free  Technical  Support 

•  Next  Day  Shipping 

•  Performance  Guaranteed 


Call  for  Special  Discount  Pricing  Today! 


(813)724-8994  -  FAX  (81 3)  726-6922 


FOREFRONT 

25400  U.S.  Hwy.  19  N„  #285 
Clearwater,  FL  33763 


Copyright  ©1997  ForeFront,  Inc.  All  Rights  Reserved.  ForeFront  CNE  Self-Study  Course,  ForeFront  A+  Certification  Self-Study  Course  and  ForeFront  MCSE  Self-Study  Course  are  trademarks  of  ForeFront  Direct,  Inc. 
The  ForeFront  Logo  is  a  trademark  of  the  ForeFront  Group,  Inc.  All  other  trademarks  are  the  properties  of  their  respective  holders.  ForeFront  Direct,  Inc.  is  a  subsidiary  of  ForeFront  Group,  Inc. 
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GSA#  GS-35F-4628G 


NWM 


ComNet 

ComNet 

ComNet 

Don't  miss  the 
January  26  issue  of 
Network  World  with 
bonus  distibution  at 
ComNet  East  in 
Washington,  DC! 

Issue  Closes:  January  14 


REFURBISHED  NETWORKING  EQUIPMENT 


More  than  price  &  availability... 
InterUnk  Means  Customer  Satisfaction! 

BUY,  SELL,  LEASE/RENT,  TRADE 

Routers  •  Hubs  •  Bridges  •  Servers 


CISCO,  BAY  NETWORKS, 
3COM,  DIGITAL,  ASCEND, 
LIVINGSTON,  XYPLEX 

'All  trademarks  are  the  property  of  their  respective  owners 

Technical  Support  •  Product  Warranty  •  Aggressive  Pricing 


1-800-832-6539 


fwc  612-944-3534  Email:  sales@intertinkcom.com 
Voice:  612-944-3440  http://www.interiinkcom.com 


COMMUNICATIONS 


7131  Shady  Oak  Rd;  Minneapolis,  MN  55344 


'  1 

NOVELL  -  UPGRADES 

v4.11  -  5  User. . . 

$395 

v4. 11- 10  User. . 

$550 

v4.11  -  25  User. . 

$885 

v4.11  -  50  User,  j 

11495 

v4.1 1-100  User' 

2695 

v4.11- 250  User* 

13625 

NOVELL  -INTRA  1 

FOR  ONE  MOM 

ITH 

v4.11  -5  User... 

$565 

v4.11  -  10  User.  S 

>1195 

v4.11  -  25  User.  S 

11945 

v4.1 1  -  50  User.  S 

>2495 

v4.H  - 100  User  i 

3655 

66285 

v4.ll- 250  User: 

GROUPWISE  S.l 

5  User . 

$395 

10  User . 

$595 

25  User . 3 

>1495 

50  User  . 

>2895 

100  User . i 

>5495 

250  User . 

$Call 

|  'Qualification  Required  I 

MICROSOFT  NT  -  v4.0 

NT  Server -5  Clients  ..$465 
NT  Server  - 10  Clients .  $595 
NT  Server- 20 Litense  .$285 
NT  Wbifcstation-Single  $175 
NTWoricstation-Lkense  .$89 

MS  Office  Sid ‘97 . $189 

MS  Office  Pro ‘97 . $238 

MS  Back Officev2.5. $1595 
MSB/Office  5  User  Lie  $895 
MS  B/Offi20  User  Lie  $1445 
MS  SQL  Server  5  User.  $895 
MS  SQL  Set  5  User  Lie  $445 
MSSQLSet20UserLic..$995 

wn. 


Call  on  your 
Network  needs, 
we  will  compete!!! 


SUMMIT  SYSTEMS 

Tel:  310-858-81,36  r_jgi 
Fax:  310-205-6313 
E-Mail:  PCInfo@IBM.net  tfs| 


Circle  Reader  Service  No.  296 


SAVE  50%  &  MORE  ON  MOST  PRODUCTS 

BUY/SELL/NEW/USED 

HL  RENT  MB 

Reconditioned  With  Warranty 

Multiplexers  •  T-1/E-1 
CSU/DSU’s  •  Channel  Banks 

CSU/DSU,  ALL  RATE,  V.35/RS232 . $99 

Newbridge  Channel  Banks . $2800 

Micom  Marathon  1  K,5K,5K  Turbo,  1  OK .  50%  off 

Routers  (NEW!) . $895 

Kentrox  T-Serv  n . $450 

T-l  CSU’s . $250 

Telco  Systems  Channel  Banks . $2800 

Newbridge  3600  Modules . CALL 

T-l  CSU  w/Drop/Insert  NEW . $995 

Stat  Muxes  4,  8,  16,  32,  port . LOW 

T-l  CSU/DSU  V.35 . $495 

Fraction/Full  T-l  CSU/DSU . $595 

Channel  Bank  Rentals . $  199/mo 


|  METKOCOM  | 

1  THE  SUPPLIERS’  SUPPLIER  S 

_  (800)  364-8838  or  (281)  495-6500 
FAX  (281)  495-8449  24  HRS 
HTTP://www.Metrocomlnc.Com 
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Livingston  US  Robotics 

Ascend  PAY  /y  Micom 

^  >V 

4?  Specialist  in  all  ^ 

^  Cisco  products 
to  including  Memory  jjj 

T*  LAN/WAN  Products  1 

v  p 

O  New,  Used,  Lease, 

3Com<Hf  Rent  Codex 

Adtran  ^  Xylogics 

Motorola  Wellfleet 

We  carry  all  Manufacturers 


Circle  Reader  Service  No.  293 


MOW  TECHNOLOGIES 

1-888-703-0101 


Fax  818-313-9079  e-mail  jbrian(o)pacbell.net 

NOVELL 

INTRANET  4.11  5  USER  $550 
INTRANET  4.11  10  USER  $1175 
INTRANET  4.11  25  USER  $1925 
INTRANET  4.11  50  USER  $2475 
INTRANET  4.11  100  USER  $3595 

_ UPGRAGES  ALSO  AVAILABLE 

MICROSOFT 

NTSERVER  W  5  CLIENTS  $445 
NTSERVERW  10CLIENTS  $575 
NT  SERVER  20  PK  LIC  CALL 
SQL  SERVER  W  5  CLIENT  $895 
Call  for  all  microsoft  products  4  licenses 
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For  More  Information  on  Advertising 
in  Network  World’s  Marketplace 
1-800-622-1108 


:i£| 


HUGE 

INVENTORY 

WE  TEST  ALL  PARTS 
BEFORE  WE  SHIP 


"TECK" 

SUPPORT 

AUTHORIZED  PRODUCT 
&  SERVICE  CENTER 


NEW  /  USED  3  COM  PARTS 


mm  w  + 


3C509B-TPO . $59.ea 

3C509B-COMBO . $79  ea 

3C900-TPO . $65. 

FMS  1 2-PORT  HUB....  $295. 
FMS  24-PORT  HUB  ...  $495 

FMS2  24-PORT. . $740 

LANPLEX  2500 . $2795. 

NetBuilder2  4-SLOT...  $1300. 


3C6022A .  $600. 

FMS2  12-PORT. .  $275. 

6-PORT  I00BTHUB...  $495. 

3C905TX . $84. 

3C250BTX/I .  $950. 

3C562D-COMBO . $295. 

3C16900A . $2095. 

3CI690IA . $1875. 


3C509-TP . $50. 

3C1667I . $650. 

3CI6670 . $250. 

3CI6900 . $1400. 

BAY  3308  B . $750. 

BAY  3308  A . $550. 

BAY  3304-ST. . $700. 

IBM  8228  MAU . $95. 


USE®  iftSpecIsIs 

CISCO  CSMEC6 . $1200. 

3C6555B-106R . $9000. 

CHIPCOM  5I02M-FBP  $550. 
CHIPCOM  5 1 08M-TR..  $550. 
CABLETRON  TPMIM-24$895. 

CABLETRON  MRXI . $200. 

NETWORTH  UTPM-S...  $600. 
KALPANA  EPP2 1 1 . $250. 


i  Quantity,  Reseller.  Government  &  Education.  Discounts  available,  mm 


ERGONOMIC  ENTERPRISES  INC. 


147  WERMAN  CT.  1 

1  PLTMNVIEW.  NY  f 

1 1  1 803 1 

1PH  5  1  6-793-5 

7  00  1  1  FAX  SI  A-?/ 

>3-53251 

|  visit  us  at  http://www.800-AKA-3COM.com  I 
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Premium  Patch  Cords 

Our  Patch  Cords  exceed  the  EIA/TIA 
568a  specification. 

•  Contacts:  50m  gold  platin 

•  Wire:  24  Awg.  stranded.  Category  5 

•  Stranded  wire  is  very  flexible 

•  Molded  strain  reliefs  available 

•  Available  in  Black,  Ivory,  White,  Red, 
Gree,  Blue,  Yellow,  Gray,  Hot  Pink, 
Orange  &  Purple 


3ft  . 

. 1.45 

6ft  . 

. 1.90 

10ft . 

. 2.50 

15ft . 

. 3.25 

25  ft . 

. 4.75 

In  Lots  of  5 
II  Colors  Available 


Bulk  Wire 

CAT  5  pvc  AS  LOW  AS  $65.00 
CAT  5  plenum  AS  LOW  AS  $1 90.00 
1 9"  Data  Rack  $1 26.00 


CAT  5  Patch  Panels 

12  PORT  Mini . $55 

24  PORT  . $85 

48  PORT . $170 

96  PORT . $330 

All  Patch  Panels  are  UL  &  EIA/TIA  Verified 


Outlets 

CAT  5  Inserts . 3.20  ea 

Faceplate . 1 .00  ea 


Fiber  Optic  Cords 

5T-ST  Duplex  62.5/1 25  . $23.00 

ELectro  PRoducTS*  Call  1-800-423-0646 

Or  fax  your  request  to  (206)  859-9101 _ 
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USED  CISCO  DIRECT 


Serve  up  to  80% on  new/used:  Cisco  Systems 

NETEAST  >  Routers  >  Switches  >  T1  CSU/DSUs 
's-— >-  ISDN  ►  ATM  >-  Fast  Ethernet  >  Frame  Relay 


WE  BUY  USED 


1 


CISCO 


4F 


►  Adtran  >  Motorola 
>-  ADC  Keadrox  >-  Livingston 


►  3COM/USRobotics  ►  Madge 
>•  General  Datacom  >  Cabletron 

►  Boy  Networks  ►  Digital  Link 

▼  7  >  Paradyne  >  Newbridge  ►  Xyplex 

V  Your  Information  Superhighway  Discount  Sources 


K  www.  digitalwarehouse.  com 

DIGITAL  WAREHOUSE 


►  Ascend 

►  Fore 

►  IBM 


msa  1-888-89-CISCO  H 


2)0-20  23>d  Ave.  Suite  *2,  BoysideJY  11360  Phone:1-888-892-4726  Fox:  718-281-1 186 

Circle  Reader  Service  No.  259 


LAN/WAN  •  BUY/SELL 
FULLY  WARRANTEED 
NEW/REFURBISHED 


MODEMS 
DSU/CSU’S 
MULTIPLEXERS 
T-1  EQUIPMENT 
HUB,  BRIDGES,  ROUTERS,  ETC. 


Fibermux  AT&T  Synoptics 


Cisco  Specialists 


Cabletron  Bay  Networks 

We  carry  all  manufacturers,  call  John,  ext.  101. 


http://www.adcs-inc.com 
PHONE 
-783-8979 


Novell  Upgrades 
to  4.1 1  Intranetware 

5 

User.. 

.  $340 

10 

User.. 

.  $575 

25 

User.. 

.  $725* 

50 

User.. 

.  $975 

100 

User.. 

.  $1295* 

250 

User.. 

.  Call 

•Limited  time  offer 

Netware  for 

Microsoft  NT 

SAA  v2.0 

Microsoft  Office  97 

16  sessions 

. Call 

Call  us  First! 

64  sessions 

. Call 

We  accept 

128  sessions.  ..  Call 

Government  and 

254  sessions...  Call 

School  P.O.s 

Check  with  us  for  all  of  your  Cisco,  3Com, 

SMC  and  Shiva  hardware  needs. 

AM  trademark*  and  trade  names  are  lbs  property  of  their  respective  holder*. 

FAX  (916) 
781-6962 


CQM1-800-251-0170 

NET 


CNE  on  Staff 
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Also  Available:  Wellfieet,  Bay,  Fore, 
Xylogics,  Livingston,  &  Ascend 

In  Stock  •  Fast  Delivery  •  No  Expedite  Charges 


0?i6e*dtf«e  *7kc. 


State  of  the  Art 
10BASE-T  Ethernet 
RJ45-Fiber  Converter- 
Model  FTX-R11  w/ST’s 
and  Model  FTX-R61  w/SC's 


Made  In  U.S.A. 


1-5 

$190.00 

6-20 

$183.00 

DIRECT 

21  +  Call  (800)  894-9694 

SAVINGS 

COMSTAR,  INC 


*20  Unit  Rack  Mount  Available! 


The  #1  Network  Remarketer 

612*835*5502 

Fax  612*835*1927  E-Mail:sales@comstarinc.com 


A  FIBERDYNE  LABS,  INC. 


818  Park  Lane  Dr.,  Herkimer,  NY  13350 
Tel  (315)866-0310  Fax(31 5)866-0341 

www.fiberdyne.com _ 
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Circle  Reader  Service  No.  291 


In  Network  World’s 
Annual  Power  Issue 

tY'®  Issue:  Dec  29/Jan  5  ♦  Ad  Close:  Dec  17 


The  Most  Powerful  Companies 

♦An  overview  of  the  most  powerful  vendors  in  key  market 
segments.  Check  out  the  power  rankings  of  5-10  top 
companies  in  each  market  segment. 

♦Ten  companies  to  watch.  A  look  at  key  companies  whose 
power  is  advancing  or  declining  rapidly. 

♦  Power  Partners.  An  inside  look  at  the  most  important 
alliances  and  partnerships  in  the  network  industry. 

Powerful  People 

♦The  25  most  powerful  people  in  networking. 

♦  50  more  who  make  a  difference. 

♦  Power-O-Meter:  User  opinion  survey  on  the  most  powerful 
people  and  companies  in  the  industry. 

Power  Struggles 

♦  8-1 0  Key  Power  Struggles  for  the  year  ahead. 

♦  Power  Prognosticator:  A  future-oriented  think  piece  on  the 
most  important  trends,  industry  shifts  and  changes  in  1998 
and  how  could  they  change  the  power  landscape. 

The  Most  Powerful  Customers 

♦  Profiles  of  this  year’s  User  Excellence  Award  winners. 

♦Where  are  they  now?  A  look  at  last  year’s  winners. 

What’s  new? 

Power  Picks 

♦  Powerful  voices:  Two  to  three  Q&A’s  with  some  of  the 
industry’s  best  minds. 

♦The  geography  of  power.  Which  regions  of  the  world  control 
power  in  networking. 


For  more  information  on  advertising  opportunities  in  this  power 
packed  issue  contact  Enku  Gubaie  at  800-622-1108  ext.  7465. 


“  Bay  Networks  weufLeeT/yn 

0  ^  *  /  communications  Jv  r  Jm 


SYsrems 


The  Complete  Networking  Solution"" 


Largest  Inventory  of  Refurbished  Bay  Networks  in  America! 

•  Bay  Networks  Trained  •  Proven  Track  Record  C3BL0TROD 

•  Bay  Networks  Authorized  •  One  Year  Warranties 

•  Hundreds  of  pieces  in  stock  •  Design  and  Install  Services 

•  New  and  Used  Equipment  •  Technical  Support  Jj|l- 

On-Sight  Router  Installation 
WE  REPAIR  ALL  BAY  NETWORKS! 


0 


National  LAN  Exchange  800-243-5267 


1403  W.  820  N.  Provo,  UT  84601  FAX  801-377-0078  http://www.nle.com 

C.O.D.'s  •  VISA  •  Mastercard  •  Discover  •  Terms 


■ 

3= 

■ 

E 

c 

UL 

□ 

3 

X-0UT4  /  X-CAST4  /  X-F0NE4 
X-F0RUM4  /  X-NEWS4 


Network  applications  and  utilities 
for  Windows,  Win  95,  and  NT 


Extensions 

software  corporation 


Ph:  334-347-3991  Fax:  334-347-3992 
Web:  www.extcom  Email:  sales@extcom 


CISCO, 

BAYNETWORKS 

CABLETRON 


Visit  Our  WEBSITE  www.bizint.com 
NY  Office:  Mob  Office: 

Tel:  (315)  458-9606  Tel:  (978)  667-4926 
Fax:  (315)  458-9493  Fax:  (978)  663-0607 

»Mla«&_  IC813E 


On  parle  francais.  Se  habla  espanol  Wit  sptechen  deutsch 
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It’s  As  Easy 
As... 


1 


Decide  to  reach  150,100 
highly-qualified  and 
audited  buyers  of  network¬ 
ing  products  and  services. 


2 


Pick  up  the  phone  and 
call  Enku  Gubaie  at 
800-622-1108  ext.  7465. 


3 


Get  ready  for  increased 
leads  and  sales  as  a 
result  of  your  ad. 


ROUTERS  •  DSU/CSU 
TERMINAL  SERVERS 
HUBS  •  SWITCHES 


LIVINGSTON  •  ASCEND 
ADC/KENTROX  •  3COM 
BAY  NEIWORKS*  ADTRAN 


Overnight  Delivery  FuUy  Warranted 


Ph:  805*964*1314 
Fox:  805*964*5649 


www.networkhardware.com 


6445  Caue  Real,  Suite  B 
Santa  Barbara,  CA  93117 
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NETWORK  WORLD,  INC. 


THE  MEADOWS,  161  WORCESTER  ROAD,  FRAMINGHAM,  MA01701-9172 
(508)  875-6400/FAX:  (508)879-3167/lTD  1-800-441-7494 


Colin  Ungaro,  President/CEO 
Evileelhibeault,  SeniorVice  President/Publisher 
Mary  Kaye  Newton,  Assistantto  the  President 
Eleni  Brisbois,  Sales  Associate 

ADMINISTRATION 

Mary  Fanning,  Vice  President  Finance  and  Operations 
FrankCoelho,  Office  Services  Manager 
Paul  Mercer,  Finance  Manager 
Mary  Rinaldo,  Telecommunications  Administrator 
Tom  Garvey,  Mailroom  Supervisor 
Tim  DeMeo,  Mailroom  Assistant 
HUMAN  RESOURCES 
Danielle  Volpe,  Human  Resources  Representative 
MARKETING 

Virginia  Lehr,  Director  of  Marketing 
Kristin  Wattu,  Marketing  Communications  Manager 
Barbara  Sullivan,  Market  Research  Analyst 
Donna  Kirkey,  Market! ng  Design  Manager 
Samantha  Leggat,  PublicRelationsManager 
Melissa  Bartlett,  Marketing  Specialist 
GLOBAL PRODUCTSUPPORTCENTER 
Joanne  Wittren,  Senior  Global  Marketing  Services  Manager 
Cindy  Panzera,  Marketing  Specialist 
ADVERTISING  OPERATIONS 
Karen  Lincoln,  Directorof  Advertising  Operations 
Ann  Jordan,  Senior  Advertising  AccountCoordinator 
Mario  Mato  ska,  Advertising  Account  Coordinator 
Sean  Landry,  Direct  Response/Recruitment  Ad  Coordinator 
PRODUCTION 
Ann  Finn,  Production  Director 
GregMorgan,  Production  Supervisor 
Cathy  Sa  mpson ,  Pri  nt  Buying  Su  pervisor 
RESEARCH 

Ann  MacKay,  Research  Director 


CIRCULATION 

SharonSmith.Senior  D  irector  of  Circulation 
Richard  Priante,  Directorof  Circulation 
Bobbie  Cruse,  Assistant  Circulation  Director 
Mary  Mclntire,  Circulation  Assistant 
IDG  LIST  RENTAL  SERVICES 
Elizabeth Tyle,  Sales  Representative 
P.O.Box9151,  Framingham,  MA01701-9151 
(800)  343-6474/(508)  370-0825,  FAX:  (508)  370-0020 
PROFESSIONAL  DEVELOPMENT  GROUP 
William  Reinstein,  SeniorVice  President/Business  Development 
Debra  Becker,  MarketingManager 
Christie  Sears,  Finance/Operations  Manager 
William  Bemardi,  Senior  Product  Specialist 
PeterHalliday,  Product  Manager/NetDraw 
Andrea  D'Amato,  Sales  Manager/Strategic  Partnerships 
Sharon  Schawbel,  ProductSpecialist 
Betty  Amaro,  Operations  Specialist 
Sarah  Woodman,  MarketingSpecialist 
ONLINE  SERVICES 
Ann  Roskey,  Director,  Online  Services 
Jean-Olivier  Holingue,  WebTechnology  Manager 
Clare  O'Brien,  Online  Sales  Manager 
Pam  Kerensky,  Web  Information  Specialist 
Andrea  Duksta,  Web  Producer  Specialist 
FAX:  (508)  820- 1283 

INFORMATION  SYSTEMS/DIGITAL  IMAGING  SERVICES 

Michael  Draper,  Vice  President  Information  Systems 
Jack  McDonough,  Directorof  Systems  and  Technologies 
RoccoBortone.NetworkAdministrator 
Kevin  O'Keefe,  Desktop  Services  Manager 
John  Chambers,  Groupware  Technologist 
Anne  Nickinello,  Digital  ImagingManager 
Deborah  Vozikis,  Imaging  Specialist 
FAX:  (508)875-3090 
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V 


HELLO,  GOODBYE 

The  birth  and  death  of  Ipsilon: 


March 

Ipsilon  debuts  with 
an  innovative  IP 
switching  technique. 


September 

Ipsilon  sponsors  IP  switch¬ 
ing  showcase  at  NetWorld+ 
Interop;  Cisco  announces 
Tag  Switching.  i 


1996 


May  - 1 

Digital  acquires  a  $5 
million  stake  in  Ipsilon. 


November  - 1 

Ipsilon  announces  support  for 
Cisco’s  key  routing  protocol  in 
IP  switching  software. 


October 

Ipsilon  unveils  the  IP  Switch 
6400  and  IP400  integrated 
router/firewall  for  service 
providers. 

January 

3Com,  Cascade  and  IBM  announce 
support  for  Ipsilon  protocols. 


1997 


j 


April  - 

Cabletron  invests  $20  million  in 
Ipsilon;  Ipsilon  valuation  pegged 
at  $400  million. 


December 

Nokia  acquires 
Ipsilon  for  $120 
million. 


;  Ipsilon 

Continued  from  page  I 

strident  antistandard  rhetoric, 
best-of-show  recognition  and 
financial  backing  from  Cable¬ 
tron  Systems,  Inc.  and  Digital 
Equipment  Corp.,  Ipsilon  just 
could  not  establish  a  beachhead 
in  the  enterprise. 

“We  bet  on  the  fundamental 
premise  that  corporate  network 
backbones  are  congested  and 
that  routers  were  the  bottle¬ 
neck,”  said  Ipsilon  President 
and  CEO  Brian  NeSmith.  “We 
found  that  most  corporate  back¬ 
bones  weren’t  congested.” 

Ipsilon  also  discovered  that 
shordy  after  turning  everyone  on 
to  IP  switching,  Cisco  froze  the 
market  with  Tag  Switching  and 
Multi-protocol  Label  Switching. 

And  Ipsilon’s  value  plum¬ 
meted  because  proprietary 
Layer  3  switching  technologies 
in  vogue  21  months  ago  —  such 
as  IP  switching  —  became  passe, 
analysts  said. 

“It’s  obvious  that  Ipsilon 
basically  failed  in  their  mission 
to  establish  IP  switching,”  said 
David  Passmore,  president  of 
Decisys,  Inc.,  in  Herndon,  Va. 


Meltman 

Continued  from  page  1 

not  be  vulnerable  to  something 
like  Land  Attack,”  said  Breton, 
who  also  uses  the  moniker 
“M31t”  in  some  of  the  Usenet 
groups  and  chat  rooms  which 
form  a  kind  of  watering  hole 
where  hackers  and  security  pro¬ 
fessionals  uneasily  coexist  on  the 
Internet. 

Officially  known  as  land.c 
code,  Land  Attack  works  by  trick¬ 
ing  the  targeted  machine  into 
trying  to  set  up  a  TCP  session 
with  itself.  If  the  machine  falls  for 
this  form  of  IP  spoofing,  it  goes 
into  a  TCP  closed  loop  and  has  to 
be  physically  rebooted. 

A  number  of  security  experts, 
including  Chris  Klaus,  chief 
technology  officer  at  Internet 
Security  Systems,  Inc.,  agree 
there  is  no  reason  a  machine 
would  want  to  talk  to  itself  like 
this.  Systems  should  be  designed 
to  preventsuch  attacks. 

Breton  said  that  when  he 
released  Land  Attack  on  the  bug- 
traq  Usenet  group,  he  was  only 
aware  it  would  make  Windows  95 
computers  hang  up  Windows  95. 
He  even  messaged  Microsoft 
Corp.  about  it. 

“I  can’t  even  use  land.c 
because  my  service  provider 
in  Canada,  Videotron.net,  pre- 


“Quite  frankly,  the  whole  cut- 
through  routing  technique  em¬ 
bodied  by  IP  switching,  3Com 
[Corp.’s]  FastIP and  Cabletron’s 
SecureFast  [doesn’t]  make  sense 
anymore  in  this  era  of  gigabit, 
ware-speed  routers.” 

Ipsilon’s  strident  marketing 
messages  also  did  not  help  its 
cause.  Ipsilon  had  a  good  idea, 
but  it  was  wrapped  in  so  much 
Cisco  and  ATM  Forum  bashing 
that  people  got  turned  off. 

“Everybody  loves  the  David 
and  Goliath  mentality,”  said 
Craigjohnson,  principal  analyst 
at  Dataquest,  Inc.  “But  that 
doesn’t  necessarily  help  win 
business.  What  really  matters  in 
the  end  is  business  and  generat¬ 
ing  revenue.” 

“You  can  only  attack  the  com¬ 
petition  so  much  before  people 
start  to  ask,  ‘Well,  what  do  you 
have?,’  ”  said  Fred  McClimans, 
president  of  Current  Analysis,  in 
Sterling,  Va. 

Others  say  talk  was  Ipsilon’s 
biggest  asset. 

“They  helped  themselves 
from  all  the  publicity;  it  got 
them  in  a  lot  of  doors,”  said  Eric 
Hindin,  an  analyst  with  The 
Yankee  Group,  in  Boston. 
“Where  they  fell  down  was 


vents  IP  spoofing,”  Breton  said. 
“I  admit  releasing  the  bug  into 
the  public  wasn’t  the  most 
responsible  thing  to  do.  Land.c 
is  spreading.” 

Indeed,  it  is  being  used  to 
crash  small  hosts  and  as  a 
weapon  on  Internet  Relay  Chat 

TALKING  TO  YOURSELF 


(IRC)  channels.  “The  IRC  is  like 
a  shoodng  range,”  and  people 
are  using  Land  Attack  to  blow 
each  other  off  “in  channel 
wars,”  he  said. 

Breton  said  he  also  now  is 
being  bombarded  with  a  huge 
amount  of  “hate  mail  and  love 
mail.  The  hate  mail 


simply  that  they  couldn’t  mea¬ 
sure  up.” 

Bunk,  NeSmith  said. 

“Companies  don’t  buy  other 
companies  based  on  hype,”  he 
said.  “Typically,  when  you  buy  a 
private  company  you  spend  a  lot 
of  time  and  energy  understand¬ 
ing  the  technology  and  the  peo¬ 
ple  and  the  products  that  they 
have.” 

You  also  spend  a  lot  of  time 
understanding  the  customers, 
which  Ipsilon  did  not  do  enough 
of.  Though  Ipsilon  claimed  that 
its  customer  base  continually  was 
expanding  —  between  60  and  80 
at  last  count  —  Vice  President  of 


is  from  systems  administrators. 
They’re  calling  me  ‘stupid,’ 

‘dumb,’  an  ‘ass - .’  ”  The 

love  mail  seems  mainly  to  be 
from  denizens  of  the  Inter¬ 
net  who  have  more  destructive 
tendencies. 

Breton  said  he  decided  to 


post  land.c  because  he  thought 
the  information  about  the 
security  vulnerability  eventually 
would  leak,  and  he  wanted  to 
take  credit  for  the  discovery. 

In  retrospect,  Breton  said 
maybe  he  should  have  gone  to 
the  newly  formed  Canadian 
Computer  Emergency  Response 


Marketing  Larry  Blair  kept  refer¬ 
ring  reporters  to  the  same  three 
or  four  un  til  two  months  ago . 

“I’m  kind  of  depressed,”  said 
Phil  Emer,  assistant  director  for 
network  technology  develop¬ 
ment  at  North  Carolina  State 
University  in  Raleigh,  and  one  of 
the  three  or  four  users  on  Blair’s 
list  “They  just  proved  it’s  going 
to  take  more  than  a  good  idea 
and  a  bunch  of  smart  guys  to 
dethrone  Cisco.” 

Perhaps  customer  count  was 
an  indication  that  Ipsilon  had 
to  tone  down  its  hype  quite  a 
bit  before  heading  into  the 
telco/service  provider  market. 


Team,  an  organization  that,  like 
its  U.S.  counterpart,  tries  to  pro¬ 
vide  help  in  handling  security 
incidents. 

To  Breton,  the  impact  of 
Land  Attack  is  clear  in  one  way: 
‘  ‘Perhaps  this  made  some  people 
realize  they  can  be  the  target  of 
such  attacks.  Some  people  need 
to  wake  up;  this  kind  of  attack 
shouldn’teven  happen.” 

For  Cisco,  whose  routers  and 
switches  were  vulnerable  to 
land.c,  the  learning  process  has 
been  painful. 

Mike  Quinn,  Cisco’s  director 
of  customer  assurance  who 
heads  a  security  SWAT  team,  said 
Cisco  personnel  worked  around 
the  clock  through  Thanksgiving 
to  isolate  the  problem,  test 
equipment  and  work  on  fixes. 

Cisco  sent  e-mail  alerts  to  its 
customers  and  provided  details 
about  the  situation  on  its  Web 
site,  though  a  few  mistakes  in 
testing  land.c  caused  Cisco  to 
say  some  switches  were  not  vul¬ 
nerable.  Cisco  quickly  corrected 
the  misstatements. 

Last  week,  Cisco  had  finished 
creating  fixes  for  most  of  its 
product  line.  Fortunately,  Cisco 
firewalls  apparently  are  not  vul¬ 
nerable  to  Land  Attack. 

Network  managers  who  want 
to  obtain  the  router  and  switch 
fixes  can  get  them  through  the 
Cisco  Connection  Online.  ■ 


“I  don’t  expect  we’re  looking 
to  make  a  full  frontal  assault” 
into  that  market,  NeSmith  said. 
“We’re  saying,  ‘How  can  you 
deliver  high-performance,  lower 
cost  solutions  for  customers 
going  forward?’  We  believe  that 
we  have  good  products  for  ser¬ 
vicing  those  types  of  customers.” 

And  Nokia  gets  Ipsilon  at  a 
good  price.  Analysts  say  that  a 
year  ago,  Ipsilon’s  value  was  close 
to  a  half  billion  dollars. 

“They  should  have  sold 
before  they  shipped  any  prod¬ 
uct.  Then  they  could’ve  gotten 
more ,”  Hindin  said. 

“It’s  interesting  that  an  orga¬ 
nization  that  got  that  much  hype 
has  sold  for  that  little,”  said 
Thomas  Nolle,  president  of 
CIMI  Corp.,  in  Voorhees,  N.J. 
“There’s  no  relationship  be¬ 
tween  image  and  substance  any¬ 
more.” 

NeSmith  believes  the  price  is 
right  for  Nokia  and  Ipsilon. 

“What  we’re  being  compared 
to  in  many  cases  are  companies 
that  were  acquired  with  curren¬ 
cies  that  in  the  last  year  have 
plummeted.  They’re  typically 
one-third  to  one-fifth  of  their 
value,”  he  said. 

Ipsilon  will  become  part 
of  Nokia  Telecommunications. 
Nokia  plans  to  retain  Ipsilon’s 
100  employees  and  maintain 
operations  in  Sunnyvale. 

Founder  and  Chief  Technol¬ 
ogy  Officer  Tom  Lyon  will  con¬ 
tinue  to  orchestrate  technical 
development,  and  NeSmith  will 
become  aNokia  vice  presidentin 
charge  of  routing  products. 

NeSmith  said  the  IP  switching 
song  now  is  an  old  one. 

“We’re  pigeonholed  as  a 
batde  between  IP  switching  and 
Tag  Switching,”  NeSmith  said. 
“[But]  we’ve  been  focused  on  a 
completely  different  segment  of 
the  market  with  a  very  different 
strategy  than  was  originally 
announced.”  ■ 

Get  more  Information  online  at 
www.nwfuslon.com 
DocFinder:  5119 


How  Land  Attack,  officially  known  as  land.c  code,  works: 


A  hacker  on  Computer 
A  sends  a  synchroniz¬ 
ation  (SYN)  packet  to 
Computer  B,  but  swaps 
out  its  return  address 


destination  device. 


Computer  B:  IP  address 
ddd.ddd.ddd.ddd 


SYN  packet  from: 

mr* 

" 

k 

ddd.ddd.ddd.ddd 

SYN  packet  to: 

ddd.ddd.ddd.ddd 

Computer  A:  IP  address 
ccc.ccc.ccc.ccc 


When  Computer  B  tries  to  acknowledge  receipt 
of  the  transmission,  it  sends  to  its  own  address, 
meaning  it  sends  the  message  back  to  itself, 
resulting  in  a  loopback  condition. 
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News 


Justice  Department 

Continued  from  page  1 

This  statement  cast  doubt  over 
whether  Microsoft  will  be  able  to  deliver 
Windows  98  on  schedule  in  the  second 
quarter  of  next  year.  The  most  widely 
touted  new  feature  of  Windows  98  is  full 
integration  between  the  browser  and  the 
operadngsystem. 

Microsoft  officials  downplayed  this  set¬ 
back  in  their  defense  against  two-month- 
old  Justice  Department  charges  that  the 
company  violated  a  1995  consent  decree. 
The  decree  barred  Microsoft  from  con¬ 
ducting  anticompetitive  licensing  prac¬ 
tices,  such  as  coupling  Internet  Explorer 
with  its  operating  system. 

“This  is  only  a  preliminary  decision,” 
said  William  H.  Neukom,  Microsoft’s 
senior  vice  president  for  law  and  corpo¬ 
rate  affairs  in  a  prepared  statement.  “We 
remain  confident  that  continuing  to 
innovate  and  integrate  technologies  is 
good  for  the  software  industry  and  good 
for  consumers.” 

In  Microsoft’s  favor,  Judge  Thomas 
Jackson  did  not  hold  the  company  in  con¬ 
tempt  of  court,  denying  the  Jusdce 
Department’s  request  to  impose  fines  of 
$1  million  per  day  on  the  company.  Fur¬ 
thermore,  the  judge  has  not  ruled  out 
Microsoft’s  argument  that  the  browser  is 
an  integrated  part  of  the  Windows  operat¬ 
ing  system,  as  opposed  to  a  separate  prod¬ 
uct.  “Microsoft  has  demonstrated,  at  the 
very  least,  the  ambiguity  of  the  term  ‘inte¬ 
grated  product,’  ’’Jackson  wrote. 

Windows  98  beta  users  looking  forward 
to  the  full  integration  between  Internet 
Explorer  and  Windows  were  disap¬ 
pointed  by  the  preliminary  ruling,  fearing 
it  will  delay  the  corporate  operating 
system  rollouts  they  have  planned  for 
next  year. 

“We  certainly  see  it  as  a  setback.  We 
want  the  simplicity  of  having  one  layer  of 
client  software  from  an  end  user  and  a 
management  point  of  view,”  said  Skip 
Taylor,  group  manager  of  remote  access 
services  at  CompuServe,  Inc.  “It’s  a  major 
convenience  that  all  of  our  big  corporate 
customers  want.  ’  ’ 

NationsBanc-CRT  in  Chicago  cur¬ 
rently  runs  Netscape  Communications 
Corp.’s  Navigator  on  its  3,000  Windows  95 
and  NT  desktop  systems  but  is  consider¬ 
ing  a  switch  to  Internet  Explorer  when  it 
upgrades  its  desktops  nextyear. 

“Having  your  browser  also  be  your  file 
manager  is  a  user-friendly  [approach] 
that  could  help  simplify  my  life,”  said  Rick 
Shope,  manager  of  PC  technology  at 
NationsBanc.  “If  Microsoft  is  forced  to  rip 
all  of  that  work  out  of  Windows  98  and  NT 
5.0,  I  fear  the  delivery  schedules  will  be 
th  rown  way  off.  ” 

Microsoft  officials  contend  they  will 
move  ahead  with  Windows  98  as  planned 
until  the  final  ruling  is  passed  down.  And 
the  company  will  continue  to  allow  any 
independent  software  vendor  to  create 
software  that  provides  parallel  functional¬ 
ity  or  enhances  the  existing  functions  of 
the  operating  system,  whether  it  is  a  desk¬ 


top  shell  or  a  browser. 

But  it  is  the  methods  Microsoft  uses  to 
integrate  Internet  Explorer  into  the  oper¬ 
ating  system  that  rankles  competitors 
such  as  Netscape. 

Microsoft  doesn’t  let  you  get  rid  of 
Internet  Explorer  very  easily,  Jim  Barks¬ 
dale,  Netscape’s  president  and  CEO,  told 
San  Francisco’s  KRON-TV  following  the 


ruling.  “You  can  put  Netscape’s  product 
on  it.  But  IE  will  still  keep  popping  up. 
‘You  sure  you  don’t  want  Internet 
Explorer?  You  sure?  You  sure?’  After  a 
while,  most  people  who  aren’t  big  hackers 
. . .  give  in.  They  shouldn’t  have  the  ability 
to  tell  you  what  you’re  going  to  use  for 
these  products.” 

Netscape  was  pleased  with  the  court’s 


move  against  Microsoft.  “We  believe  the 
order  restores  a  level  playing  field  and 
opens  a  new  round  of  competition  in  the 
marketplace,”  said  Peter  Harter,  global 
policy  counsel  at  Netscape.  ESS 
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Fast,  Flexible 
and  Secure. 


JVC's  Infrared  Wireless  LAN  kits  incorporate  the  FAST  throughput  of 
a  traditional  wired  LAN,  the  SECURITY  of  direct  IR  beam  technology 
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Carriers 

Continued  from  page  1 

backs:  It  requires  two  phone 
lines,  and  the  call  center  agent 
cannot  see  what  the  caller  is 
viewing. 

Sprint  Corp.  recendy  ended  a 
trial  of  a  nearly  identical  service 
called  Give  Me  a  Call.  Sprint  offi¬ 
cials  claimed  the  test  was  success¬ 
ful,  but  they  said  they  do  not 
know  when  the  service  will  be 
launched. 

For  its  part,  MCI  Communica¬ 
tions  Corp.  has  failed  to  produce 
its  Internet  Call  Center  service, 
promised  to  its  customers  near 


the  beginning  of  1997.  The  ser¬ 
vice  was  to  be  based  on  its  Vault 
technology,  a  proprietary  tele¬ 
phone  network-to-Intemet  gate¬ 
way  once  slated  to  be  adopted  by 
MCI’s  former  merger  partner, 
British  Telecommunications  pic. 

In  its  Internet  policy  paper 
released  during  the  summer, 
MCI  reiterated  that  it  would 
launch  Internet  Call  Center 
based  on  Vault  during  1997.  But 
spokespeople  for  the  company 
now  say  they  will  have  nothing 
ready  to  discuss  until  at  least  the 
end  of  the  first  quarter  of  1998. 

The  problems  customers  are 
experiencing:  Network  manag¬ 
ers  and  carrier  executives  cited 
continuing  difficulty  building 
gateways  between  the  public 
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switched  telephone  network  and 
the  Internet.  And  the  huge 
installed  base  of  legacy  terminal- 
to-host  and  desktop  infrastruc¬ 
tures  in  call  centers,  where  most 
agents  do  not  even  have  brows¬ 
ers,  makes  it  slow  going. 

“The  technology  that  sup¬ 
ports  this  type  of  activity,  both  in 
the  network  and  call  center,  is 
still  in  its  infancy,”  said  John 
Heiman,  Sprint’s  director  of 
business  development  for  IP 
telephony. 

Priority  status 

In  AT&T’s  and  Sprint’s 
schemes,  selected  corporate 
Web  pages  are  outfitted  with  a 


call-me  button.  Clicking  on  the 
button  opens  a  dialog  box  asking 
shoppers  to  enter  their  phone 
number.  An  IP  server  in  the  car¬ 
rier  network  uses  that  informa¬ 
tion  to  instruct  a  telephony 
switch  to  ring  the  consumer. 

As  soon  as  the  consumer  picks 
up,  the  switch  places  the  equiva¬ 
lent  of  an  inbound  800  call  to  a 
call  center  agent  using  standard 
800  call-routing  schemes  —  in 
AT&T’s  case,  with  priority  status 
so  the  consumer  does  not  have  to 
wait  for  the  agent  to  pick  up. 

Where  AT&T’s  and  Sprint’s 
services  require  the  consumer  to 
have  two  phone  lines  —  one  for 
the  Web  connection  and  one  for 
the  voice  call  —  MCI’s  Vault  pro¬ 
ject  promised  one-line  technol- 
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ogy  (NW,  Feb.  10,  page  17). 
AT&T  and  Sprint  product  man¬ 
agers  are  skeptical  this  can  be 
accomplished.  They  cited  the 
difficulty  of  extending  the  H.323 
standard  for  multimedia  traffic 
over  the  Internet  and  the  still- 
questionable  quality  of  Internet 
voice  connections. 

Some  PBXs  and  automatic 
call  distributor  vendors  are 
developing  premise-based  gate¬ 
ways  and  Internet  telephony 
server  software  to  achieve  single- 
line  browsing  and  chat  capabili¬ 
ties.  But  network-based  services 
obviate  the  need  for  additional 
equipment.  Indeed,  AT&T’s  and 
Sprint’s  services  are  relatively 
easy  to  set  up.  “From  a  Web  site 
owner’s  perspective,  it’s  eight  to 
10  lines  of  HTML  code  that 
allows  them  to  place  the  service 
on  a  Web  page,”  Heiman  said. 

The  two-line  approach  also 
acknowledges  the  fact  that  most 
call  centers  lack  basic  Web  func¬ 
tionality.  “Call  center  agents 
don’t  necessarily  have  access 
even  to  their  own  Web  sites,” 
Heiman  said. 

“It’s  been  difficult  to  adapt  to 
the  browser  world,”  said  Jess 
Reed,  assistant  vice  president  of 
telecommunications  at  GEICO 
Insurance  Corp.,  in  Washington, 
D.C.,  and  an  early  customer  of 
AT&T  interactiveAnswers.  “You 
need  to  adopt  TCP/IP,  and  that 
hasn’t  been  common  on  the 
desktop  [in  call  centers].” 

AT&T  also  charges  a  signifi¬ 
cant  premium  for  the  service, 
over  and  above  normal  800 
inbound  toll  charges  (see 
graphic).  By  contrast,  in  its  test 
Sprint  did  not  charge  any  spe¬ 
cific  fees  for  Give  Me  a  Call. 

But  Sprint  did  enforce  its 
basic  tariff  rates  of  15  cents  per 
minute  for  inbound  calls  termi¬ 
nating  at  the  call  center  on  a  ded¬ 
icated  access  line,  and  18  cents 
per  minute  for  switched  termina¬ 
tion.  As  a  result,  users  could  not 
apply  that  volume  to  their  nego¬ 
tiated  800/888  discounts,  which 
typically  bring  inbound  tolls  to  6 
to  12  cents  per  minute  for  large 
users.  Sprint  has  not  yet  deter¬ 
mined  what  the  prices  will  be  for 
Give  Me  a  Call  when  it  is  rolled 
out,  Heiman  said. 

Another  problem:  Unlike 
older  carrier  network-based 
automated  transaction  services, 
the  callee  is  liable  for  the 
higher  fees  whether  or  not  the 
transaction  results  in  a  sale.  For 
example,  AT&T’s  IVS  Express 
service,  which  enables  con¬ 
sumers  to  dial  an  interactive 
voice  response  unit  to  order 
products  during  off  hours, 
charges  a  fee  only  if  a  purchase 
is  made. 


By  contrast,  the  Web-based 
interactiveAnswers  charges  a 
$1.95  minimum  as  soon  as  the 

RACKING  UP  THE  FEES 

Charges  levied  on  corporate  users  for 
AT&T’s  interactiveAnswers  Service: 

•  One-time  setup  fee 

$295 


call  center  accepts  the  call. 
Because  of  the  loose  connection 
between  the  online  session  and 
the  call  to  the  call  center,  “We 
can’t  tell  whether  or  not  a  sale  is 
made,”  explained  Tony  Tomae, 
AT&T’s  marketing  director  for 
Internet  telephony  services. 
AT&T  officials  added  that  they  so 
far  have  been  unable  to  add  a 
once-promised  Web  interface  to 
IVS  Express. 

Tomae  conceded  that  the  rate 
structure  puts  a  crimp  on  the 
type  of  users  who  might  employ 
interactiveAnswers  because  the 
potential  revenue  stream  must 
justify  the  extra  expenditure. 
“You  probably  wouldn’t  use  this 
service  to  purchase  a  hammer 
from  Sears,  ’  ’  Tomae  said. 

Indeed,  many  network  man¬ 
agers  who  think  they  can  make 
the  economics  work  are  pushing 
hard  for  Internet  call  center  inte¬ 
gration.  And  some  hardy  pio¬ 
neers  already  have  proven  out 
the  concept. 

For  example,  when  GEICO 
first  put  its  insurance  question¬ 
naires  for  prospective  customers 
on  the  Web,  Reed  was  startled  to 
find  the  company  was  selling  pol¬ 
icies  to  fewer  than  10%  of  those 
who  started  completing  the 
online  form.  Sales  to  telephone 
inquiries  run  closer  to  20%  at 
GEICO,  Reed  said.  Then  GEICO 
signed  up  for  AT&T’s  interacti¬ 
veAnswers,  and  the  call-me 


option  immediately  doubled  the 
closure  rate. 

Reed  conceded  the  system  is 
so  rudimentary  that 
even  if  the  prospect  has 
partially  completed  the 
insurance  question¬ 
naire,  the  call  center 
agent  has  to  start  from 
scratch.  For  prospects 
who  find  it  frustrating 
that  the  agent  cannot 
see  the  partially  com¬ 
pleted  document, 
GEICO  offers  an  alter¬ 
native  in  which  the 
prospect  can  complete 
the  questionnaire,  sub¬ 
mit  it  by  e-mail  and 
receive  an  e-mail 
response  in  24  to  48 
hours,  Reed  said. 

AT&T  does  offer  an 
enhanced  version  of 
interactiveAnswers  that  allows 
live  agents  to  push  a  fixed  num¬ 
ber  of  static  Web  pages  to  callers 
after  they  establish  the  voice  link. 

For  example,  AT&T  hosts  a 
Web  site  in  its  network  for  Out¬ 
rigger  Hotels  &  Resorts.  Outrig¬ 
ger  has  chosen  about  30  pages  of 
the  site,  each  depicting  one  of  its 
hotels  in  Hawaii,  to  push  to 
customers  who  use  the  call-me 
option  from  the  Web. 

The  agents  activate  the  push 
feature  by  punching  in  a  preset 
numerical  code  on  their  tele¬ 
phone  keypads.  That  action  trig¬ 
gers  an  instruction  from  the 
AT&T  network  switch  to  the 
hosted  Web  server  to  download 
the  page  to  the  customer’s  PC,  a 
process  that  normally  takes  10  to 
15  seconds  for  users  with  an  ordi¬ 
nary  28. 8K  bit/sec  modem, 
according  to  Outrigger  reserva¬ 
tions  director  Phyllis  Saffery. 

But  none  of  the  carriers  cur¬ 
rently  enables  callers  to  hyper¬ 
link  at  will  to  other  pages  with  the 
live  agentfollowing  along.  AT&T 
generally  relies  on  the  firm’s 
Webmaster  to  preselect  the  push 
pages  rather  than  giving  agents 
the  ability  to  choose  the  pages  on 
the  fly  because  “very  few  call  cen¬ 
ters  are  integrated  with  the  Inter¬ 
net  today,”  Tomae  said.  ■ 
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From  MCI’s  IntemetPolicy  Vision  Paper  presented  last 
summer: 

“In  the  past,  customers  needed  separate  access  lines  to 
communicate  simultaneously  over  the  telephone  voice  network 
and  the  Internet’s  data  network.  The  Vault  technology  elimi¬ 
nates  that  need.  . . .  MCI  plans  to  introduce  enhanced  personal 
features  to  its  growing  call  center  services  utilizing  Vault  technol¬ 
ogy.  Customers  can  talk  to  a  customer  service  representative 
while  simultaneously  receiving  data  from  that  representative 
over  their  computer — all  on  one  access  line  to  the  Internet.” 


TOUGH  TIME  GETTING  GOING 

Seven  reasons  why  carriers’  efforts  to  integrate  Web  commerce  with 
classic  800  call  centers  are  lagging: 

l-  AT&T's  and  MCl's  gateways  between  if  Internet  transaction  fees  charged  by 
the  telephone  network  and  the  Internet  carriers  can  double  or  triple  the  cost 
are  proprietary.  of  800  or  888  toll  charges. 

f  The  H.323  standard  for  multimedia  f:  Users  must  determine  where  within 
Internet  traffic  still  generally  requires  their  Web  sites  to  place  “call-me” 
extensions  by  vendors.  options  to  avoid  wasting  live  agent 

I-  Most  ealfeenter  agents  outside  of  high-  resources, 
tech  support  lines  do  not  have  ►  Carrier  reorganizations,  mergers  and 
browsers  on  their  desktops.  personnel  losses  have  drained  energy 

h  High-volume  transaction  networks  are  ^rom  t'iese  projects, 
largely  based  on  OS/2  without  TCP/IP 
stacks  installed. 


criteria: 


•  Monthly  service  charge 

AT&T  Web  Site  Services  customers:  $195 
Non-AT&T  Web  Site  Services  customers:  $295 

•  Transaction  charge* 

19.5  cents  per  minute  forthe  first  10  minutes 
19.0  cents  per  minute  thereafter 

All  fees  are  in  addition  to  the  user’s  800/888 
toll  rates,  Internet  access  and  Web  site  hosting 
fees.  Page-push  feature  costs  extra. 

♦AT&T  imposes  a  10-minute,  or  $1.95,  minimum 
charge  per  transaction. 
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Great  businesses  from 
strategic  acorns  grow 


When  the  great  cathedrals 
and  churches  of  England 
were  built,  the  architects 
displayed  a  tremendous 
vision  of  the  future.  They 
knew  that  eventually  the 
great  beams  that  supported 
tlie  roofs  would  need  replacing.  Their 
solution  was  to  plant  oaks  in  the  vicinity 
of  the  site.  This  meant  that 
’round  about  the  time  new 
timbers  would  be  needed 
—  50  years,  give  or  take  a 
decade  — there  would 
be  the  raw  material, 
ready  and  waiting. 

This  kind  of  forward 
thinking,  true  strategic 
thinking,  is  alien 
to  modern  busi¬ 
ness  IT  culture. 

Today,  a  five-year  window  for 
strategic  planning  is  considered  long 
term.  In  IT,  a  one-year  window  is  the 
limit  of  comfort  for  most  of  us. 

The  big  vendors,  Microsoft,  Oracle, 
Sun,  Digital,  IBM,  etc.,  bear  most  of 
the  guilt.  They  revise  their  architec¬ 
tures,  preannounce  vaporware  and 
destabilize  markets  on  a  regular  basis. 

Now  I’m  the  first  to  say  that  it  is  their 
right  to  do  so.  We’ve  got  a  free  market 
economy  and  just  as  we  vigorously 
defend  the  First  Amendment,  so  must 
we  fight  for  the  freedom  of  the  market. 
But  the  big  vendors,  and  most  notably 
Microsoft,  should  start  to  realize  that 
the  long-term  vitality  of  the  computer 
business  is  their  responsibility. 

Microsoft  often  is  criticized  for 
allowing  small  companies  to  develop 
new  products  and  technologies  and 
then  either  buying  them  up  or  dupli¬ 
cating  their  work  and  putting  the 
small  company  out  of  business.  While 
there  is  nothing  illegal  about  these 
practices,  there  are  two  issues:  Is  it  eth¬ 
ical,  and  is  it  good  forward  thinking? 

The  ethics  issue  is  simple.  While  you 
may  be  able  to  do  something  legally, 
the  consequences  to  other  people  may 
be  unfair.  And  fairness  in  business  is 
important.  Being  fair  is  not  a  matter  of 
generosity  —  being  fair  because  you 
can  —  it’s  an  attribute  of  maturity  — 
being  fair  because  it  is  the  right  thing 
to  do.  The  killer  instinct  is  necessary 
when  you’re  young,  hungry  and  inse¬ 
cure,  but  when  you’ve  grown  up, 


restraint  is  appropriate. 

Microsoft  has  grown  up  and  is  in  a 
position  of  incredible  power.  Con¬ 
sequently,  it  is  attracting  a  degree  of 
scrutiny  that  I’m  sure  it  would  rather 
avoid  if  it  could.  But  while  the  Depart¬ 
ment  of  Justice  is  flailing  around  to 
build  an  antitrust  case,  I  believe  most 
people  who  would  like  to  see  Micro¬ 
soft  reined  in  are  really  more 
concerned  about  issues  of 
ethics  than  anything  else 
—  they  want  to  see 
Microsoft  be  fair. 

And  being  fair  re¬ 
quires  forward  think¬ 
ing.  Consider  how 
Microsoft  has  become 
the  bane  of  developers 
because  of  its  habit  of 
revising  APIs  and  making 
backward-compatibility  harder 
than  it  should  be.  Good  forward  think¬ 
ing  would  dictate  making  the  founda¬ 
tions  of  the  industry  consistent  for  a 
decade  or  more. 

This  kind  of  stability  would  allow 
the  market  to  expand,  allow  more 
players  in  and  more  competition  and, 
in  short,  create  a  bigger  pie  for  more 
people  to  share.  Trying  to  force  this  by 
allowing  the  Department  of  Justice  to 
“have  at”  Microsoft  (or  anyone  else)  is 
the  wrong  way  to  go. 

The  right  way  is  for  Microsoft  and 
the  other  big  players  to  moderate 
themselves,  to  voluntarily  curb  their 
acquisitive  appetites.  It  would  be  a 
bold  thing  to  do,  to  essentially  give 
away  advantage.  But  ultimately  it 
would  build  bigger,  stronger,  richer 
markets  that  would  ensure  their  long¬ 
term  stability  and  profits. 

Curiously,  Bill  Gates  once  tried  to 
persuade  Apple  to  broaden  its  hori¬ 
zons  by  licensing  the  Mac  OS  to  create 
a  bigger  market  (see  “They  Coulda 
Been  a  Contender,”  Wired ,  November 
1997).  This  was  exactly  the  sort  of 
mature  strategy  that  Microsoft  should 
be  exercising  today. 

What  I  am  suggesting  is  that  these 
vendors,  Microsoft  in  particular, 
should  plan  for  the  long-term  good  of 
their  businesses.  Let’s  see  them  plant 
some  digital  oak  trees. 

Send  landscaping  plans  to  nwcolumn  @ 
gibbs.com  or  (800)  622-1108,  Ext.  7504. 


The  latest  on  the  Internet/Intranet  industry 


By  Chris  N  e  r  n  e  y 


KNOW  THY  ENEMY  In  his  1996  book,  Intel  Corp.  CEO 
Andy  Grove  argues  that  paranoia  is  an  essential  ingredient 
for  success  in  the  cutthroat  business  world,  which  is 
why  you  always  see  him  count  his  fingers  after  shaking 
hands  with  Bill  Gates. 

But  for  IT  managers  concerned  about  the  security  of 
their  networks,  paranoia  isn’t  enough.  They  also  need 
to  know  the  nature  and  extent  of  the  various  threats  to 
their  enterprises.  Otherwise  they  are  doomed  to  live  in 
fear,  doubt  and,  ultimately,  unemployment.  From  there 
it’s  a  short  step  to  an  appearance  on  the  Montel  Williams  Show. 

Fortunately,  software  vendor  Symantec  Corp.  has  unveiled  its  own  book,  an 
online  encyclopedia  of  computer  viruses  with  more  than  10,000  descriptions. 
It’s  like  a  cyber  version  of  the  FBI’s  Most  Wanted  List,  without  the  tattoos. 

The  encyclopedia  details  individual  computer  viruses,  including  what  they 
do  and  what  specific  systems  they  attack,  as  well  as  known  aliases  and  last 
reported  whereabouts.  Symantec,  based  in  Cupertino,  Calif.,  makes  the  popular 
Norton  AntiVirus  software.  Its  virus  encyclopedia  can  be  found  at  www. 
symantec.com/ avcenter/  vinfodb.html. 


STARBURST  EXTENDS  THE  RUNWAY  IP  multicast  has  generated  lots  of  attention, 

though  not  much  profit,  in  the  past  year.  Proponents  of  the  technology  designed 
to  save  bandwidth  say  widespread  deployment  is  about  a  year  away  —  an  eternity 
if  you’re  a  vendor  trying  to  sell  die  stuff. 

Commenting  on  the  difficulties  of  staying  in  business  while  waiting  for  a 
nascent  market  to  take  off,  one  executive  at  an  IP  multicast  start-up  recently 
said,  “At  some  point  you  run  out  of  runway.” 

StarBurst  Communications  Corp.,  of  Concord,  Mass.,  has  built  more  runway 
for  itself  by  landing  a  third  round  of  venture  capital.  The  $6.8  million  cash 
infusion  comes  from  a  number  of  sources,  including  lead  investor  Amerindo 
Investment  Advisors,  Inc.,  of  San  Francisco  and  returning  investors  such  as 
Greylock  Management,  of  Boston,  Integral  Capital  Partners,  of  Menlo  Park, 
Calif.,  and  Canaan  Partners,  of  Rowayton,  Conn. 

The  premise  behind  IP  multicast  is  that  you  can  vastly  reduce  server  and 
network  congestion  by  sending  a  single  stream  of  traffic  to  many  users. 

While  many  IP  multicast  vendors  are  pushing  the  technology  for  delivering 
bandwidth-consuming  multimedia  applications,  StarBurst  is  focusing  on  sending 
large  data  files  to  thousands  of  users  simultaneously. 


PORTABILITY,  PORTABILflY,  PORTABILITY  In  its  dismissive  response  to  Sim 

Microsystems,  Inc.’s  announcement  last  week  of  a  product  that  will  allow  users 
to  circumvent  the  limitations  on  Java  built  into  Internet  Explorer  4.0,  Microsoft 
Corp.  maintained  that  “performance  is  perhaps  the  single  most  important  Java 
issue  for  customers  and  developers.” 

Well,  performance  certainly  is  important,  andjava  rightly  has  taken  its  knocks 
for  failing  to  measure  up  in  that  category. 

Microsoft,  however,  ignores  a  larger  reality,  and  that  is  the  powerful  "write 
once,  run  anywhere”  promise  of  Java  technolog)'.  Cross-platform  portability  is 
what  developers  crave  above  all  else. 

Don’t  take  our  word  for  it,  though.  Just  look  at  the  results  of  a  recent  poll  of 
thousands  of  developers  byJavaWorld,  an  online  publication. 

Java  World  asked  readers  how  much  importance  they  place  on  the  “write  once, 
run  anywhere”  concept.  The  results  should  serve  as  a  warning  to  any  company 
in  Redmond,  Wash.,  trying  to  throw  a  monkey  wrench  into  Java  portability. 

Of  the  2,355  readers  who  responded,  90%  said  cross-platform  portability  was 
extremely  important.  Six  percent  said  it  was  somewhat  important,  and  only 
2%  said  it  was  not  important. 

Java  didn’t  fare  quite  as  well  in  terms  of  its  march  toward  die  portability  goal. 
Thirty-four  percent  of  the  respondents  said  they  were  not  satisfied  with  the 
progress  of  cross-platform  Java.  Still,  that  leaves  almost  two-thirds  who  are 
satisfied,  despite  Microsoft’s  best  efforts  to  derail  the  Java  train. 

You  can  find  the  Java  World  poll  at  nigetia.vvpi.com/cgi-bin/gwpoll/gwpoll. 


Time’s  running  out  for  your  holiday  submissions  to  Wet  Buzz.  We'd  hale  to  see  you  end 
up  with  coal  in  your  stocking,  so  send  us  your  best  Internet-  and  intranet-related  news. 
Contact  Chris Nerney  at  (508)  820-7451  or  cnemey@nww.com. 
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Now,  there’s  a  faster  way  to  bring 
people  and  their  data  together. 


(  Presenting  IBM  Serial  Storage  Systems^) 

Today,  everyone  everywhere  in  your 
enterprise  needs  immediate  access 
to  crucial  data.  Welcome  to  the  fast- 
paced  world  of  e-business™ 

With  the  proven  performance 
of  IBM  Serial  Storage  Systems,  you 
have  a  way  to  give  it  to  them.  And, 
you’ll  be  helping  your  company  get 
more  out  of  critical  applications  like 
data  warehousing,  data  mining  and 
transaction  processing. 

IBM  Serial  Storage  Systems  use 
Serial  Storage  Architecture  (an  ANSI 
standard  interface)  to  significantly 
outperform  traditional  SCSI  disk 
systems.  A  two-way  loop  handles 
both  inbound  and  outbound  data 
streams  simultaneously. 

These  open  disk  systems  are 
designed  to  connect  to  UNIX®  and 
NT  servers,  like  HR  Sun,  DEC, 

Compaq  and  IBM.  And  as  your 
storage  needs  grow,  capacity  can 
be  increased  without  taking  your 
systems  offline. 

Visit  www.ibm.com/storage/ 
access  to  find  out  how  your  data 
can  move  as  fast  as  your  business. 
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EVER  FEEL  LIKE 
YOU’RE  ALL 


UP  IN  THE  NETS? 

Internet.  Intranet.  Extranet.  No  matter  what  the 
Net,  Racal’s  family  of  WINhub™  Remote  Access 
Servers  make  accessing  them  easier  and  faster  than 
ever.  WINhub  RAS  acts  as  your  SAFETY  Net  by  allowing 
you  secure  and  cost  effective  access. 

The  WINhub  RAS  family  includes  the  WINhub  RAS", 
WINhub  RAS' ",  and  WINhub  RAS',W.  All  support 
secure  user  authentication  and  data  encryption  to 
the  Internet,  Intranet,  and  Extranet  and  address 
needs  ranging  from  small  enterprise  remote  access 
networks  to  carrier  and  ISP  fault  tolerant  networks. 

So  take  the  fear  and  confusion  out  of  the  Nets.  And 
see  what  intelligent  use  of  the  Net  gains  your  company. 

Racal  offers  you  a  wide  range  of  remote  access,  data 
security  and  Internet  access  networking  products  and 
provides  world  class  traditional  services  including  instal¬ 
lation,  maintenance,  staging  &  configuration,  and 
Technical  Assistance  Center  (TAC)  for  Racal  and  third 
party  products. 

For  more  information  call  1-800-RACAI..-55 
Ext.  1307  and  visit  us  on  the  World  Wide  Web 

at  http://www.racal.com/rdg/ 


TYING  THE  NETS 


SAFELY 

TOGETHER 


Racal  Data  Group 


Access  to  Multimedia  Information  Networks 


RACAL 
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